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fhe Butt Doe 


You can be sure of your customers’ 1, Dyson 
=> approval when your estimate includes 
, the “Bull Dog” Safety Switch. The 9° Strong, rugged 
“Bull Dog”? embodies the 10 essential acai 
features for safety and it bears Under- 3, _ Interlocks. 
writers’ Classification ‘‘A”’. Those : 
whose requirements are the most 4, Positive Quick 
exacting accept the “Bull Dog” as * Make and Quick 
standard safety switch equipment. — 
Your “Bull Dog”’ profits are assured. 5 Many well placed 
° ° ° nockouts. 
The “Bull Dog”’ Safety Switch policy, 
limiting the number of jobbers of 6, Removable and in- 
“Bull Dog” Safety Switches, elim- ee 
inates unfair competition and insures 
the contractor his legitimate profit. 7. Bnetee cobtewn 
You can look back on every “Bull 
You cannot get the “Bull Dog” installation with pride, knowing 8, Jperation docs not 
Dog’’ from every jobber. that you have given your customer de- or springs. All 
cent he ioe pendable safety switch operation and — 
Pe complete protection against the acci- 
| dents of ordinary switches. S, See Petes 
F When you make your next estimate ae. 
eo put “‘Bull Dog” on the job. It means 10, Type “A” switch 


A catalogue easy to 
use—Write for it. 


safety for your customer and profits 
for you. 


parts and Under- 
writers’ ,,Classifica- 
tion *‘ . 
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Faraday Bank Protection Systems 

















THE “HOLD-UP”—THE ALARM 
(Photograph showing Faraday Bank Tellers’ Foot Rail Contactor Model No. 760, in Actual Operation) 
FARADAY BANK PROTECTION SYSTEMS are made for both Day 

Hold-Up and Combination Day Hold-Up and Night Burglary Protection in two (2) 

types—Electrically Supervised Closed-Circuit and Open-Circuit Non-Supervised—for 

operation on 110 Volt D. C. Lighting Circuits, 110 Volt A. C. Lighting Circuits or Bat- 
tery Circuits. 

The apparatus has been especially designed and manufactured for Bank-Protection work and will fill require- 
ments of the largest financial institution, or, at minimum expense, the needs of the smallest bank or trust company in 


a small town; these systems are also recommended and are coming into very general use for the jewelry trade and other 
lines of business where valuable merchandise is handled. 


White for our ARDY Bank Protection Bulletin No. 33-A. 


MANUFACTURED BY 





GENERAL OFFICES AND FACTORY 


WEST & HUBERT STS., NEW YORK, U. S. A. 





Cable Address: “‘Eleclight,’”’” New York. 
DISTRICT SALES OFFICES: 

BOSTON LOS ANGELES BIRMINGHAM PHILADELPHIA SAN FRANCISCO 
Chas. R. Corcoran Clapp & LaMoree W. H. Beaven Jas. A. Vaughan Clapp & LaMoree 
12 Pearl St. 310 E. 4th St. Jefferson Co. Bk. Bldg. Real Estate Trust Bidg. 171 2nd Street 
DETROIT SAN ANTONIO LOUISVILLE DENVER PITTSBURGH 
DeVeau-Bartling Co. Kemp Haythorne Electrical Sales Co. The Wesco Co., Inc. Parke & Jaques 
81 Peterboro St. 303 So. Pinto St. Kenyon Bldg. 1156 7th Street 305 7th Avenue 

CHICAGO BUFFALO SEATTLE HAVANA SALT LAKE CITY 
Doherty-Hafner Co. Chas. K. Wyatt P. L. Hoadley Arnesto N. Rodriguez Raymond Ackerman, 


730 W. Monroe St. 310 Mutual Life Bldg. 609 Seaboard Bldg. 41S Abreau Bldg. Dooly Bldg. 
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A close-up of the 
insulation of 


“U. S.” PARACORE 





The excellent rubber compound 
possesses a stretch and tensile 
strength that is much more than 
code requires. 


The braid is a close, tight weave 
that is thoroughly saturated in 
every fibre vith a special water- 
proofing material. 


The finish is a fine polished sur- 
face that will withstand the 
deteriorating effects of heat, 
cold and dampness and facili- 
tates fishing. 
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The Importance of 
~ Insulation 


One of the reasons for the outstanding 
quality of ‘‘U.S.’”, PARACORE Wires and 
Cables can be summed up in two words 
— good insulation. 


The efficiency of any wire is in direct 
proportion to the quality of its insula- 
tion. The better the insulation the bet- 
ter the wire is a fact that all buyers of 
wire recognize. 


Such careful attention has been paid to 
the insulation of ‘‘U. S.’”” PARACORE 
that today it is of a quality that is ap- 
proached by but few manufacturers. 


Use ‘‘U. S.’’ PARACORE for work that 
requires wire of the better kind. 


United States Rubber Company 
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TO OUR READERS 


All matter for publication must be in the hands of the 
Editor by the 1oth of the month preceding publication. 
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SUBSCRIPTION RATES 
CO Ws i ccc caaihadcesamacdehsiedwe $2.00 
Foreign Subscriptions, including Canada, per year.$2.50 








: e ; ; EE EE Ea a ee 
All changes in our mailing list should be received by lig ive ia ; ™ lawn 
us two weeks prior to date of publication of the issue Copyright, 1922, by Association of Electragists—International. 
with which the change is to take effect. Entered as second-class matter September 1, 1919, at the Post Office 
at Utica, New York, under the act of March 3, 1879. 
TO OUR ADVERTISERS PUBLICATION OFFICE: 
Changes in advertisements and all advertising copy 100 Liberty Street, Utica, N. Y. 
should reach our office not later than the TENTH OF Editorial and Business Office: 
THE MONTH previous to the date of issue. 15 West 37th Street, New York City 
Table of Contents and Advertising Index Next to Last Page Preceding Radio Service Supplement 
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& 
10 JOBBERS 
yell) US Over 250 Jobbers are now selling Kruse 
5 Switch Box Supporting Strips and 
Lath Holders. Why? Because a large 
minutes number of Contractors and Dealers have 
become wise to the fact that they can save 
a lot of time and money by their use, and 
they are taking advantage of it. 
DEALERS 

IF you are not using them you are giving your 

competitor an undue advantage of you, as he 
is doing better work and making more money 
on each job. 
Sales are running around 100,000 sets per month. 
This means the contractors are making an extra 
profit of $50,000 per month by the use of this 
great time and labor saving invention. Are You 


geiting Your part of this? 
Send $1 for which 12 Sets will be delivered to you by parcel post. 








HOW WOULD YOU FASTEN END OF 
LATH NEXT TO BOX ON THIS JOB? 










THE OLD WAY 
Siow and Expensive. Costs 
50c to 75c to install box. 


NOTICE THE LATH HOLDERS 


THE NEW WAY 
Patented 

Fast and Cheap. Costs 10c 

poe 5 minutes’ time to in- 


MIDWEST METAL PRODUCTS Co. 


MUNCIE, INDIANA 
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THIN SHULL 


{Wall 
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A formed jaw of if 
quarter-hard drawn 
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| Positive contact with 





spring copper. Con- 


blistered or oversize 








forms to any shape 
of blade 


Square D Multi-Spring Jaw 


blades. Readily re- 
aligned at any spring 
action. 


3 Points of Spring Action Insure Perfect Contact Under All Conditions 


The superiority of the Square D Multi-Spring Jaw, and 
the reason for its use in the new 80000 Series switch, is 
pointed out by Prof. R. Edler in his authoritative book 
“Switches and Switch Gear.”’ 


He says, “The form of spring contact which was 
formerly much used was constructed by milling out a 
slot in the contact block. This method had, however, 
the disadvantage that the smallest inaccuracies in 
workmanship resulted in the production of a very poor 
contact. The design consisting of two springs soldered 
in a block of brass or copper is not much better. An 
excellent contact, however, is obtained by the use of a 
jaw which is made of spring sheet copper, gripped and 
held by screws on the contact block.” * * * The 





DETROIT, MICH. 











An oversize blade in 
a milled jaw. The 
slight contact pro- 






SQUARE D COMPANY, DETROIT, U. S. A. 


FACTORIES AT: 
PERU, IND. 


BRANCH OFFICES 


Boston Buffalo Chicago New York Pittburgh 
St. Louis Toronto Philadelphia Cincinnati Milwaukee 
Montreal Atlanta Cleveland San Francisco Winnipeg Vancouver 


| SQUARE D 


‘excellent contact” jaw referred to is the Square D 
Multi-Spring Jaw, except that strip copper is used 
instead of sheet stock. 


Exclusive Feature of Inspection 


In addition to having an insulated steel crossbar and all current 
carrying parts mounted on individual bases of molded insulating 
material, the 80000 Series has patented cover control with these 
features: The cover cannot be opened when the switch is on; the 
switch cannot be closed when the cover is open; and use of the 
Square D key permits authorized persons to inspect the switch 
during operation—to open the cover when the switch is on and 
operate the switch when the cover is open. 


For literature and complete details of this newest Square D prod- 
uct embodying for the first time all the features ever demanded 
in a safety switch, communicate with our nearest office. 





(25) 


WALKERVILLE, ONT. 











Showing how a blis- 
tered blade in the 


led jaw gives in- 

duces heat at the csefihed a 
ag = the _ ge A oon 
ere e sprin a _ 
action is destroyed ¢ heating and ruins 
and the jaw ruined. both blade and jaw. 
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STANDARDIZED SERVICE SYSTEM 


The pioneer standardized devices 









What it is 


HE Naark Service System is a standard- 
ized line of service installation devices. 





The Noark Meterserv Switch is a complete 
unit providing all meter-service essentials. 


The Noark Service Entrance Switch pro- 
vides control for the entire supply. 


All live parts are entirely enclosed and 
the switch is externally operable. 


Standardized fittings provide for any 


meter and installation arrangement. 


The enclosed standardized cabinet (for all 
single-phase switches—in each ampere class) is of 
the same size for two-wire or three-wire devices. 


Meter protecting end-walls, adapters, and 
other accessories are interchangeable in the Noark 
and:other standardized devices. 


The NOARK Meterserv Switch Provides— 





1—Externally operated Safety This complete combination in a 
Service Switch. single device is made possible by the 

2—Service Cutout original Noark principle, whereby: 

3—Insurance against tampering The switch functions as a service 
and current theft. switch and cutout and also in itself 


. for meter testing. 
4—Meter connection block. _— 


The enclosing cabinet serves to 
protect the switch and cutout and 
6—Lock-off for service suspension. also the meter. 


oS—Meter testing device. 
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What it does 


AFEGUARDS the consumer by providing an externally operated 


service switch. 


Eliminates fire hazard by enclosure of fuses and circuit controlling 


members. 


Prevents tampering and unmetered current losses. 
Reduces service investment and maintenance costs by providing 


standardized equipment. 


Simplifies, expedites and insures safe meter testing without dis- 
turbing service and meter connections and without interruption of the consumer’s 


service. 


Permits locking the service “off” without removing meter or dis- 


turbing connections. 


Simplifies maintenance because only one kind of accessories, such 
as meter protecting end-walls and adapters, are needed for interchangeable use in 
Noark and other standardized devices. 


CENTRAL STATIONS 
benefit because— 


Personal and fire hazards 
are eliminated. 


Customers’ complaints are 
reduced. 

Unmetered current losses 
are prevented. 


Provision for safe, simple, 
expeditious meter testing economizes 
in meter maintenance. 


CONSUMERS 
benefit because— 


Fire and accident hazards 
are eliminated. 


There are no service inter- 
ruptions due to testing or repairs. 


The service installation is 
compact and good-looking and pro- 
vides safe control for his electric 
supply. 


CONTRACTORS 
benefit because— 


Simplified standardized con- 
struction with few parts, and simple 
wiring arrangements, reduces instal- 
lation expense. 


The excellent appearance 
and performance of the Noark Ser- 
vice System job reacts to the good of 
the contractor’s reputation. 





|The Johns-Pratt Company 


Hartford, ‘ wae ag Conn., U.S.A. 


BOSTON (9) CHICAGO 
161 Summer Street 35 So. Desplaines St. 


CLEVELAND PITTSBURGH 
Engineers’ Bldg. Bessemer Bldg. 








NEW YORK 
41 East 42nd Street 
ST. LOUIS 
Boatmen’s Bank Bidg. 


SAN FRANCISCO 
Call Building 
PHILADELPHIA 
Franklin Trust Bldg. 
















32-3220-2 
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This is the Western Electric Fan, 
backed by a manufacturer with 54 
years of electrical experience. 
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Hook up with 


Western Elecfric 


FANS 


Your copy of the 1923 Western Electric Fan 
Sales Manual is ready. It tells about the new 





eight color Window Display, the new Envelope 
Insert, Mailing Folder, Lantern Slides and News- 
paper Ads. Built around an idea that instantly 
interests everybody—Radio—the Window Dis- 
play comes to you ready to start work. You'll 
find the new Western Electric Fans responsive to 
this good merchandising help, too. This year's 
oscillating fans have an improved mechanism 
that simplifies adjustment and makes for 
smoother and quieter action. Get your copy 
of the new Fan Sales Manual from our nearest 
distributing house. 


Western Electric Company 


INCORPORATED 


Offices in All Principal Cities 
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What puts this Switch I 


Shallow, 


artition ? | 


4 
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Not mere shallowness. 


Perhaps, generally speaking, the name Hart & Hegeman 
puts it there. The feeling that the H & H mechanism is as 
preferable in a l-inch switch as in a deeper switch. 


[he Shallow Tumbler hardly is offered as “‘something new” \in The Line o/ 
Least Resistance. The trade knows its makers were pioneers in shallow switch construction. As 
far back as 1917, the H & H Shallow Tumbler may be remembered—‘‘old 3721’’—the first 
shallow switch on the market. But offered only in single-pole and three-way types. 


So well liked was this switch that the development of a complete line followed. 
And now Shallow Tumbler No. 8601 (with specially adapted mechanism) includes single-pole, 
double-pole, three-way and four-way types. 


To Guide You in Getting Number 8601 
—in the types you may need directly 


Just off the press is an informative, buying-guide folder for all of our friends who install, sell or 
specify switches. Besides containing the last word on tumbler types, it carries prices and 
catalogue data you'll want for immediate use. A word will bring you a copy. 














Something deeper than that. 













THE HART Go HEGEMANMraCo. HARTFORD,CONN. 
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Everything spick-aa-span but the flush plates! 
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VERY four or five years the aver- 
age house gets redecorated. New 
paper, new paint, newly finished 
flcors, everything spick and span. 


Everything but the flush plates! 


There the old flush plates are, 
scratched and soiled, like a calico 
patch on a satin gown. 





Get acquainted with the painters, 
paperhangers and interior deco- 
rators. When they get jobs call on 


Ml zo their customers and sell them new 
flush plates. 


Bryant Flush Plates are made in all styles for all standard wiring devices. 
They can be furnished to match any decorative scheme. 


Are you familiar with Bryant Flush Plates? They are beautifully finished 
and wear unusually well. They are worthy of installation in the most sumptu- 
ous home and they cost no more than any other good plates. 


Your jobber probably stocks them. Order from him. 


THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT 
NEW YORK CHICAGO SAN FRANCISCO 


342 Madison Ave. 844 West Adams St. 149 New Montgomery St. 


Uh 
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HEN you sell an R & M Fan you have gained your customer’s 
lasting good-will. The attractive appearance, light weight, 
absolute dependability and almost silent operation of an R & M 
Fan outweighs many times any saving which the customer might 
have made by purchasing a fan of mediocre manufacture. 


The dealer, whose business is being builded for permanence, 
knows that losing an occasional sale for price reasons is much bet- 
ter than to lose even one customer’s good-will by selling him an 
article that may prove a disappointment in service. Therein lies 
the reason why large numbers of jobbers and dealers who have 
prospered in business during the quarter century the R & M Fan 
has been sold, have been specializing on the R & M line for this 
entire period. 





The R & M eatalogue with complete information on the 

line for 1923 is now being distributed. Request Fan cata- 
£ | 

logue 1203 if you haven’t received yours. 


THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 


& Myers 


Motors oie ae and Fans 
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Split phase — 
Motors me eens 
TypesCA iia Publication 
and CAH 


Repulsion 
Induction 
Motors 

Type AR 















Repulsion 
Induction 
Motors 

TypeARS 


How 


to tell the 


proper motor for 
m=) every job — 


For some time the Westinghouse Company has realized the need for 






more information on the above subject which will help the dealer to 
analyze every motor job, and to select the proper motor and con- 
troller for any particular application. 


We have, therefore, decided to use our advertising pages in this maga- 
zine to explain what various kinds of motors are in common use, how 
each kind operates and what they are best adapted for. 


On the opposite page the repulsion-induction motor (Type AR) is 
discussed. Next month we shall explain the type ARS repulsion-in- 
duction motor and in following issues other motors will be discussed. 
The first of this series of advertisements appeared in the March issue 
of this publication and explained in detail the split-phase motor. 


Keep these advertisements handy for future reference. 


Westinghouse Electric & Manufacturing Company 
EAST PITTSBURGH, PA. 


Westinghouse 
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Single Phase Alternating Current Motors 
REPULSION-INDUCTION 


Type AR 


Single phase motors, as a rule, are connected to lighting circuits. Therefore, it is desirable to 
have a motor take as little current from the line as possible when starting because a sudden rush 
of current to the motor will reduce the line voltage and cause lamps, which are connected upon 
the same circuit, to flicker or burn dimly. In the case of split phase motors, difficulties due-to 
starting current became so serious on motors above !% hp. that it has become necessary to resort 
to a different method of starting single phase motors of larger sizes. This demand for a low start- 
ing current motor resulted in the development of the repulsion-induction motor, which has a 


stronger starting torque than the split phase, and at the same time draws less current from the line. 














| The Westinghouse repulsion-induction motor, type 
AR, is illustrated on this page. The stator is a single 
phase winding without any special features. The rotor 
or armature resembles in appearance that of a direct 
current motor, having a coil winding, commutator and 
brushes. The supply circuit is connected to the stator 
only, and when starting, the induced current in the rotor 
flows through the winding and the short circuited brushes. 
As the type AR motor approaches full speed a centrifugal 
device short circuits the commutator, lifts the brushes, 
and the motor then operates as an ordinary squirrel 


cage machine. 


Type DR Rheostat 


the starting current. 














Exploded View of Type AR Motor 





Type AR Motor Sizes 14 to 10 Hp. 


The sizes start at '!/7 hp. virtually where the split phase motors, 
type CAH, reach their top rating, and run up to 10 hp. Motors of 
this type are used for all single phase applications where a motor 
larger than | hp. is required. They are designed especially for use 
such as driving heavy pumps and other machinery which is hard to 
start. Type AR motors develop the highest starting torque of any 
Westinghouse single phase motor, at the same time taking less cur- 
rent from the line when starting. Type AR motors can be operated 
from a ‘single phase lighting circuit, or from any phase of a 2 or 3 
phase power circuit. 


For single phase motors below | hp., a simple snap, or knife 
switch may be used for connecting the motor to the line. For motors 
of | to 3 hp., type WK safety motor starters, provided with overload 
protection, are recommended. For motors 3 to 10 hp. a type 815 
switch, provided with overload and low voltage protection, and used 


with type DR rheostat for reducing the starting current, are recommended. The type DR rheostat 
is sometimes used with motors of | to 3 hp. when in special cases it is desirable to further reduce 











Westinghouse 
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Preferred 


by women because the highly nickeled finish 
and the black handle make it particularly at- 


tractive—a splendid appeal to women. 


Because the Westinghouse curling iron has a spe- 
cial swivel which makes it easy to use. The iron 
can be turned while held in the hand without 
twisting the cord. Do not fail to mention this 
important selling feature. 


Wach for the April issue of the Ladies’ Home 
Journal—this four-color Westinghouse curling 
iron advertisement affords you a splendid oppor- 
tunity to tie-in. 


Westinghouse Electric & Mfg. Company 
Mansfield Works, Mansfield, Ohio 
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Arrow Shallow Switch 
in 2-in. solid partition— 
metal lath construction. 
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Your copy of this Manual 
is ready—write! 


Fase Arrow line of 1-inch switches and 
receptacles has been developed for 
two distinct purposes: First—to meet 
the need for proper electrical equip- 
ment in 2-inch solid partition and other 
installations with limited space. See- 
ond—to give adequate wiring room in 
3-inch and 4-inch partitions. 
There is a complete line of l-inch Ar- 
row fittings now available, and a variety 
of 1%4-inch outlet boxes in which to 


house them. 


With this new development, proper elec- 
trical equipment, properly located, is no 
longer a hindrance to the adoption of 
2-inch solid partitions. 

This manual tells the whole story, illus- 
trates typical installations and gives 
complete authoritative information, 
compiled by our engineers for your 
benefit. It is a hand book you cannot 
afford to be without. We will be glad 
to forward a copy on request. 


THE ARROW ELECTRIC COMPANY 


Hartford, Conn. 








The complete line of Wiring Devices 
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Quality Wire 
for Quality Jobs 
























Wire the Architect Specifies Gives 
the Service the Home Owner Expects 





No architect will question the importance of 
specifying properly insulated wire—an ever 
increasing number of them are specifying 
“General Electric.”” The vulcanized rubber 
compound which is used by the General 
Electric Company is the most practical rubber 
insulation known. 


Three standard grades of rubber insulated wire 
are made: Red Core—the regular commercial 
grade, more than complying with the National 
Electric Code requirements—Tricoat, a slightly 
better grade and Thirty percent—having an 
extra high grade insulation suitable for severe 
service and high voltages. 


Persistent advertising is gradually convincing 
architects and home owners of the value of the 
G-E trademark as a guarantee of excellence. 


The electrical contractor who wires with G-E 
wire has no occasion to make excuses. 


General Electric Company 
Merchandise Dept. Bridgeport, Conn. 


AGENERAL ELECTRIC PRODUCT 
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And Now the Architect 
and Builder— 


Mr. and Mrs. Homemaker got a lot of new 
ideas about housewiring last year and so 
did their architect and builder. The new 
G-E advertising this year pays special at- 
tention to these last two classes. 


Thousands wrote us last year of their in- 
terest in housewiring—and this year this 
interest is developing into increased busi- 
ness for the electrical contractor, stimulated 
by G-E advertising in the building and 
architectural papers. 


Tie-in dealer helps are available so that 
every live electrical contractor can have a 
direct share in the results of this publicity. 





A GENERAL ELECTRIC PRODUCT 


































General Electric Company 
Merchandise Dept. Bridgeport, Conn. 


Devices 














41-237 








16 NATIONAL ELECTRAGIST 





Dependable Electric Signs 


Advertising, municipal, civic, or other display 
signs using low-voltage sign lamps need a 
reliable low-voltage supply. G-E Sign Light- 
ing Transformers are recommended to con- 
tractors desiring first-class equipment for 
such jobs. 


Type M Sign Lighters can be connected to 
110-volt or 220-volt circuits and they give 
full output at either 11 or22 volts. Standard 
sizes range from 250 to 2000 watts. 


For further information apply to the nearest 
G-E Sales Office. Ask for Descriptive 
Sheet 65105. 


Saag Company 


110 Volts 


Type M 
Transformer 


uw Vours 


G-E Sign Lighting Transformer 


General@Electric 


Sales Offices in 
all large cities 
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The New Electrical Code 


On March 12 the Electrical Committee of the National 
Fire Protection Association conducted a public hearing 
on the proposed changes in the National Electrical Code. 
The board room of the New York Board of Fire Under- 
writers was filled to overflowing. Gratifying interest was 
shown by the serious attention which the audience gave to 
the various speakers who stuck closely to their texts, there 
being a marked absence of the irrelevant and rambling 
speeches which often have clogged the proceedings at pre- 
vious meetings. 

Perhaps this was due largely to the fact that the bulletin 
announcing the proposed changes had been prepared in 
better form than ever before; to the early issuance of the 
bulletin, which gave ample time for consideration of its 
subject matter; and to the increasing experience of the 
oficers and members of the committee in conducting their 
hearing under the new routine adopted some years ago. 

The principal interests seem to center upon the pro- 
posals (a) to place barriers between electric meters and 
gas meters; (b) to revise the 660 Watt Rule and allow 
15 ampere fuses as protection for branch circuits; and (c) 
to call for outlet boxes one and a half inches deep for all 
side wall outlets in new buildings under construction. 

For two days following, March 13 and 14, the Electrical 
committee held closed sessions at which final action was 
taken. The 1923 edition of the National Electrical Code 
has therefore been adopted, subject to approval by the 
National Fire Protection Association. 


Lacking Self Respect 


To the electrical industry in its various branches, local 
and national association work has brought unquestioned 
The future good to be derived is like com- 
pound interest in one sense 
rapid. 


improvement. 





its rate of increase is most 
But it is unlike it in another sense because with 
the carrying out of association ideas there can be made no 
accurate estimate of the compounded benefits. 

Whether a man is or is not an association member he is 
bound to profit by the results of organization efforts. This 
seems hardly fair, although it has been proven true. But 
naturally a member will derive far greater advantages and 
feel the results more quickly by his opportunity for direct 


contact—correspondence and the distribution of informa- 
tion. 

Large and small firms alike realize what trade associa- 
tions have done to eliminate trade abuses, and the man 
actively engaged in the association movements feels a gen- 
uine sense of pride in having been a party to trade better- 
ment. 

But what must a man feel who knows that this work 
is benefitting his business conditions, and yet does nothing 
personally to add to its growth or strength? What self 
respect can he have who accepts that for which he is un- 
willing to make any attempted payment? The man who 
stands out, stubbornly asserting his business independence 
and refusing to support financially and actively his local 
and national association, cannot have a very high sense of 
honor—and he must be blind to his own business inter- 
ests. He is nothing less than a slacker who voluntarily 
or involuntarily is prospering on the efforts of others. 

Business integrity is dependent on following every line 
which leads to improvement within any branch and which 
helps to tie in on all industry matters and those of kindred 
trades. 


Urge Better Housewiring 
As the promise of spring and real spring itself advances, 
the kitchenetters and the apartment house cave dwellers be- 
gin to look more and more wistfully at the magazine and 


newspaper illustrations of attractive bungalows and coun- 
try houses. They dream over floor plans—they scheme to 
add to or dispense with certain furnishings, and about the 
first consideration after that is the question of what elec- 
trical equipment may be provided. 

The average house buyer knows what electrical comfort 
means but he has not been educated technically in the 
knowledge of how vitally necessary for this comfort and 
convenience is quality of material and workmanship. This 
is also true of architects, or it is charitable to consider it so. 
Their specifications do not invariably 
standards in electrical equipment. 
enough for electrical cost. That cost is usually sacrificed 
for something which makes for a good outward showing— 
that which seemingly has a greater selling value. 

This is a condition which can be corrected only by in- 
tense and persistent effort of the man supplying the ma- 
terial and workmen. 


call for the highest 
They do. not figure in 


Every electragist must get into the 
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thick of it before the contracts are signed. He must use 
every argument needed to convince the builder and the 
owner that just living up to city inspection requirements is 
not enough. Living with the best that the best may live and 
last is the final analysis. It is up to the electragist in 
every instance to show his trade associates and the public 
that standard and quality of house wiring is a most im- 


portant building factor. 


America’s Fire Waste 

Fieures showing America’s fire loss for the years 1918 
and 1921 recently released by the National Fire Protection 
Association are of interest to electrical men; indeed they 
are illuminating. For in 1918 electricity headed the list 
of principal causes and in 1921 it was the fifth offender. 

The report shows that out of a total of twenty chief 
causes, not including the losses due to spreading fires 
originating from various causes, twelve had greater losses 
in 1921 than in 1918. Of this number two causes had 
more than twice the amount of loss in 1921 than in 1918 
and two almost twice. Eight, including electricity, had 
greater losses in 1918 than in 1921. 

Between 1918 and 1921 the losses occasioned by elec- 
trical fires decreased thirty-seven percent—from $20,780,307 
in 1918 to $12,723,209 in 1921. During the same period 
the number of buildings wired for electric service in- 
creased from some 6,000,000 to over 9,000,000—an in- 
crease of fully fifty percent—and the use of electricity 
by the people grew even more. 

Relatively, therefore, the electrical fire risk up to the 
present time has decreased about seventy-five percent, dem- 
onstrating that the rapid electrification of the country is 
doing much to reduce the number of fires which might 
otherwise occur. This is borne out by the records kept in 
this connection by the Society for Electrical Development 





and the Underwriters. 

Electragists can lend their assistance to the movement to 
further reduce fires of electrical origin by supporting the 
plan now being formulated to classify electrical fires ac- 
cording to their direct cause, which puts the blame for such 
fires clearly and directly up to the party responsible. 

Such a plan has been worked out by the Society for 
Electrical Development. It is endorsed by the Electrical 
manufacturers’ Council and other bodies, and a number of 
Fire Underwriters have expressed their interest in it. By 
grouping fires due to electrical causes in a simple and com- 
prehensive manner it is felt that an effective instrument will 
be brought to bear in the reduction of faulty electrical in- 
stallations because of careless and irresponsible workman- 
ship. 


Ambitions of Idealists 

An increased membership means an extended field for 
association activities. From time to time this idea comes to 
Association of Electragists Headquarters from many parts 
of the country. Almost invariably it comes couched in 
terms which convey the impression that the writer or 
speaker thinks it entirely the child of his own brain and 
equally often it is followed by the question: “Is there not 
some way by which every member could be induced to go 
out personally and persuade just one new man to join?” 
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Then comes the argument that with such a concerted 
effort there would be at least from seventy-five to one hun- 
dred percent increase and each time these enthusiasts vis- 
ualize what great strides could be made by having that 
amount of new blood infused, to say nothing of what could 
be accomplished with the increased revenue. 

Another even as important a thing is the tremendous 
good which would be done throughout the whole associa- 
tion by having each present member taking so distinctively 
an active part in organization work. For with the infusing 
a tact 





of new blood must come a rejuvenation of the old 
which each drop of the old should welcome. 

It may truthfully be said that these earnest suggesters 
are idealists as well as electragists and the association needs 
and heartily encourages all such as cherish real business 
ideals. The time is past when the hard shelled business 
man can afford even furtively to smile at the man of vision. 
Webster's definition of an ideal is: “A mental conception 
regarded as a standard of perfection—a model of excel- 
lence, etc.” What man in business today with this under- 
standing of idealism dare deny that its exponent can be 
anything but a blazer of trails? 

If it were not for the men of imagination would not all 
business become stagnant? If it had not been for Frank- 
lin, Edison, Alexander Graham Bell, and Steinmetz where 
would the great electrical industry have been today? The 
man who is satisfied with just the day alone and what it 
brings, is not among the progressives, it is the man who 
sets a higher mark than perhaps he ever hopes to attain, 
who succeeds. He is the man who is looking ahead to a 
steady advance—who looks weeks, months, and_ years 
ahead and who individually strives to increase the broaden- 
ing influence and importance of whatever he in any way 
may be interested. 

Therefore it should be recognized that ideals are not im- 
practical—they constitute the motive forces which build for 
all improvement, and these several idealists are to be con- 
gratulated on their very commendable pioneer work in 
suggesting an every man campaign of one to increase the 
number of electragists one hundred percent. 


Foundation Support 

In an address at the recent annual banquet of the Ameri- 
can Institute of Banking Barret Montfort of the Chemical 
National Bank of New York referred to the value of credit 
as follows: 

“Credit is the motive power upon which commerce and 
production depend for locomotion. A sound and _ ade- 
quately strong credit structure is essential alike to the well- 
being of the body politic and to the body economic. The 
condition of the state itself is no more sound than is the 
stability of the credit structure which supports the com- 
merce of the state. Credit in the last analysis is the key- 
stone of the arch upon which is supported the civilization 
of the twentieth century.” 

It would seem that this thought contains a definite anal- 
ogy which is possible of application to the electrical indus- 
try and the relationship of this great industry to the gen- 
eral consumer public. 

Is not the contractor-dealer, figuratively speaking, the 
motive power upon which commerce and production de 
pend for locomotion? Is he not essential to the well 
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being of the body politic and the body economic? It cannot 
be denied that the condition of the industry itself is no more 
sound than is the stability of the contractor-dealer struc- 
ture which supports its consumer commerce. 
can almost be said that in the last analysis the contractor- 
dealer is the keystone of the arch upon which is supported 
the welfare of the industry so far as the branches as a 


1 
whole are concerned. 


It is well that these facts be understood and appreciated 
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Perhaps it promotion. 


support become. 
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by each branch of the electrical industry for the good of all, 
but most important is it urged that contractor-dealers them- 
selves be cognizant of the situation and work toward its 


The greater effort contractor-dealers put forth to promote 
and develop their own interests in the right way the more 
essential to the welfare of the entire industry will their 
And then will the public demand an 
electragist’s service more than ever before. 


Educating Bill Jones the Contractor 


It Is Not Always His Fault When a Potential Market for Elec- 
trical Appliances Is Not Developed as Others Think It Should Be 


[NOTE: This article by J. Eugene Chris- 
man is reprinted from a recent issue of 
the “Electrical World.” It is felt that a 
new angle is given on the much talked 
of subject which should be appreciated 
by all electragists.—The Editor. | 


There is a good deal the matter with 
Bill as a retailer of electrical appli- 
ances, but only part of it is his fault. 
Most of it is the fault of the industry he 
is connected with. If Bill Jones is 
asleep on the job, what of the jobbers 
and the manufacturers that serve his ter- 
ritory? 

If Bill Jones has eleven Sloshwell 
washers collecting dust in his ware- 
house, whose fault is it? What sold 
them to Bill? Not the fact that he 
needed washing machines. Not much. 
The thing that sold those washers to 
Bill was the fact that the Sloshwell’s 
socalled dealer helps looked as though 
they would produce results and move 
the goods. Bill may not be a merchan- 
dizer, but he knows that the profit on 
washing machines so far as he is con- 
cerned begins only when they are out in 
homes washing clothes. 


Campaign Experience 


Bill did have the agency for a good 
vacuum cleaner, too. One day he re- 
ceived a letter stating that if Bill felt 
that a good live vacuum cleaner cam- 
paign would help in his town, the manu- 
facturers would be glad to send a crew 
of trained salesmen to conduct such a 
campaign through his store. Bill bit. 
In due course of time the crew arrived. 

The company sent a letter to most of 
Bill’s customers stating that they had 
been selected by the Jones Electric Shop 
for a free demonstration and trial of 
the cleaner. Most of the folks in Cen- 
terdale, knowing Bill to be on the square 
and feeling that he was behind the cam- 
paign, accepted the free trial. The crew 
stayed two weeks and made sixty-one 
cleaner sales. 


The first week one of the salesmen 
jumped his board bill and departed be- 
tween days, bringing down the wrath of 

,the widow Elkins upon Bill’s innocent 
head. A week after the departure of the 
crew numerous customers who had 
bought cleaners began calling Bill on 
the phone. 

It developed that most of the “sold” 
machines had been merely left with the 
customer on the pretence of a thirty 
days’ trial and no money paid down. 
They had signed monthly payment 
agreements on this pretext, which had 
been turned into the company as a bona 
fide sales, the crew having been engaged 
in a prize contest and each out to win. 
Bill suffered in silence, vowing never 
again! 

What Bill Jones needs is real factory 
and jobber codperation. Instead of 
gaudy window displays that are never 
displayed and broadsides that are never 
broadcast, he needs selling campaigns 
that sell goods. Bill Jones must be sold 
the idea that if he wants business he 
must go after it and then be shown how 
to do it. Bill Jones needs resale assist- 
ance that will involve the personal aid 
and guidance of trained factory resale 
men, on the ground and not in an en- 
velop. 

Will it pay to put a man on the 

ground to show Bill Jones how to sell? 
Decidedly yes. Within a distance of 
ten miles from Bill’s store, waiting for 
good selling methods to gobble it up, 
lies approximately $20,000 worth of 
There 
is possibly $30,000 worth of small ap- 
pliance business to be written on irons, 
heaters, percolators, toasters and fans 
alone. 


vacuum cleaner business alone. 


It is surely worth the time of any 
washing machine manufacturer or job- 
ber to begin working on the fifty-thou- 
sand-dollar washing machine market in 
his territory. In addition to this there 
should be not less than $20,000 on 


ironers and $10,000 on dish washers. 
considering only the better class of 
homes as prospects for these appliances. 


Key Log in the Jam 


Jobbers and manufacturers are asking 
daily, “What’s the matter with Bill 
Jones?” Bill Jones is all right. He’s 
waiting—waiting for some one to come 
along and show him how to do it. He’s 
waiting for some one to show him that 
he’s sitting on a gold mine. He is all 
set to go. He is established in his town. 
Everybody knows Bill; he’s been square 
with them; their children go to school 
with his; he belongs to the same lodge 
as most of them. 

Of course, if Bill had the enterprise 
he should have, he would undoubtedly 
have figured out a way to take advan- 
tage of this gold mine of his by him- 
self. It’s really too bad that he hasn’t 
done it, for it would have saved the 
electrical industry a lot of trouble, but 
since Bill is just Bill there’s no use la- 
menting the fact. The thing to do is 
wake him up. 

The big problem not only of the elec- 
trical business but of every other busi- 
ness is turnover. In the electrical in- 
dustry the problem starts with Bill 
Jones and goes right on up through the 
jobber’s establishment and into the fac- 
tory. Bill Jones is the key log in the 
jam. 

Show Bill how to move goods and 
you break the jam that holds back 
profits and production. Its regrettable 
that Bill has to be educated into an 
electrical merchandiser; he should do it 
for himself. But he doesn’t. 

Let’s educate him to the fact that if 
he wants business he must go after it. 
Let’s educate him to the fact that the 
home and not the display room is the 
place to sell appliances. Let’s educate 
him to the fact that no new home should 
go up in his city without him being 
on the ground to figure on modern wir- 
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ing and fixtures and a complete equip- 
ment of household appliances. 

Let’s show him why a home builder, 
putting up a home at a cost of say 
$8,000, can be sold $500 worth of ap- 
pliances before the house is erected, 
making it $8,500, easier than he can 
after he’s moved in. 

Let’s show him how to keep card 
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files that keep him posted on the elec- 
trical needs of his territory. Let’s show 
him how to use any one appliance as 
an entering wedge and how to follow 
up on it until he’s sold full equipment. 
Let’s show him how to put on and train 
a couple of outside house to house men 
and let’s help him train them. 

Let’s instill into Bill Jones the Sell 
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em something more idea. Let’s realize 
that a dozen washers, cleaners or perco- 
lators gathering dust in Bill’s store 
mean no more washers, cleaners or per- 
colators on the jobber’s salesman’s or- 
der blank until those dozen are out in 
homes on duty and Bill is reaping the 
profit from them. 
Let’s prove it. 


The Cost of Domg Business 


By Laurence W. Davis 


Director of Promotion and Development of A. E. I. Gives Analysis of 
Actual Statements of Twelve Concerns Ranging From $13,000 to $120,000 


For a number of years past the Asso- 
ciation of Electragists has published 
each vear the average figures for the 
overhead costs of an electrical contract- 
or-dealer’s business, based on the com- 
pilations of hundreds of statements re- 
ceived from the Association’s members. 
These figures represent the most au- 
thentic information available on this re- 
tail branch of the industry and as such 
should command the attention of every 
electrical man interested in a broad and 
economic distribution. 

If such averages are correct and the 
contractor-dealer is doing an efhcient, 
economic job within the limits of trade 
discounts allowed him, then the manu- 
facturer and jobber need to consider 
carefully whether such discounts are 
producing the broad and complete dis- 
tribution they are looking for. If the 
contractor-dealer is not operating efh- 
ciently then the weakness should be 
pointed out clearly and promptly and 
the way shown for a more economic 
service under present conditions. 

In the compilation of average over- 
head made by the A. E. I in 1922, based 
on contractor-dealer business done in 
1921 aggregating about $117,000,000, 
the following average percentages of 
overhead costs were found, figured on 
gross business billed: 


Average 


Business Billed Overhead 


Less than $50,000..............34.38 percent 
$50,090 to $200,000.............30.79 percent 
$200,000 and over.............25.98 percent 


Whatever the result of this study may 
be in affecting the future policies of dis- 
counts and distribution, the individual 
electragist has but one immediate prob- 
lem facing him—is he conducting his 
business today so efficiently that he can 
give his customers adequate service, ad- 
vertising, delivery, good location, store 
clerks, ete.. 
show a fair profit on his business, and 
Not alone meet 


pay himself a fair salary, 


still meet competition ? 


price competition, but the higher com- 
petition which is a combination of price, 
advertising, display and salesmanship? 


To know where he stands in this com-* 


petition it is essential first of all that 
the individual electragist should have 
accurate and complete knowledge of his 
own business, with detailed analysis of 
what it is costing him to operate his 
business as he is conducting it. Then 
if he could have placed before him the 
similar analysis of the costs of doing 
business of all his competitors he could 
readily see his weaknesses, correct the 
leakages in his business that his com- 
petitors avoid, cut down expense items 
which they have proven can be re- 
duced, increase advertising or service 
so as to increase his volume of business 
in short, he would face this competi- 
tion knowing the character and cost of 
the service he must give his customers 
to succeed. 

General averages of all his competi- 
tors, however, will not give the individ- 
ual electragist the comparison he needs 
to guide him to greater efficiency. Gen- 
eral averages include too many inefficient 
units, mediocre competitors—too many 
unsuccessful examples. Their lack of 
success, their high cost of doing busi- 
ness and consequent low efficiency in the 
industry, may have been unavoidable, 
due to business depressions, bad debts 
or local conditions, but whatever the 
cause the record of their costs is a dan- 
gerous example for the electragist to use 
in comparing his results with that of 
others. 

Success does not come from equalling 
the average; it comes through excelling 
the exceptional. So general averages 
are dangerous in a study of overhead 
costs; the actual results of successful 
concerns are needed as a basis of com- 
parison. 

In the following analysis of actual 
businesses the statements of 1922 busi- 





ness from a large number of A. E. I. 
members have been carefully examined. 
The twelve statements which are shown 
in this analysis, ranging in size of busi- 
ness from $13,000 to $120,000, were 
selected because for the most part they 
show a comprehensive record of the 
business, they cover a representative 
range of conditions and methods of op- 
erating, and in most of the cases they 
are successful businesses. 

A number of statements were dis- 
carded giving lower overhead apparent- 
ly than any of those shown for an equal 
volume of business, but a careful analy- 
sis showed that important factors of 
operating costs had been ignored, such 
as depreciation, maintenance, etc. Sev- 
eral of the statements shown have exces- 
sively high overhead, but an analysis 
will show the reason for this, and will 
serve to point out the danger in a top- 
heavy business. Several of the state- 
ments are excellent; none of them are 
perfect; but the thing to remember is 
that they are actual performances and 
as such deserve the careful study of 
every electragist and comparison with 
his own results. 

It must be kept in mind in studying 
the figures shown herewith that the 
statements cover the combined con- 
iractor-dealer business, that is, the total 
cost of operation of both the contract- 
ing and merchandising branches of 
these concerns shown as one operation. 
This average overhead cost is therefore 
higher than an economically operated 
contracting business by itself and lower 
than a merchandising store of equal 
character standing by itself. 

It seems probable that such combined 
contractor-dealer businesses will con- 
tinue for a long time as the best medium 
for properly serving a large ‘proportion 
of our communities with retail distribu- 
tion. The question naturally arises 
then, if such combinations of the con- 
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tracting and merchandising branches are 
desirable, whether at present both 
branches are standing on their own 
feet under the present scale of dis- 
counts allowed by manufacturers of 
electrical merchandise. 

If the average overhead shown in 
these combined statements is around 25 
percent investigations so far made prove 
that had the records of the two branches 
heen kept separately with due regard 
for the proportionate costs of each, the 
overhead cost on merchandising would 
be around 30 percent and on contract- 
ing around 20 percent. In view of the 
present scale of discounts allowed the 
dealers averaging for businesses of this 
size around 25 percent on electrical ap- 
pliances, it is a serious question whether 
the contracting branches of these busi- 
nesses are not compelled to carry a 
heavy burden of the 


costs. 


merchandising 
Such a condition would dis- 
courage merchandising development and 
place an unfair handicap on the con- 
tractor in his highly competitive field, 
and the question needs the most care- 
ful consideration from the industry. 

It is important that more contractor- 
dealers should accurately separate their 
records on cost of doing business for 
their contracting and merchandising 
branches, that the widest possible 
knowledge may be obtained on this sub- 
ject. 

Especial attention is called to the re- 
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lations between overhead, merchandise 
turnover and net profits as shown on 
the schedule. A low overhead does not 
necessarily assure a profit on the busi- 
ness, as that low percentage of over- 
head may have -been created by secur- 
ing a large volume of business through 
cutting of prices, taking contracts at too 
low figures, or disregarding conse- 
quences just to get the business away 
from competitors. Too often the state- 
ment is heard from contractors that they 
took a contract at a low figure just to 
increase their volume of business. 

The result of this policy is evident in 
comparing the statements of firms Nos. 
6 and 7 in the schedule. Here are two 
firms doing practically the same volume 
of business, $34,000 each, but the re- 
sults are over $7,000 apart,. one firm 
failing by $2,200 of meeting its 22 
percent overhead, the other firm show- 
ing a net profit of $3,000 after cover- 
ing its 28 percent overhead. This dif- 
ference is clearly the result of radically 
different sales policies 





in one case the 
securing of volume by sacrificing price, 
resulting in an actual loss; in the other 
case the maintaining of all sales on a 
profitable level and increasing volume 
by added salesmanship resulting in the 
full return on that increased sales cost 
and an actual net profit of 10 percent 
on the gross business. 

A careful analysis of these two firms 
shows some interesting facts. Firm No. 
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6 succeeded in keeping its overhead cost 
down to 22.22 percent by cutting off any 
strong sales force, its total salary and 


indirect labor accounting to only 
$2,825. It occupied a good store loca- 


tion, paying $1,000 a year more for 
rent, light and heat than No. 7. To 
offset its lack of strong sales force it 
adopted a cheap price policy, evidently 
spending the $948 in advertising to 
tell the public of the’ low prices. The 
and a 





result was volume of business 
serious loss of $2,193 at the end of the 
year. 
~ Firm No. 7 spent $5,241 in its sales 
force (a girl in the store and two part- 
ners in the field) and paid over $1,200 
in commissions on new business (in- 
cluded in the item $1,838 for miscel- 
laneous expense). The result was their 
overhead mounted to 28.13 percent— 
but they had adopted a policy that each 
sale must carry adequate profit and if 
salesmanship could not secure the busi- 
ness at that they were better off without 
the business. They spent $121 in ad- 
vertising, putting all of their efforts into 
selling the quality of their service. The 
figures show the results—they covered 
their 28.13 percent overhead cost of 
doing business and showed a clear net 
profit of $3,025 on their $34,000 busi- 
ness. 

Firms Nos- 1 and 2 are examples of 
topheavy small concerns and in each 
case we find an actual loss of nearly 








COMPARISON OF OVERHEAD BASED ON ACTUAL REPORTS ON 1922 BUSINESS 








(Twelve firms doing business from $13,000 to $120,000) 
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ez * 2. 3. 4. 5. 6. ¢. 8. 9. 10.; 1. - 12. ° 

Gross Business Billed_......-.--..-.---.--._] $13,037} $16,715 | $19,271| 25,000 | $27,002 | $34,725 | $34,400] $40,162 | $44,918 | $65,719 | $101,280 $119,837 
Cost of Doing Business_____..-.__--- wall 4,903 6,235 5,057 | 6,059 | 6,352 7,718 9,676 7,935 10,940 18,337 | 23,421 30,269 
) - enue 

Overhead Percentdges.-...................--| 37.63% 37.3% | 26.24% | 24.23% 23.5% | 22.22% | 28.13% | 19.75% | 24.35% 27.9% | 23.12% 29.29% 
ITEMS OF COST OF DOING BUSINESS: a 0 167 
G "9 | ~ paeuNarmenserat: $ 674 $1,560 $ 720 $ 723 $1,300 $ 800 $1,964 $3,654 $ 732 $8,167 
I a. cornish tas cesite chdeabedicaaiananie 3,331 2,080 2,400 2,500 2,600 | $2,825 4,441 | 1$4,286 2,400 5,564 7,999 6,760 
Bs OO cen ncniniitinininnmsenasincamnswentinbiiene 300 1,333 306 1,212 | 300 1,421 480 1,043 1,750 695 | 871 2,760 
4, Light, beat and power. —.................) ..... 33 89 169 | 83 243 124 234 279 349 808 650 
5. Stationery and office supplies.___________ 20 51 44 29 | 40 261 115 73 | 150 109 402 = 
6. Postage, telephone and telegraph___-_-_- 69 124 77 78 | 180 111 55 153 209 650 | 622 A: 
ae 99 | 60 74 502 25 948 | 121 190 | 565 856 1,938 — 
8. Depreciation (on Merch. equip. etc.).--- 63 | 100 323 71 365 387 | 250 163 | | aaeeeorr 2,119 1128 
9. Freight, express and cartage.............|  ....... jj == 11 25 331 | 445 327 | 626 359 1,832 1,118 
10. Delivery expense (Autos, etc.)_-------~-- 135 100 268 288 400 352 | 434 535 329 2,424 | 2,380 a 
TE SREP CAE 22 | 120 2 74 47 235 156 | 79 | 259 773 773 oD 
Sl SEE sintiimipammientingtnintedinaanseedl aenenen 146 19 18 | 115 204 128 36 224 612 462 1672 
35. Bad Gebte and. aowaness.............-....| ....... 357 71 175 | 709 153 150 308 200 1,714 398 sade 
14. Ass’n dues (all trade associations)~-~_~-- 74 49 38 174 GE t ducsune 139 60 80 45 451 “Tare 
15. Maintenance of equipment--_-_--_-- entepicdh’ temietgial —e— 35 35 | es ocnumnis ------- 600, ----- - 296 149 
16. Interests (on borrowed money)-_---------- 2) wumeec | wees} aiwatee T edauonm 8 ae 125 405 123 | 949 2124 
EE . ae 531 eee EERE 239 1,838 321 300 410 389 —— 
TOTAL OVERHEAD.....-..---------| $4,903 | $6,235 $5,057 $6,059 | $6,352 $7,718 | $9.676| $7,985 $10,940 $18,337 | $23,421 |_ $80,265 
Average amount merchandise in stock___--- 1,193 | 3,222 _ 585 938 2,048 4,268 3,137 4,584 7,876 9,196 20,282 ae 
Total annual merchandise turnover_-__-.---~-- 5,466 | 8,001 6,868 8,403 12,458 24,780 18,006 20,635 25,666 34,718 60,128 00.990 
Number of annual merchandise turnovers-_- 43 24 12 9; 6 5% 6 42 3% 3% 3 _18 
I I I ici teiteasimunite 3,090 2,944 3,532 2,895 6,576 4,420 3,693 8,059 7,134 8,288 17,830 ne 
Total cost of merchandise and labor sold_-_- 8,556; 10,945 10,400 11,298 19,034 29,200 21,699 28,694 32,800 43,006 77,958 | __ 85,398 
: : : " 7 = e . © ene ane | » aa: oka 34,47! 

Gross margin available for overhead & profit 4,481 5,770 8,871 13,702 7,968 5,525 12,701} 11,468 12,118 22,713 | 23,322; 34,479 
Percentage of business done in contracting 90% | 67% 85% 65% 85% 40% | 45% 70% 55% 48% 57% oe > 
Percentage of business done in merch’dising 10% | 33% 15% 35% 15% Jo | 55% 30% 45% 52% 43% eines 
Population of City where located__._--.-----| 1,800,000 | 200,000 | 250,000 | 250,000 | 375,000 | 10,000, 17,000} 35,000 300,000 150,000| 17,000} 50,000 


























$500. No. 1 has a salary and indirect 
labor cost of $4,005, over 30 percent 
on a $13,000 gross business. No 2 
paid $3,640 for salaries, or 22 percent 
of the gross business, and also has too 
heavy a rental burden, 8 percent on the 
They are 
also carrying too heavy a line of mer- 


volume of business done. 


chandise for that volume of business, 
$3,222 average stock resulting in only 
a two and one-half times annual turn- 
over. The result of these topheavy ex- 
penses is the forcing of their overhead 
to over 37 percent in each case, making 
it very difficult to secure sales at a profit 
in the face of normal competition. 
Firm No. 3 is an ideal example of a 
small contractor-dealer business, large- 
ly contracting. With a volume of only 
319,000 business they have kept their 
overhead to 26.24 percent. A girl in 
the office, the manager drawing $200 a 
month, $25 a month rent, adequate pro- 
vision allowed for depreciation and 
maintenance of equipment —this state- 
ment shows a careful watchfulness of 
the business. The average merchan- 
dise and materials stocked was only 
S985, resulting in a 12 times turnover 
of merchandise (an actual 30 days 
turnover). The result is a clear net 
profit of $3,814, or very nearly 20 
percent on the gross business. 
Firm No. 


Lt shows exceptional re- 
sults. 


With a gross business of $25,000, 
they have operated a retail store with 
S100 a month rent, a sales girl in the 
store, the manager drawing $2,500 a 
vear, have spent $502 for advertising, 
have taken an active interest in local 
and national trade organizations to the 
extent of $174 a year, have made ade- 
quite provision for all other expenses, 
and have an overhead of only 24.23 per- 
cent. The average merchandise carried 
in stock was $936, showing a nine times 
annual merchandising turnover (a 45 
days turnover). The result is a gross 
margin available for overhead of $13.,- 
702 to cover their overhead of $6,059, 
leaving a net profit of $7,643, or 30 
percent on their gross business. 

Firm No. 8 is deserving of especial 
attention as they have apparently gotten 
their overhead down to 19.75 percent 
on a $40,000 volume of business. This 
firm is operating in a city of 36,000 
population and does mostly a contract- 
ing business, 70 percent of their gross 
business from construction 
work. It is questionable whether they 
have made adequate allowance for de- 
preciation on merchandise, equipment, 
autos, etc., when they allow only $163 


coming 
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for that item, as they are carrying an 
average merchandise stock of $4,584 
with four and one-half times annual 
turnover. The depreciation on such a 
stock alone must amount to more than 
$163 besides depreciation on autos and 
Also no allowance 
has been made for maintenance of 
equipment—replacement of tools, etc. 
Were these items properly shown the 
overhead percentage would probably 
have been around 21 percent. How- 
ever. let us not overlook the fact that 
they conducted their sales policies on 
sound profit basis, and made a clear 
net profit above their overhead of 


$3,533 or 8.8 percent on their gross 


other equipment. 


volume of business. 

Firm No. 10 shows an overhead of 
27.9 percent, but they suffered a heavy 
loss of $1,714 in bad debts. Had this 
item been a normal one their percentage 
of overhead would have been around 
25.5 percent. However, their sales 
policy was a good one, based on the 
determination to get a fair profit on all 
their sales, and we find them making a 
net profit of $4,376 above their higher 
overhead. Firm No. 11, on the other 
hand, with an overhead percentage of 
only 23.12 percent, evidently went after 
business too sharply, cutting prices until 
their gross margin of $23,322 was $99 
short of their actual cost of doing 
business. 

In the final statement, Firm No. 12, 
attention should be directed to the ex- 
cessively heavy average amount of mer- 
chandise stocked, resulting in a turnover 
Should a 
serious drop in prices occur this con- 


of less than twice a year. 


cern is in a very dangerous position. 

In this connection it is interesting to 
note the progressive falling off in mer- 
chandise turnover in inverse ratio to 
the increased volume of business as 
shown on this exhibit, starting with a 
12 times turnover on the $19,000 busi- 
ness and ending with the 1.8 times turn- 
over on the $119,000 business. Ap- 
parently there develops a tendency, per- 
haps a necessity, to stock up on all types 
and sizes of materials, special articles 
seldom called for by customers and 
slow moving appliances and devices in 
order to meet as far as possible every 
demand of the customer. 

Great care needs to be taken by the 
electragist to watch this tendency and 
prevent such dangerous overstocking, 
which in times of a declining market 
or business depression may throw the 
business on the rocks. A careful check 
on every item stocked should be made 
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and the average monthly consumption of 
all materials and merchandise recorded 
in the electragists cost and price record. 
This average consumption record should 
be consulted whenever ordering new 
supplies: of any sort and the quantity 
stocked kept as close to a 30 days’ turn- 
over as it is possible to attain. 

The foregoing analysis of these twelve 
business statements is by no means com- 
plete and it is hoped that electragists 
will find in further study of these fig- 
ures many other valuable guides. 
Especially is it urged that each indi- 
vidual electragist make a careful com- 
parison of his own business statement 
with these actual records and check his 
own efficiency or weakness with these 
twelve possible competitors. 
feature in this 
analysis should remain clearly before 


One outstanding 


every electragist for all time as the basis 
for the conduct of his business—it is 
not the cost of doing business, import- 
ant as that is in giving the public eco- 
nomical, eficient service, that determines 
the profits at the end of the year; but 
the character of sales policy adopted, 
either volume built through salesman- 
ship or volume built by price cutting, 
that measures the final success or failure 
of the electragist. 


Washing By Air 
Public Address System Used in Schen- 


ectady to Call Attention to Elec- 
tric Way 


Washing by air—sounds preposter- 
Well, that was literally 


what was done when the people of 


ous, doesn’t it? 


Schenectady learned recently through 
the use of the Western Electric public 
address system just how to use the wash- 
ing machine of that compny. 

The Western Electric public address 
system was mounted on a truck and 
amplified a speech by Roy S. Smith, 
secretary of the Albany chamber of 
commerce, and a complete program of 
Proctor’s Theatre, also a musical pro- 
gram given by members of the Adiron- 
dack Power and Light Corporation. 
All of these programs were generously 
sprinkled with sales talks on the West- 
ern Electric washing machine, terms of 
the campaign that was being put on by 
the Adirondack Power and Light Cor- 
portion of Schenectady, New York, and 
general information on the washer. 

Passersby would join the already 
large crowd and listen to the excellent 
features of the washing machine as well 
as the programs that were being feat- 
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ured. These and 
could be heard over half a mile. 
Wonder was written on the face of 
every person who heard for the first 
time such a sentence as “When you 
place the clothes in the wooden cylinder, 
put on the cover and start the machine,” 
coming out of the perfectly still air. 
The Schenectady Union Star said, “A 
large number of Schenectadians other 
than those attending the luncheon of the 
team workers in the chamber of com- 
merce drive held in the Masonic Build- 
ing today heard the address on civic 
betterments made by Roy S. Smith, 
secretary of the Albany chamber of 
commerce when the big amplifying ap- 
paratus of the Western Electric broad- 
the talk from its equipment 
stationed in front of the building.” 
The Adirondack Power and Light 
Corporation is particularly well located 
to feature a twelve day washing machine 
campaign of this kind. ' 
body in Schenectady who uses light or 


messages concerts 


cast 


Nearly every- 


gas goes to the office to pay his bill. 
The time chosen for the campaign was 
the time when the greatest number of 
bills were due. This brought a great 
number of people to the store. 

The store was cleverly decorated with 
pennants strung over the entire space 
announcing the terms and length of the 
campaign. Signs were painted on the 
floor in brilliant colors with similar an- 
nouncements. The window trims were 
attractive and eyecatchers. One window 
featured the old and new way of wash- 
ing with a line of clothes strung the 
length of the window bearing the sign 
“On the Nine.” In another 
window a washing machine with gear 


Line at 
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casing removed showed how the revolv- 
ing, reversing principle was accom- 
plished. Still another window held a 
washing machine in action full of suds 
with the cylinder revolving and also 
the wringer in motion. 

The Adirondack Power and Light 
Corporation used its delivery trucks and 
meter rigs to good advantage by cleverly 
placarding announcements of the cam- 
paign, selling terms and emphasizing 
the closing date. A special display 
truck was put on the street which carried 
An old wash- 


tub, scrubbing board, and wringer mani- 


a message all its own. 


pulated by a character representing a 
typical farmer showed the old hard way 
of washing against which “Silas” con- 
tinually complained and pointed out 
that if men were compelled to do wash- 
with this 
The new way was featured on 


ing they would do away 
method. 
the other end of the truck. There was 
the washing machine beside which a 
voung girl demonstrated with what ease 
washing might be done. “Silas” in 
himself was a drawing card with his 
clever witticisms and laborious wash- 
ing and wringing. 

The sales force consisted of six clean 
cut, aggressive outside salesmen bring- 
ing in business on a drawing account 
and commission and a competent inside 
selling and office force. The outside and 
inside forces were on the job every 
minute and used to good advantage the 
sales training they had previously ac- 
quired. 

The newspaper advertising was a very 
thorough campaign. It consisted of 
teaser ads followed by regular daily 


ads. 


~ 
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This is Believed to be the First Use of a Public Address System to Aid the Sale of 


Electric Washers 
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During the entire twelve days of the 
campaign, practically everybody in 
Schenectady became aware of the fact 
that the Adirondack Power and Light 
Corporation was having a campaign of 
One hundred 


forty of these people responded by buy- 


electric washers. and 
ing washing machines and the results 
of making the widely 
known throughout the community will 


machines so 


be felt for sometime. 


Cost of Selling Appliances 
Greater Spread Needed by Electragists is 
Claim of New Englander 


John P. Coghlin who heads his own 
electragist business in Worcester, Mass., 
recently sent a communication to the 
Electrical World on this subject and it 
thought that readers of the 
NATIONAL ELECTRAGIST would be in- 
terested in his views as follows: 


was 


Some two or three years ago the then 
National Association of Electrical Con- 
tractors and Dealers sent out a ques- 
tionnaire to its members and compiled 
some statistics which showed that the 
cost of handling electrical appliances 
amounted to about 35 percent of the 
selling price. Inasmuch as several com- 


modities, particularly washing ma- 


and 
which ran into a large figure did not 


chines, vacuum cleaners ranges, 
carry on an average more than 25 per 
cent to a dealer, it was evident that there 
was no money in handling appliances 
from the contractor-dealer’s standpoint. 

The jobbers have also investigated 
this matter, but as jobbing experience is 
more or less varied between men who 
only receive and ship out in original 
packages and those who retail, | have no 
record of any definite figures being 
determined. I was at the contractors’ 
meeting in Cincinnati where Mr. Gil- 
christ brought out the fact that central 
stations contractor-dealers 
more of a spread. 

From our experience in appliances 
we know that the central station or the 
dealer that retails units such as washing 


must get 


machines, vacuum cleaners, ranges, re- 
frigerating outfits and appliances of 
that type has a large expense bill in con- 
nection with demonstrating, trucking 
back and forth and then servicing the 
apparatus after it has been installed. 
We believe it is all right for central 
stations to exploit machines which re- 
quire demonstration and a large amount 
of service, even though this may not 
show a profit, since the demand must be 
created and the experimental tryout 
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with the public must be conducted by 
somebody and central stations 
naturally better equipped financially to 
do this experimental work. But after the 
appliance has reached the condition that 


are 


the vacuum cleaner, washing machine 
and range have reached today it should 
not be necessary to sell these goods at a 
loss, but the public will then be well 
enough acquainted with them to make 
the expense of exploitation unnecessary. 


{n Apt Illustration 


This is illustrated in the case of the 


flatiron. When the flatiron was first 
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brought out it was necessary to allow a 
customer to try it out and experiment 
with it, which added to the selling cost- 
In fact in the early years of the flat- 
iron it was sold at a loss. Today the 
flatiron is recognized as a household 
commodity, and there should be no ex- 
pense in connection with demonstrating 
or exploiting it. We believe from our 
experience that selling appliances such 
as flatirons, toasters, percolators, etc., 
can be handled at a smaller margin of 
profit than in the case of other types of 
machines. 

{ have looked into this situation from 
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the department store's and furniture 
store’s standpont. I find as a general 
thing that department stores and fur- 
niture stores are not interested in handl- 
ing large electrical appliances unless 
there is a spread of 50 percent or more, 
I understand the usual spread in fur- 
niture is even higher than this. It 
would seem to me the only thing for us 
to do is to let the jobber, the central 
station and the contractor-dealer on the 
one hand get together and determine 
what is an equitable profit for handling 
these goods and then present this prop- 
osition to the manufacturer. 


Keeping in the Public Eye 


“The only way to make a success of 
said the local manager of the 

Electrical Company, San 
Diego, Calif., “is to keep your name and 


business,” 
Southern 


merchandise constantly before the pub- 
The man who fails to use all the 
media of advertising is cramping his 
And the advertis- 
ing must be varied. too. 


lic. 


business continually. 
People get ac- 
customed to one kind and take it as a 
matter of course just as they do a build- 
ing or an automobile. To keep their 
mind on your merchandise and make 
them want to buy it you must be devis- 
ing new plans all the time. Window dis- 
plays are of course the best medium in 
the long run, but billboard, newspaper, 
direct mail, circular and stunt advertis- 
ing should be used in turn in order to 
keep a steady stream of customers com- 
ing your way.” 

The firm acts constantly on this sug- 
of Its 


windows are not only interesting but 


gestion varying advertising. 


timely. Its display for a special spring 
occasion for women had half the town 
talking about it, and materially in- 
creased its sale of lamps and lamp 
The central objects in the 
were two life sized models— 
borrowed from a department store 
attired in smart frocks and wearing hats 
The first was a 
large wicker shade, with a band of 
foliage, and the other a silk covered 


shades. 
window 





made of lamp shades. 


confection in the delicate hues of spring. 
On the table between them were small 
shades with cord and tassel and a card 
observed “Chic effects in turbans.” 
Down front was a large wire frame 


By W. B. 


STODDARD 


There Are All Kinds of Ways as a Descrip- 


tion of This Electragist’s Activities Proves 


covered with foliage and roses in which 
were a number of flashlights, and a 
card suggested “This one will please 
her.” Another card advised: “Crea- 
tions by Lathrop (window display man- 
ager); materials by Westinghouse.” 
On tables and on the floor were parch- 
ment, glass and copper shades, while a 
large blackboard in the background 
had written upon it “Our Spring Bon- 
nets Are Different—They possess prac- 
tical value—They are useful—So is 
everything else in our immense stock— 
Let’s talk it over.” Two big cards, also 
in scrawling script were attached to the 
window: 


OH, SAY! LAMP THESE LIDS! 


They're not expensive either. 
And they’re useful. 
OH, GEE, MA! 
Is This a Millinery Store? No, 
son, but I’ll say these are SOME 
lids. Keep your eye on these 
head pieces. 

During the week previous a special 
lamp sale was conducted and at this 
time an ad was used with a border of 
lamps of different types, specimens of 
each of which were used in the window 
display. These lamps were described 
in a fascinating manner, and in order to 
bring large numbers of patrons into the 
store where they would get a better idea 
of the large stock, as a special attraction 
a small electric boudoir lamp was 
offered for a very low price. 

Shortly previous to this campaign this 
company conducted a very successful 
spring overstock sale in order to move 


its vacuum cleaners. 
psychological period for this sale, as 


It siezed upon the 


it was several weeks before spring house 
cleaning commenced, and in all of 
advertising the immense superiority of 


the electric vacuum cleaner over the 
broom was featured. The point was 
driven home that with an _ electric 


vacuum cleaner the semiannual tornado 
would be a thing of the past since a 
few minutes work with it each day 
would keep the house clean and render 
unnecessary the tearing up of rugs and 
draperies in the spring. 

The window they arranged to em- 
phasize the point employed the same 
wax figures as the other display—for 
the fact had been learned that nothing 
so quickly attracts attention to a win- 
dow’s merchandise as a stimulation of 
life therein. When a woman beholds a 
figure working with a machine of any 
kind she can much more readily visual- 
ize herself doing the same than when 
the merchandise is simply placed in the 
window without the appropriate home 
atmosphere. In this instance a living 
room was shown with rug, curtains and 
draperies. 

The contrast in the attire of the two 
models served to bring home to the 
audience the difference in the dirt and 
labor involved in the manipulation of 
the broom and the vacuum cleaner. 
The one in house dress and mob cap 
carried broom and dust pan, while the 
one using the electric cleaner wore a 
negligee of corduroy velvet—and could 
stop her work to entertain a caller at 
a moment’s notice, without a word of 
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apology. A blackboard between the two 
figures called attention to the fact that 
the cleaners were going fast: “Just a 
Few More Eurekas at This Price—Step 
Lively.” Below the blackboard was a 
card “Your Spring Housecleaning— 
How will you do it? 
With your own vacuum cleaner. It’s 
here ready for you to take now. Two 
framed cards are displayed—the one 





The answer is: 


containing a number of ads advertising 
the vacuum cleaner, clipped from news- 
papers: and the other stating the terms 
upon which a sweeper can be procured 
during Over-Stock Sale Week. Close 
to the glass is a big card with a five dol- 
lar bill attached, the card reading: 
“$5.00 Puts the Eureka Electric Vacuum 
Cleaner in Home.” Beside the 
card is a copy of the Saturday Evening 
Post, open at the 

cleaner ad, and in 


Your 
electric vacuum 


red pencil is 


scrawled: “Yes, we sell them.” 

Sign Board Advertising 

another 
form that has been found very effective. 
Realizing that “brevity is the soul of— 
effectiveness” in this type of advertis- 
ing, which must be taken in at a glance 
as the people speed by in auto or 
trolley, the firm generally use a picture 
of the machine they wish to advertise, 
with a brief caption telling of its merits, 
and closing with the name and location 
of their store. 

Many of their ads are seen on the 
boulevards around San Diego, but one 
of the best uses to which they are put 
are on their own building. This is 
situated on one of the busiest corners 
of the business section, and the entire 
mezzanine story on both sides is given 
over to these boards. These ads, alter- 
nately of light and dark background so 
that each stands out distinctly, are given 
over to the advertising of electric 
vacuum machines, ironers and washers. 
In each case a picture of the machine 
is painted on the billboard, with a few 
brief phrases telling of its good points, 
and advising that demonstrations of 
same could be had either in the sales- 
room or the prospect’s own home at any 
time to suit his convenience. 

The company frequently adopts 
stunts to call special attention to goods, 
and one of the best was recently used 
to boost the sale of electric washing 
machines. Newspaper and billboard 
advertising showed a big key. This was 
run for a week without any additional 
information and then captioned “Have 
You a Key?” and went on to say that 
one of the washing machines had been 
locked with a chain and padlock and 


Sign board advertising is 
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that whoever could bring in a key that 
would unlock it would be given the ma- 
chine. The ad concluded “Bring in 
vour keys and try your luck.” 

The washer was exhibited on a plat- 
form in the electric laundry department 
and scores of people came in to try to 
unlock the machine. Their efforts 
naturally attracted the attention of 
everyone who happened to be in the 
department at the time, and thus all 
had their attention directed to the wash- 
ing machines. When at length a cus- 
tomer did bring in a key that fitted 
they capitalized the fact by bringing the 
machine from the department to the 
show window, still with the chain 
around it, while down close to the glass 
was the key with a card: “This is the 
key that unlocked the padlock and won 
an electric washing machine. 

Another card announced: “It may 
cost you a little more, but you will be 
just as lucky once you get the electric 
washer in your own home. Ask for a 
complete demonstration of its merits, 
either at the 
home.” 


store or in your own 


Greater Service Needed 

Every business and every individual 
must be imbued with the spirit of 
sreater service if America is to advance 
as rapidly as it did before the World 
War, says Martin J. Insull, vice-presi- 
dent of the Middle West Utilities Com- 


pany and former president of the Na- 
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tional Electric Light Association. He 
continues: 


It is this idea of greater service which 
made this nation great. The reward for 
success which came through the effort 
was a stimulus to greater invention, 
greater development of our national re- 
sources and development of the indi- 
vidual regardless of his employment 
capacity. 

Employes of electric light and pow- 
er, gas, telephone and electric railway 
companies, by and large, have been con- 
ceded to be courteous, but we must help 
them 


to become courteous and 


more efficient. 


more 
The progress which the 
light, heat, power, transportation and 
communication services will make de- 
pends almost wholly upon the personal 
service each employe gives to those with 
Those work- 
ers who show the greatest appreciation 


whom he comes in contact. 


of rendering service are those who will 
grasp the opportunities and advance 
most rapidly. 

The utilities, great as have been their 
accomplishments and remarkable as are 
the services they render, still are not 
super-human agencies which can never 
go wrong. And governed as they are 
by the human element, and because of 
their intimate relationship to the every- 
day life of every man, woman and child, 
it is all the more reason that “greater 
service” be constantly the watchword so 
that the industry may play its full part 
in the nation’s development. 


The EUREKA Vocus Clone 


ie \ 
} o Westinghouse yo © ©. 


The Southern Electrical Company of San Diego Did Not Have Any Trouble in Con- 


vincing the Public With This Display That to Do It Electrically is the Only Way 
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Central Station and Electragist Problems 


By F. A. CorFrin 


General Sales Manager of Milwaukee Electric Railway and Light Company 
Presented Paper at Annual Convention of Wisconsin Association of Electragists 


The electrical industry is one of the 
largest and most rapidly growing in- 
the world. I understand 
that next to railroading it is the largest 
The fact that 
it has developed within the span of our 


dustries of 
industry in this country. 
lives shows that it leads in rapid growth. 


and 
standing the enormous progress which 


Its growth accelerates notwith- 
has been made as we look forward and 
consider the possibilities we can but 
constantly feel that the industry is still 
We tell 


revolutionary develop- 


in its infancy. cannot one 


morning what 
ment will be announced before the day 
is over. 

We doubtless have as many and as 
dificult problems as confront those en- 
The 


future of an industry depends upon the 


eaged in any other industry. 
men engaged in it and our solutions of 
the problems before us today will de- 
termine our future welfare. 

From data published there seems to 
be about 110,000,000 people in the 
United States, 10,000,000 or 


slightly over 36 percent of whom live in 


about 


what we designate as electrically lighted 
homes. If the 
family is between 4 and 4.5, there must 
be about 25.000.000 homes in the 
country, about 9.000.000 or 36 percent 
of which are wired for electric service. 
On this basis there are about 16,000,000 
unwired homes. 

Statistics 


homes 


average number in a 


that 1,200,000 
1922. If this 


record is sustained it would appear that 


indicate 
were wired in 
everyone ought to be living in an elec- 
trically lighted home in about 13 more 
vears. Changing rates in the building 
of new homes and abandoning of 
already built homes will affect final re- 
sults, but thirteen years is a figure we 
might bear in mind. We can hardly 
predict the rate that can be maintained 
in the wiring of already built homes but 
we can assume from past experience that 
it will 
never 


increase. Some older houses 
will wired for 


reasons, and a number are so located 


be economic 
that they cannot be reached econom- 
ically by electric service lines, hence 
wiring will be deferred indefinitely. I 
have no data at hand to indicate the 
number of new homes being built each 
vear which are not being wired, but it 


seems safe to assume that if the time is 
not here now it soon will be when no 
one will think of building a home within 
reach of an electric service line and not 
wire it. 
Housewiring Will Always be Needed 
As we look at the matter therefore 
from various angles it appears reason- 
able to estimate that in about ten years 
more the available business in the wir- 
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ing of already built houses will have 
been completed and wiring will so to 
speak be all caught up. Our old house 
wiring men, however, need not worry 
about going out of business when this 
point is reached, because when every 
home in America is wired we all will 
enter an era of greater business oppor- 
tunities than ever before. Not count- 
ing all of the new homes which will be 
built, there will be 25 million instal- 
lations where there are 9 million now, 
16 million more places where household 
appliances may be used. 

Then look further at these 25 million 
homes. We are now putting in better 
and more complete wiring installations 
and better fixtures than we did formerly, 
but the majority of homes have wiring 
and lighting equipment which will not 
be satisfactory to the owners in ten 


years from now, and I predict that there 
will then be far more business in re- 
wiring and refixturing of existing homes 
than there is in the wiring and fixturing 
of already built homes today. When 
everyone has electric service in his home 
it will not be a question of whether or 
not he should have it but rather a ques- 
tion of how complete and elaborate the 
installation shall be; perhaps a finan- 
cial question. 

We are rapidly spreading the idea 
that good lighting is more helpful and 
necessary in a home than good fur- 
niture, draperies or rugs, and the use of 
electrical appliances, together with the 
advertising and sales efforts in connec- 
tion therewith is gradually leading the 
American people to feel that electrical 
appliances are as necessary as porce- 
lain bath tubs. 
building today may be impressed with 
the bathroom and kitchen and general 
plumbing equipment being demanded 
and installed as compared with a de- 
cade or two ago—built in bathtubs, 
showers, hot and cold water mixing 
faucets, aproned sinks and wash basins, 
and tile floors. 


You who observe home 


Do not these indicate 
something to you of the wiring and 
fixture installations of the future? 


Increasing Central Station Load 


The problem of wiring homes both 
old and new is one which interests every 
branch of the industry. Central stations 
need greater load density on their lines. 
It is much more economical to serve 20 
or 25 customers in a block than eight, 
and correspondingly more economical 
to serve 20 ranges in a block than one or 
two. A residence service line in a 
sparsely settled district is likely to be 
unprofitable to the central station, and 
there is a point of load density and use 
of energy bearing a definite relation to 
the investment which must be reached 
before the line nets any profit. Cen- 
tral stations therefore must have some 
well defined policies covering the exten- 
sion of new lines, and it is of material 
benefit to the whole industry in the par- 
ticular community if contractors, deal- 
ers and fixture men understand these 
policies, recognize their justness, and 
cooperate in their application. 

Many central station companies adopt 
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rate schedules designed to facilitate the 
use of electrical appliances and ranges, 
and generally a more extensive use of 
energy at residence installations. Some 
also offer special inducements in con- 
nection with the wiring of already built 
houses in the form of time payments for 
the wiring, refunds on electric service 
bills for a given period of time, etc., 
all for the purpose of increasing the 
density of load and the use of energy 
from existing lines. 

A surprisingly large number of resi- 
dence lighting customers today do not 
exceed their minimum monthly bills or 
do not six kilowatt 
hours in a month. These customers are 
not profitable to the central stations, 
and in general they are denying them- 
selves comfort and conveniences avail- 
able from a more extensive 
electricity to their detriment. The cen- 
tral station company’s problem there- 


use over five or 


fore is not only to get every home, par- 
ticularly those along its lines, wired and 
connected, but to have the service used 
as extensively as is justified, so that the 
benefits of adequate and properly ap- 
plied lighting may be enjoyed by every 
American family and so that everyone 
may have facilities for using electrical 
appliances and every electrical conve- 
nience which now exists or may in the 
future be developed. 

Everyone else connected with the elec- 
trical industry has a vital interest in 
this problem also primarily because it 
involves about $2.500.000,000 worth of 
wiring and fixture business and opens 
an immediate additional field for the 
sale of appliances and various house- 
hold equipment of two or more billion 
dollars magnitude. 

There is no branch of our business 
in which everyone engaged in the in- 
dustry has a greater interest than in 
residence and in this branch 
the most effect codperative efforts thus 
far have been put forth. 


service, 


Better Store Lighting 


Another problem of mutual interest 
to central and all other 
branches of the electrical industry is 
the better light of stores. Data on the 
magnitude of this problem has not been 
collected for the whole country and 
such a survey as was made by O. R. 
Hougue and J. J. Kirk of Chicago some- 
time ago indicates the magnitude of this 
problem and shows conclusively that it 
has been sufficiently neglected up to now 
by central stations as well as by con- 
tractors. dealers, manufacturers, engi- 


stations 


use of 
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neers and in fact by all of those con- 
nected with the industry and dealing 
with lighting problems. 

It is estimated that there are approxi- 
mately 1,750,000 stores of all kinds in 
the United States, or about one store of 
some kind for every 14 homes. It is 
estimated also that about two-thirds of 
the stores in the country have electric 


service, or roughly 1,200,000. This 
would leave 550,000 stores as_ pros- 


pects for entirely new wiring and light- 
ing equipment. The Hougue and Kirk 
survey indicates that about 70 percent 
of the Chicago stores are prospects for 
better lighting. _If this figure applies 
generally, and it probably does apply 
fairly closely, there are about 1,225,000 
prospects for better lighting in stores in 
the whole country. If wiring contract- 
ors, fixture men, and manufacturers of 
various other kinds of store lighting 
equipment and central stations will each 
estimate the value of his product, which 
could be used in these prospective in- 
stallation, he can determine for himself 
the magnitude of the business in this 
field for his branch of the industry and 
determine the effort he can afford to put 
into developing this class of business. 


Industrial Energy Consumed 


By far the largest consumption of 
electrical energy is in the industral 
power field and naturally further devel- 
opment of this field is a problem of 
vital interest to central stations. The 
1920 Government census indicates that 
in that year the United States consumed 
19,802,000,000 K. W. H. of electrical 
energy, of which 6,870,000,000 K. W. 
H. or 13.8 percent was for lighting pur- 
poses, and 42,932,000,000 K. W. H. or 
86.2 percent was used for industrial 
purposes. It has been estimated that in 
1922 this country consumed 55 billion 
K. W. H. of electrical energy, and if 
the same percentages hold true about 
47 billion K. W. H. of this was used 
for power and eight billion K. W. H. 
for lighting. 

In earlier days lighting constituted 
the principal load on central station 
systems, and the capacity of the plants 
and systems had to be adequate to take 
care of the late afternoon and evening 
lighting peak loads. These peaks were 
of short duration, and a great deal of 
equipment and distribution system ma- 
terial stood idle through many summer 
months and through a greater part of a 
24 hour day, kept ready, however, to 
operate during the peak. One of the 
big problems in the past as well as at 
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present has been to build up a power 
load which would keep as much of the 
plant and distribution system equip- 
ment as possible operating through the 
24 hours of a day. As a result of ef- 
forts put forth in some instances now 
the power load is of such relatively 
greater magnitude that the addition of 
the extra lighting load in the late after- 
noon makes but a small difference in 
the load curve of the system. ° 

The lighting load, on account of the 
extra refinements involved and the rela- 
tively small consumptions at each in- 
stallation and the relatively small use 
of the capacity required, commands a 
higher rate than power. Central station 
companies have given a great deal of 
study to rates with the idea of trying 
to make rates for the various classes of 
service compensatory as they properly 
should be. In order to produce and 
distribute energy to all classes of cus- 
tomers at the minimum of cost, central 
stations need a higher load factor 
throughout the entire day and through- 
out every day of the year. Hence they 
are naturally interested in both lighting 
and power service, but as previously in- 
dicated their general problem involves 
increasing the daily and yearly load 
factor on every class of installation and 
also building up the load density on all 
existing lines and transformers. 


Many Development Opportunities 


As one looks over the entire elec- 
trical field, either from the standpoint 
of the central station operator or from 
the standpoint of anyone else engaged 
in any branch of the electrical indus- 
try, there are so many opportunities 
for business development that one can 
but feel some confusion 
where best to begin. 


regarding 
We are now try- 
ing to get every already built residence 
in the country wired and connected for 
electric service, and likewise we are 
trying and hope ere long to reach the 
point where every factory and commer- 
cial establishment will be wired and 
equipped to operate by electric service. 
But as previously indicated when every 
factory and every commercial institu- 
tion and every home is equipped with 
some electric wiring and electrical con- 
nections, our opportunities will have 
just begun. The introduction of elec- 
tric service in a factory is but a be- 
ginning. New power and _ industrial 
heating equipment is being devised con- 
stantly and factories which used elec- 
tric lighting alone at first later install 
motor equipment, then later all of the 
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various developments of automatic fea- 
tures, such factories are 
adopting industrial electric heating 
equipment wherever it is practical, and 
the outlook in the industrial heating 
field is so broad that reasonable esti- 


and now 


mates are hardly believable. 


Contractor-Dealer Problems 

Let us now look for a few moments at 
some of the problems which have been 
occupying the thought of contractors, 
dealers, jobbers, and manufacturers 
quite generally during the past few 
years, problems in connection with elec- 
electric fixturing and elec- 
With the enor- 


mous opportunities for business expan- 


tric wiring, 
trical merchandising. 


sion and development before us we 
must look forward to the operation of 
each branch of the business on a profit- 
able basis, and a study of the situation 
indicates to us that there are several 
irregularities which must be ironed out 
in some satisfactory and logical manner 
The lower 
the cost of our product to our custom- 
ers the faster the development of our 
industry should be, but it must be de- 
veloped at a reasonable profit for every- 
one engaged in it. Our industry is 
relatively new and has not yet reached 
the point where each branch can ope- 
rate as smoothly as it should and get 
a reasonable return for its efforts, in- 
vestment and responsibilities. 


before this can be achieved. 


I will not endeavor to discuss some 
of the specific problems now being dis- 
cussed by all electragists in regard to 
curbstone contractors doing work on a 
wage basis without overhead expenses 
and improper methods employed by 
many medium sized contracting firms 
which have not sufficient records and 
cost data to determine when they are 
making a profit and when not. It is 
rather obvious, however, that a great 
many wiring installations are made at 
very much less than a reasonable profit. 
Many small jobs are installed at prac- 
tically labor cost. This is a thorn in 
the flesh of the industry and one which 
it is hoped will be removed as soon as 
possible. It is difficult, however, to 
control and it apparently can only be 
remedied by the close working together 
of manufacturers, jobbers, distributors. 
dealers and all of the socalled legiti- 
mate contractors who know how to esti- 


mate work so that a reasonable profit 
can be assured. 


Wrong Features of Fixture Business 


The fixture branch of our industry is 
one of the most important in connection 


NATIONAL ELECTRAGIST 


with better lighting and popularizing 
the use of electricity in homes, and 
there are several features of the fixture 
business which do not appear right to 
me, and I can but feel that some new 
principles will have to be infused into 
the fixture branch of our business before 
we can progress as we should. 

One feature of the fixture business is 
associated with contracting. Many con- 
tractors also deal in fixtures and many 
of them have not seen the importance of 
making the wiring and the fixture di- 
visions of their business each stand on 
its own feet as far as profits are con- 
cerned. I have heard the remark a num- 
ber of times that a wiring job was taken 
at cost with the understanding that the 
contractor would also furnish the fix- 
tures, on which he would enjoy a profit 
sufliicient to compensate him for the 
whole job. 

If he does the wiring work at cost 
and makes an undue profit on the fix- 
tures, he is doing the contracting busi- 
On the other hand 
if he under certain circumstances fur- 
nishes the fixtures at cost and makes an 
undue profit on the wiring installation, 
he is doing the fixture business a corre- 
sponding injustice, and in either case 
he must incur some animosity among 
his competitors in one branch or the 
other of the industry. While I do not 
wish to indicate that there is generally 
an undue profit on fixtures I can but 
feel that if a reasonable profit could 
be made on every wiring job, the fixtures 
in many instances furnished at a closer 
margin and still a reasonable profit. 

In our efforts to push better lighting 
we are often handicapped by rather 
heavy costs for fixtures, and it appears 
that in a great many installations ex- 
pensive fixtures are proposed regardless 
of whether they give satisfactory light- 
ing results or not. To build our busi- 
ness solidly it must be built on satis- 
factory service, and while I hesitate to 
criticize fixture designers and manufac- 
turers without studying their problems 
further, I have observed with consider- 
ble interest the difference of opinion 
frequently occurring between men who 
are manufacturing or selling fixtures 
and men who are endeavoring to achieve 
proper lighting results. 


ness an injustice. 


A fixture for a home may be expen- 
sive to manufacture and may be designed 
to harmonize artistically and architect- 
ually with the construction, furnishings 
and decorations of the home, and yet it 
may give abominable lighting results. 
The tendency of the past few years to 
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get away from glassware enclosing the 
light sources can but be considered by 
those who strive to achieve good illy. 
mination to be a step in the wrong di- 
rection. Many artistically designed and 
lighting fixtures today 
which cost rather large sums give ex. 
actly the same lighting results that a 
drop cord and socket would give. We 
have tried to frost and color lamp bulbs 
in order to break up light rays and im. 
prove conditions, but a round frosted 
or flame tinted bulb can be hung in a 
socket suspended from a drop cord and 


constructed 


sive the same lighting results that it 
gives if mounted in many modern fix. 
tures. 

In the better lighting work being car. 
ried on throughout the country now we 
are trying to promote lighting. effects 
which involve to a large extent directed 
light subdued and diffused light, and 
the fact that we can so _ frequently 
achieve very superior lighting results 
with some of the unpretentious fixtures 
makes us feel that the trend in fixture 
designs at the present time is in many 
respects on the wrong road. 


Verchandising Is Important 


Another problem in the development 
of our business and one which concerns 
every branch of the industry is electrical 
merchandising. This subject is being 
discussed by every brnch of the indus. 
try. It is one of the big problems in 
the industry at the present time. Mer- 
chandising and salesmanship are among 
the foundation stones of every industry 
under the sun. Our indusry is new. 
We have been building power plants, 
transmission lines, distribution systems, 
making wiring installations, designing 
fixures and doing a thousand and one 
more or less technical jobs, and have 
neglected the merchandising end of our 
business until within the past few years. 
It has been recognized, however, that 
our industry cannot progress as it 
should without proper merchandising of 
the equipment and appliances, mate: 
rials, etc., necessary in connection with 
the production or utilization of ou 
products. 


Manufacturers Consider Problems 


A number of large electrical manv- 
faciuring establishments have arisen, 
and these naturally have given the most 
thought to the merchandising problems. 
Obviously they have considered from 
many angles the various methods of dis 
tribution of their products. Large job 
bing houses have arisen within the pas 
decade or two and within the past five 
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years thousands of small electrical 
stores and sales rooms have been 
opened, many in connection with con- 
tracting establishments and many inde- 
pendently. Most central stations at first 
sold electrical appliances, supplies and 
equipment. Relatively few of them op- 
erated this branch of their business on 
a strictly merchandising basis. Some 
found it to be unprofitable and as other 
merchandisers opened establishments in 
their communities some of them gave 
up the merchandising business. 

Electrical merchandising has not yet 
by any means reached a satisfactory 
basis, and as we view the whole field of 
electrical merchandising we are I be- 
lieve unable to predict at this time 
what the future policies, mediums, 
channels, etc., of electrical merchandis- 
ing will be. Many contractors who have 
open sales rooms are no more effective 
at merchandising than they are at han- 
dling the business end of their wiring 
business. Many independent stores and 
sales organizations have been unable to 
make returns adequate to justify their 
staying in business. That more inten- 
sive merchandising and better service in 
connection with the sale of electrical 
goods is necessary is recognized by most 
branches of the industry. Central sta- 
tion companies have recognized this 
fact quite fully, and as a result many 
of them who either quit merchandising 
or considered quitting it have decided 
to go into it again on an entirely new 
basis, to operate a merchandising di- 
vision on a_ straight merchandising 
basis in such a manner that a reason- 
able profit can be made, and that this 
branch of their business will stand on 
its own feet. 

Electrical goods of all kinds are now 
being sold by many department stores, 
drug stores and furniture stores. There 
is some feeling among electrical deal- 
ers and jobbers that these concerns 
ought to refrain from handling electri- 
cal goods. Objection, however, seems 
to achieve no results and it is fairly 
safe to assume that the future retailers 
of electrical goods will be those con- 
cerns which can render the best service 
most readily. These stores may be the 
logical retail channels of the future. 
We cannot say that a furniture store is 
not most admirably equipped to handle 
portable lamps and some appliances, 
nor can we say a drug store is not a 
logical store to handle curling irons, 
heating pads, boudoir sets, vibrators, 
etc. 

We need not look far to see that we 
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have many problems to solve, and most 
of them concern practically all of us, 
so we must work together. We must 
study our problems from the broadest 
possible view, we must study the details 
of our business, learn to be stronger 
technical men, better bookkeepers, bet- 
ter salesmen, better executives, and 
above all stick religiously to sound 
business principles. 


Pushing Special Items 
Don’t Wait for Customers to Ask—tTell 
Them First 

Anyone who is buying or has bought 
goods for resale is aware of the constant 
effort on the part of manufacturers’ 
salesmen to get him to push their partic- 
ular product and always the statement is 
made that if he will push these goods 
he will be able to make certain profits. 

This is not written with the idea of 
combating that argument, but certainly 
the poor buyer must have a problem to 
handle in deciding which of these won- 
derful propositions he should really 
push. The fact is that he cannot push 
all of them and if they are all good, 
some certainly must be better than the 
others and it is up to him to decide. 

There is, however, another phase 
which is perhaps overlooked in the mad 
scramble to get dealers to push goods. 

A man need not worry so much about 
the profits he fails to make by pushing 
this, that, or the other item if his time 
and ability are fully taken up, because it 
is quite easily seen that if he were to 
push the one item and make a profit he 
would probably have to cease effort on 
some other item and lose a profit already 
being made. 

A matter which, however, should con- 
cern every business man is the money 
that is actually lost by not having goods 
for which a demand already exists. 
There are certainly things of a general 
nature about which the public is ad- 
vised but which they do not remember 
to specifically inquire for. This refers 
particularly to cases where the product 
is secondary, as for example, radium 
luminous material as used on switches, 
sockets, bell centers, etc., or on a watch 
or clock dial. Or whenever products 
which require the use of other items sold 
specially which the consumer may or 
may not have, as for instance: sockets 
for which bulbs may or may not be re- 
quired or fuse blocks for which fuses 
may or may not be required. 

Let us assume that the dealer has in 
stock all of these various items and 
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referring to the illustration of the lumi- 
nous switch, let us say that the customer 
asks for a switch or perhaps a socket or 
a bell button. It is easy enough to pro- 
duce the article asked for, submit it for 
approval, quote the price, make the 
sale, wrap up the package, accept the 
money and consider the transaction sat- 
isfactorily handled. It is just as easy 
to produce the article asked for and the 
same item with the additional feature 
of the luminous material, quote the price 
on each, let the customer choose and in 
many cases accept a larger amount of 
money and then one can consider the 
transaction much more satisfactorily 
handled. The customer has been given 
a more satisfactory article and the store 
has made a larger sale. There has been 
no undue influence used on the customer 
and the feeling has not been aroused 
that they couldn’t go into the store and 
get what they asked for because what 
they asked for was offered to them. In 
fact it is not necessary in most cases 
even to call attention to the luminous de- 
vice. Putting the two devices down 
side by side, attention is almost always 
attracted to the luminous device and the 
customer asks to be told the difference. 

So many people on learning about a 
new item such as radium luminous ma- 
terial prove to have just purchased 
something on which luminous material 
could have been sold them and then they 
will make the remark, “If I had only 
known, I would have been glad to pay 
the difference.” Under these circum- 
stances they feel just as dissatisfied with 
the purchase as though they had failed 
to receive what they asked for. They 
got what they asked for but feel hurt 
that the dealer did not take enough in- 
terest to call attention to 
still better. 

This same idea applies as regards sell- 
ing better goods. It applies to the sell- 
of certain kinds of switches as 
against other kinds, good electrical de- 
vices as against poor ones. It applies 
all along the line as long as there are 
two things answering the same general 
purpose, one of which will do the work 
better, look better, and last longer. 

“Let the customers choose” would be 
a very good slogan. Some customers 
are “cheap skates” and make so much 
noise about a few extra cents that deal- 
ers often make a mistake of judging the 
public by bad samples. There are still 
thousands of people who do not ask so 
much what an article will cost as what 
it will do. 


something 


ing 
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Proper Insurance For lectragists 


By W. S. FERGUSON 


Representative of St. Louis Firm, Lynton T. Block and Company, Ex- 


plained This Service to Association Members at the Cincinnati Convention 


Our plan should not be confused with 
the method of some insurance companies 
of arbitrarily cutting standard rates for 
the purpose of securing volume of busi- 
ness without regard to selection of risks, 
making 


thereby impossible of attain- 


ment one of the major justifications of 
a saving—reduction in losses. 

That method is truthfully likened to 
an army recruited without regard to fit- 
ness of the individual units, great in 
numbers but unsound in personnel and 
sure to result in breakdown when sub- 
jected to unusual strain. 

Even though the graniing of a cut rate 
is not done for the sole purpose of vol- 
ume without regard for quality, it re- 
mains wrong in principle and practice 

as much in error as though a com- 
pany, anticipating profits, weakened its 
capital by declaring dividends before 
they were earned. 

After all, the ultimate object in buy- 
ing insurance must be protection, not 
cheapness in price; absolute protection 
is afforded only by indestructible ability 
of the insurance medium to meet losses 
regardless of how great and unexpected 
a demand may be placed upon it; that 
ability is guaranteed only by an invin- 
cible margin of safety not possible with 
a pre-earned division of profits. 

A few dollars saved through a cut rate 
would mean little to you if an insur- 
ance company in giving it to you and 
to thousands of others thereby so weak- 
ened its safety margin as to fail you 
when some catastrophe wiped out, or 
some damage suit threatened, the sinews 
of your capital. 

Logically then, for the complete pro- 
tection you desire more than all else, 
any saving in premium must be returned 
to vou after that saving has been justi- 
fied by experience. 


Savings E ffected 


The soundness of that principle is not 
affected by the fact that in more than 
a decade of operation our policyholders 
have each year received savings that | 
believe equaled or exceeded any cut in 
rate that they might have secured else- 
where, and in all probability will con- 
tinue to receive like savings in the fu- 
ture. 

Experience 


proves that 


premiums 


based on the standard rates in use by 
old line companies—which are the rates 
we use in calculating your premium de- 
posit with us—when applied to care- 
fully selected classes, such as those we 
insure, produce premiums of from 25 
percent to 50 percent in excess of all 
outgo, if the insurance company’s over- 
and 


agents commissions are eliminated, as 


head is reduced to the minimum 
in our plan of operation. 

This excess, together with other re- 
sources of our company, held during the 
period when the improbable but still 
possible unusual demand might occur, 
constitute the necessary invincible mar- 
gin of safety. 

This excess is credited to you at the 
end of each yearly period as a saving on 
your renewal premium; it is credited 
with safety as it has been earned. In 
any old line company there is no such 
credit never made you regardless of the 
experience. 

Therefore our plan combines the de- 
sirable features in all others, plus worth 
while principles exclusively ours and 
fulfills our ideal—to afford the maxi- 
mum in protection and the minimum in 
cost consistent with sound underwriting. 

The only safe rate therefore which is 
fair to the assured and the insurer is a 
rate which is ample to carry the hazard 
involved, and that being accepted as a 
safe basis, it is but a natural sequence 
in the line of thought that those indi- 
vidual risks which produce few or no 
losses shall have returned to them pro- 
portionately that part of their premium 
which has not been exhausted by the 
actual fixed and limited overhead and 
in the settlement of claims. A step fur- 
ther leads us to another obvious conclu- 
that those risks which have pro- 
duced losses in excess of their premium 


sion 


are not entitled to share in the savings. 
Merit Saving Plan 


From this line of reasoning came what 
Mr. Block named the Merit Saving Plan 
and which has now been in effect since 
July 1, 1921. The plan benefits indi- 
vidually the risk which has produced a 
favorable loss experience and denies the 
costly risk any share in the savings or 
earnings. 

With good experience a saving of 20 


percent to 25 percent can be effected the 
first year and in the case of some of our 
longtime policyholders, whose favorable 
loss ratio reaches back over a period 
of years, savings as high as 50 percent 
have been credited. 

For instance: Suppose an average say- 
ing of 20 percent has been shown on all 
the business written for one year. By 
taking into cosideration the actual ex- 
perience of the individual risks this aver- 
age saving is properly distributed where 
it belongs, increasing the amount re- 
turned to the deserving assured and re- 
ducing or eliminating the savings to 
risks which have produced a consistently 
unfavorable loss experience. 

Now we have served the electragists 
faithfully for more than seven years, 
During that time a good part has bene- 
fitted substantially by the reduced cost 
of our insurance and many have not 
only expressed themselves as_ satisfied 
thereby, but have contrasted favorably 
our manner of claims settlements with 
what they have endured elsewhere. 

All this is gratifying, but when we 
estimate the possible saving where elec- 
tragists consistently to take advantage 
of our plan of Merit Saving, we believe 
we are safe in saying that the entire or- 
ganization expense of the association 
could be met annually were it possible 
or practicable to so divert the various 
amounts saved. Repeated efforts to 
work out such a plan have never proven 
feasible, but each electragist, with the 
exception of the very small one, could 
individually save a yearly amount which 
many times pay his annual dues or 
contributions to the Association. 

In all the years that our interests have 
been identified -with the Association of 
Electragists we have used every legiti- 
mate means in our power to serve the 
electragists, and we wish right here to 
express our appreciation of the efforts 
put forth by the executive committze of 
the Association to make this savings and 
service available to your membership. 


Automcobile Insurance 


Early in our career we found it ad- 
visable to provide automobile. insurance 
for our policyholders, and that depart- 
ment has developed to goodly propor- 
tions. The savings plan applies to this 
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coverage also, and we have even found 
it possible to provide a plan for group 
automobile insurance which materially 
reduces the rates to begin with and gives 
the savings also at the end of the year. 
In this way a possible saving of 35 per- 
cent to 40 percent can be effected. 

Just recently we have provided a three 
year automobile policy whereby the sav- 
ings are anticipated in advance, or are 
amortized and become for all practical 
purposes guaranteed. Every advantage 
of the usual automobile policy is re- 
tained, and with the reduced cost under 
the group plan, and the savings antici- 
pated in advance by the three year pol- 
icy, the assured has everything to gain 
and nothing to lose. I shall be glad to 
explain this group and three year pol- 
icy plan in detail to all who are inter- 
ested. 

I have a book which carries on its 
cover the significant words: “They Like 
Us Most Who Know Us Best.” This 
phrase or slogan was suggested by one 
of our longtime policyholders as a fit- 
ting title for the collection of letters of 
congratulation which the book contains, 
and which came to us on the occasion of 
our tenth anniversary, December 1, 
1921. 

Shortly before that time Mr. Block 
came to me asking how we could best 
produce a souvenir to celebrate the a 

1e 


suggestion was made that an announce- 


cess the ten years had _ brought. 
ment to our longtime policyholders 
would bring replies, which when pro- 
duced in book form would rightly repre- 
sent our standing with our assured. 

We expected to get possibly fifty or 
one hundred replies. As a matter of 
fact we got that many almost at once, 
and the number kept increasing until it 
was a task to select those which could 
be included in the size book we finally 
decided on. 

As the book stands it contains not 
only letters from the first electrical con- 
tractor on whom we ever wrote a policy, 
but from the first light plant, the first 
telephone exchange and the first hard- 
ware dealer. These properties are all 
still with us and have shared liberally 
in the almost half a million we have 
saved our patrons. 

The book contains letters from elec- 
trical contractors in all parts of the 
country and the messages of apprecia- 
tion and well wishes they carry confirm 
our belief that “They Like Us Most Who 
Know Us Best.” 

In other words we first sold our plan 
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of insurance to our customers, then we 
kept our promises of savings and gave 
them a claim service that has almost 
invariably held their business ever since. 


Make Your Windows Sell 
How to Do It is the Purpose of a New 
Service Offered Electragists 


A merchant’s windows are his silent 
but highly effective salesmen, working 
for him twenty-four hours a day, three 
hundred and sixty-five days a year, and 
yet how many electrical dealers over- 
look this fact and fail to capitalize on 
the value of their windows. The writer 
of this article a short time ago saw a 
window of an _ electrical 
dealer in a small town in the midwest 


contracto1- 


that is unfortunately only too typical 
of a large number of electrical dealers’ 
windows. 

The window itself was well con- 
structed, floor just the right height, and 
a large expanse of glass front. But 
what did he have in it? A small elec- 
tric motor on a tripod stand, two old- 
time electric grills which had secured a 
permanent divorce from their coating 
of nickelplating, one toaster in the same 
condition, two sheets of flypaper that 
had performed their function excep- 
tionally well, and a one-eighth inch 
covering of dust over the entire floor. 
And yet this man was paying a good 
rental based on the front footage of his 
store, and of which the window took up 
a considerable portion. 





Department stores, and we must ad- 
mit they know how to reach the people 
with their story, place a real tangible 
concrete value on their store windows, 
charging the different departments of 
various prices for the use of 
the windows, an average price being 
from thirty-five dollars to fifty dollars 
a day. Marshall Field of Chicago, in 
addition to the thousands of dollars 
every year spent in newspaper advertis- 
ing are said to spend over $400,000.00 
a year on their windows. John Wana- 
maker and Gimbels in Philadelphia 
and New York are said to spend an- 
nually considerably over one hundred 
thousand dollars each on their windows. 

It is apparent to all that there has 
been a very decided lack of apprecia- 
tion of the value of a well trimmed 
window by the electrical industry at 


the store 


large, especially among the smaller 
dealers. This has been due in a great 
measure to the fact that there never has 
been offered to the dealer an adequate 
window trimming service that was with- 
in the reach of a modest pocketbook. 
Electrical manufacturers have 
several years past been offering the 
dealer their own window trim material 
with the manufacturer’s name or trade 
mark liberally imprinted thereon. This 
material has been given the dealer free 


for 


of charge, and has been used with in- 
different success. 

Appreciating these facts, and realiz- 
ing the need by the dealers of a com- 
prehensive window trimming service at 
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a moderate price, one of the large elec- 
trical manufacturers has recently offer- 
ed to electrical merchants a monthly 
service that has as its fundamental idea 
helping the dealers sell—not only this 
manufacturer’s product, but every line 
of electrical merchandise at a cost with- 
in the reach of any merchant with a 
store that is making some effort to sell 


his goods. 


The service, as illustrated on the pre- 


vious page, consists of: 


(1) A wooden, three-panel, frame with 
the name of the merchant, or any word- 
ing he may designate, painted in gilt 
letters on a panel at the top; (2) three 
handsomely lithographed posters for in- 
sertion in the frame covering some 
general electrical thought or idea, rather 
than the advantages of any specific ap- 
pliance, the subject generally being fhe 
same as the manufacturer’s national ad- 
vertising for that particular month; (3) 
a streamer for putting on the back of the 
window giving the general thought or 
idea of that month’s trim; (4) four cards 
devoted to some particular electric ap- 
pliance not made by the manufacturer 
supplying the service, or some general 
thought or idea such as convenience out- 
lets; (5) two cards devoted to same par- 
ticular Westinghouse appliance; (6) an 
instruction sheet sent out each month 
with the literature described above giv- 
ing four different photographic sugges- 
tions of how the window display material 
might be used to advantage. Thus the 
dealer receives a wooden frame with his 
own name on it making it distinctly his 
own property, ten pieces of lithographed 
window literature each month, and a 
monthly instruction sheet, all at a cost 
of less than the price of a good cigar a 
day. 

A feature of the frame that has met 
with universal approval is the black- 
board background, which enables the 
dealer to convey any message to the 
public by removing any one, or all. of 
the three posters and writing the words 
with chalk or crayon on the cardboard 
back, which is painted with a weather- 
proof black paint making a regular 


blackboard. 


Sells to All Dealers 
service has met 


The 


cordial reception by the trade, and 


with a very 
several hundred have already been sold 
not only to small dealers, but also to 
large central stations who sell electrical 
merchandise. It is the sincere belief of 
its promoters that the service will help 
the dealer sell his wares. The manu- 
facturer believes that by splitting the 
cost of the service with the dealer each 
will be benefitted thereby, the former 
getting more people into his store, with 
consequent increased sales, and the lat- 
with the 
dealer, and eventually more sales of his 


ter effecting a closer tie in 


products. 
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Post Office Lighting 


An opportunity is at hand for elec- 
tragists to install better lighting equip- 
ment in the post offices of their terri- 
tory. This business obviously cannot be 
secured by all but it will prove well 
worth while to those who go after it 
hard enough to get it. 

The office of industrial hygiene and 
sanitation of the public health service 
has submitted a report to the post of- 
fice department recommending the ad- 
option of a standard system of artificial 
illumination in all of the post offices of 
the country. 

The report, based upon elaborate tests 
and surveys made at the request of the 
postmaster general, states that millions 
of dollars will be saved to the govern- 
ment through increased speed in the 
work of postal employes, provided that 
a complete change is made in the work- 
rooms of post offices. 

Post office work depends largely upon 
the use of the eyes, making the matter 
importance. 
In the survey, the office of industrial hy- 
siene made a technical study of two 
typical post offices, one modern and one 
of an older type. Five thousand postal 
employes working in these offices were 
observed under varying conditions of 
illumination. 

A study of the relationship between 
the volume of light and the eye-strain 
on the workers showed figures heavily 
in favor of those employes working in 
the modern office, while speed tests in 
sorting and handling mail showed an 
increase of 4.4 percent under adequate 
lighting. 

Assuming that the same speed increase 
would prevail in all divisions of the post 
office in which the test was made, it is 
estimated in the report that after de- 
ducting the cost of new electric lamps 
and additional current, there would be a 
yearly saving of $109,000 in this one 


of illumination of major 


post office alone. 
Electricity’s Progress 

As an indication of the progress of 
electricity has made in the household 
the following editorial is quoted from 
the Moline, Illinois, Dispatch: 

A few years ago, at any industrial ex- 
position, food show, county fair or other 
place where many people went to see 
what was going one, and where exhib- 
itors talked till they were hoarse ex- 
plaining the wonders of the modern 
world to curious or incurious crowds, 
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what drew most of the women? 
tric washing machines. 

Every exhibit was surrounded with 
women who wanted to know whether 
they would really wash clothes clean, 
and who gasped with astonishment when 
they saw the evidence before them. The 
women also wanted to know what they 
cost, and what it cost to run them, and 
were they dangerous, and everything 
else. Their questions showed vast de. 
sire to be relieved of this heaviest labor, 
but a sort of incredulous 
about the whole matter. 

This day has gone by. The women 
who attend these shows know all about 
washing machines. If they stop at all, 
it is to ask some intelligent question 
about late models, or to discuss with 
their friends the advantages of their 
own over their neighbor’s, or to remark 
that they are going to have one like 
that in a few months—they would have 
had it last year, but hard times you 
know. 

Vacuum cleaners get hardly a look 
of interest. They are too common. 
Even ironing machines are taken for 
granted—the women haven't all got 


Lee. 


ignorance 


them, but they know about them and 


are looking forward to their purchase. 
Dishwashers are now the order of the 
day, and refrigerating machines. Five 
years ago it was a rare woman who 
could be won to believe in a dishwasher. 
Now they linger lovingly to hear the 
man tell, and to ask about cut glass and 
the kitchen pots, and many a woman 
stops to say, “Oh, that’s improved since 
I got mine. Keep house without it? 
Never!” and passes on to the electric 
range and the ice-man-less icebox. 


Ten New Commandments 

The following ten commandments are 
clipped from a recent number of Con- 
tact: 

1. Adopt a definite sales and man- 
agement policy. 

2. Save the wasted hours. 

3. Departmentalize and keep sales 
records. 

1. Have some plan of business solici- 
tation. 

5. Develop and use a mailing list. 

6. Widen the scope of your sales 
efforts 

7. Acquire a reputation for service. 

8. Watch your National advertising 
helps. 

9. Read your business publications 
regularly. ‘ 

10. Install a system of accounting 
and know daily where you stand. 
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Chats on the National Electrical Code 


By Husert S. Wynkoop, M. E. 


Monthly Discussion of National Electrical Code Practices by Well 
Known Authority in Charge of Electrical Inspection, City of New York 


Ground Clamps 

Every once in a while we have to get 
after the ground clamps. Although 
there are established standards covering 
these devices, we find a constant ten- 
dency on the part of some manufac- 
turers to put out a product which is 
just a little less than the standard. The 
following specifications for material 
appears in the Code of Underwriters’ 
Laboratories, Inc.: 


In the construction of ground clamps the 
materials may be copper, cast brass, mal- 
leable iron, or sheet steel, except that parts 
to which soldered connections are made must 
be of copper or brass. Sheet metal clamps, 
if of copper. must have a thickness not less 
than No. 16 B. & S. gauge (0.051 in.) or, if 
of steel, must be hot galvanized and not less 
than No. 16 U. S. gauge (0.0625 in.) in 
thickness. The minimum width of sheet metal 
clamps to be not less than % in. Clamps, 
if made of malleable iron, must be _hot- 
galvanized or sherardized in an acceptable 
manner as a protection against corrosion. 





Gutters in Flasher Boxes 


The Code calls for guttered cutout 
boxes where there are more than four 
circuits and these do not enter opposite 
their respective terminals. Strictly 
speaking, one might under this rule call 
for a gutter in a sign flasher box which 
frequently contains cutout; but the ar- 
rangement of the devices in the box sel- 
dom render it practicable to install a 
gutter. For this reason, if the flasher 
wires are properly cabled, and the taps 
are taken out of the cable directly oppo- 
site the cutout terminals, there seems to 
be no need for requiring the flasher 
box to be classed as a cutout box. 

Connecting Flashes 

It sometimes happens that a flasher is 
designed to care for considerably less 
circuits than the sign is wired for; and 
inspectors permit the circuits to be 
doubled up, thus placing some 2,600 
watts under the protection of one set of 
fuses. This is bad practice. If the 
flasher does not fit the sign layout, an- 
other flasher should be substituted. 


Truck-Type Switches 


It is becoming the practice to em- 
ploy truck-type primary switches in 
transformer vaults, or in a 


compartment adjacent thereto. 


separate 


Where 


such is employed, there is no need for 
any additional disconnecting switch. 


Installing Flat Armored Cable 

With the advent of this new type of 
armored cable, we are beginning to be 
asked whether the cable may not be run 
directly on the face of the lath and 
then plastered in. The cable is about 
seven-sixteenths inch thick, the fittings 
a little over eight-sixteenth, and the 
plaster over the lath about ten-six- 
teenths. Assuming that the plaster over 
the cable will be thick enough to pre- 
vent discoloration striking through if 
the armor rusts slightly, it is difficult 
to see how any inspection department 
can refuse to approve this method of 
installation in view of the second para- 
graph of No. 27d, which reads: 


The lead covering is not to be required 
when the cable is run against brick walls 
or laid in ordinary plaster walls unless same 
are continuously damp. 


With boring or gaining of floor 
beams eliminated, the cost per outlet 
for installing an armored cable job 
ought to be materially reduced, even if 
the flat cable costs more than the round. 


2200 Volt Wiring 

May open wiring at 2,200 volts be em- 
ployed elsewhere than in central sta- 
tions, substations and generator, trans- 
former and motor rooms? No. 44a 
says not. No. 8b says not for motors. 
The only ground for arguing in favor 
of open work is found in No. 20d. This 
last rule relates principally to series 
arc lighting and, by inference, applies 
to any voltage; while the other rules 
cited apply to constant potential sys- 
tems, and specify voltage limitations. 
On the whole, then, it would be proper 
to accept open wiring for series arc 
lighting at a machine voltage of 2,200, 
but wrong to approve it for constant 
potential at 2,200 volts. 


Wires and Conduit Sizes 

Several years ago I prepared a chart 
which enabled results to be arrived at 
by means of shifting a straight-edge. 
This was particularly useful in deter- 
mining what might be done in revamp- 
ing an old installation. For new work, 
however, the specific problem is usually 
to determine what sizes of conduit will 
be required for a given number of 
wires. The following table which may 
be pasted in a copy of the Code, I find 
convenient: 




















40% area | Nominal 

Size Area | of pipe [size of pipe 
0000 strd. d.-b. .581 1227 % 
000 strd, d.-b. = .515 .2074 - % 

00 strd, d.-b. .454 3142 1 

0 strd. d.-b. .396 .4909 1% 

1 strd. d.-b. 342 .7068 1% 

2 strd. d.-b. .251 |] 1.2566 2 

3 strd. d.-b. .229] 1.9635 2% 

4 strd. d.-b. .196]} 2.9635 3 

6 strd. d.-b. .166] 3.8484 3% 

8 sol. sb. .055] 5.0264 4 

10 sol. s.-b. .049] 7.8540 2 

2 eek Sem BEBE cacee : 

14 sol. s-b. 028] ..... 








Multiplying the area of one wire by 
the number of wires of that size; add 
together the areas; compare the totai 
with the 40 percent area of the pipe; 
select the next larger pipe size. For 
example: 2 No. 8 and 1 No. 6: the area 
of 2 No. 8 is .110 and the area of 1 No. 
6 is .166; the combined area is .276; the 
next higher 40 percent area is .3142, 
which is that of 1 inch pipe. 


Electrical Fires in New York City 


I have just been studying in my own 
fashion the electrical fire loss statistics 
of the New York Board of Fire Under- 
writers for 1922. This is what I find: 
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Percent of Percent of 
Classification total fires total losses 
Electric ifoms. .....cccccces 29 58 
Defective splices........... 16 1% 
Motor windings............. 8 1% 
Grounding of conductors in 
le 6 1l 
Short circuits in flexible 
SN a e sagcc cence 4 22 
et SE piickskins saves an 2 1% 
Tinsel or cord in_ contact 
with base of Christmas 
a ee 1 1 
Current following service con- 
duit into building........ 1 % 
Miscellaneous losses, ° each 
classification less than 
I airline pi Gica ox ehmenen 33 3 
100 100 





Out of 26 classifications, only 8 war- 
rant special consideration since these 
constitute 67 percent of the total fires 
(313), involving 97 percent of the total 
loss ($205,883.53). Mr. Forsyth calls 
attention to the fact that $189,746 of the 
loss occurred on work which his office 
had no prior knowledge or which he 
had listed as defective, while only 
$16,134 (8 percent) developed in ap- 
proved equipments 















A. E. I. Executive Committee Meeting 


Two Day Session Last Month Declared as Profitable as It 
Was Interesting by Members From All Parts of the Country 


It was the consensus of opinion on 
the part of all who attended the semi- 
annual Executive Committee meeting of 
the Association of Electragists, Interna- 
tional, last month that it was perhaps 
more successful in many respects than 
any ever held. An atmosphere of enthu- 
siasm prevailed at each session which it 
the 
business progressed until at the close of 


might be said was cumulative as 
the final session everybody had decided 
he would go forth from that meeting 
and do his job as it never had been done 
before. 7 
14 and 15 was held in the Builders‘ 
Trade Club, New York City, instead of 
at Association Headquarters as usual. 
President James R. Strong called the 
meeting to order promptly at ten o’clock 
on the morning of the 14th and the roll 
call showed all members present with 
the exception of the following: L. G. 
Ross, Superior, Wisconsin, Great Lakes 
Division; A. Penn Denton, Kansas City, 
Mo., Central Division; R. A. L. Gray, 
Toronto, Ontario, Eastern Canadian Di- 
vision; and Arthur L. Abbott, St. Paul, 
Minn., representing the Open Shop Sec- 


The two day meeting on March 


tion. 

The chairman appointed Ernest Mc- 
Cleary of Detroit to substitute for Mr. 
Ross and Paul H. Jaehnig of Newark 
in place of Mr. Abbott. Harry G. Hicks 
of Toronto had been asked to substitute 
for Mr. Gray but was prevented from 
attending. Mr. Denton it was announced 
was in attendance at the public hearing 
of the Code in the city, but would be 
present as soon as this meeting was 
over. 

Before adoption of the previous min- 
the 
members and other attendants so that 


utes President Strong introduced 


Several 
the 


all would become acquainted. 
members were in attendance for 
first time. 

The minutes of the previous meeting 
were adopted without reading and the 
chair appointed a nominating commit- 
tee to report next day as follows: W. 
Creighton Peet, New York City, chair- 
man; Joseph A. Fowler, Memphis, and 
Cc. G. 

A referendum of the U. S. Chamber 
of Commerce on the activity of trade as- 
sociations was considered and the com- 
mittee of two composed of Mr. Peet and 


Franz Neilson which ap- 


Carter, Vancouver. 


Cunsel was 
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pointed to act on it and report later, 
brought back a favorable report con- 


cerning the matter. 


A proposal from the Society for Elec- 
trical Development was taken up pro- 


viding greater opportunity 


operation between that body and the 


Association of Electragists which it was 
thought would result in the elimination 


of much unnecessary 


work and routine to both organizations. 
It is proposed as a result of action taken 
at the Cincinnati convention that joint 
solicitation of membership be effected 


so that contractor-dealers in 


their own association may also join the 
S. E. D. at a greatly reduced rate of 


dues and get the benefit of the Society's 
valuable publicity material and assist- 
ance in other ways, which now can be 
. mittee, relating to a minimum house wir. 


secured only by joining it separately 


After careful and thorough discussion 


it was voted to approve the proposal. 
President Strong in the way of a re- 
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for co- 


» broad way to view the development and 


duplication of 


joining 
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port spoke on the work of the Joint Com. 
mittee for Business Development. He 
said that as a member of its executive 
committee he has been not only in close 
touch with its activities since its forma. 
tion but has been in a position in a 


progress of the idea of the organization, 
He summed up his thoughts by saying 
that in his opinion the movement wil] 
benefit the entire industry if truly joint 
work is undertaken and no one organiza. 
tion in the industry is permitted to pre. 
On motion by Mr. McCleary 
it was voted to wholeheartedly support 


dominate. 


the work of the movement as originally 
planned. 

Mr. Strong then read correspondence 
from A. K. Baylor, chairman of | the 
housewiring committee of the Joint Com. 
ing standard. It was pointed out that 
more and more attention is being given 
to the question of wiring and that the 





—Courtesy F. A. Schutz. 
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subject is largely in the hands of contrac- 
tors by reason of their contact with the 
work. A resolution was presented on 
behalf of the wiring committees of the 
National Electric Light Association and 
the Joint Committee designating a mini- 
mum standard of house wiring outlets. 

The subject was thoroughly discuss- 
ed. Frank E. Watts, editor of Electrical 
Record, believed that a minimum of one 
convenience outlet in every room of 
every home should be adopted as a basis 
Mr. Chamblin said 
that in the matter of lighting as well as 
convenience outlets it was a question of 
minimum wattage. Mr. Goodwin of the 
Society for Electrical Development 
stated that viewed from the central sta- 


on which to work. 


tion’s standpoint a convenience outlet is 
a means to an end, and from the contrac- 
tor’s it is usually the end. He advocated 
no minimum but rather a one hundred 
percent standard in order to Do It Elec- 
trically most effectively. 

Mr. Headrick of Denver supported 
Mr. Goodwin’s stand. Mr. Mclntyre 
also of the Society presented the situa- 
tion as he saw it after surveying condi- 
tions throughout the country and he said 
that in no new house that he had inves- 
tigated in certain sections had he found 
less than one convenience outlet per 
toom but on the contrary an average of 
at least three. Mr. Davis believed the 
task is to make all appreciate that ser- 
vice to the public is the most important 
factor involved. Mr. McCleary was of 
the opinion that a definition of the 
meaning of the term “outlet” would 
have to be ascertained before much could 
be done in the matter, and he cited in- 
stances where on account of lack of such 
definition money had been lost to the in- 
dustry. On motion by Mr. Fowler the 
matter was referred to the Trade Policy 
Committee 

Mr. Strong continued his report as 
president and told how as a member of 
the N. E. L. A. executive committee he 
has helped to further the interests of 
electragists in connection with central 
station work. He said that contractor- 
dealer representation on the governing 
body of the N. E. L. A. is a big step 
forward much to 
ordinate the work of both branches of 
the industry. 

At this point the president invited all 
in attendance whether executive com- 
miteemen or not to take luncheon and 
dinner with the group and that both 
meals would be served in an adjoining 
room. He announced that arrange- 
ments had been made for a_ theatre 


and should do co- 
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party that night to see the performance 
at the Hippodrome and that all were 
also cordially invited to attend. 

The first matter to be considered at 
the afternoon session on the 14th was 
‘the bond issue of the Association which 
had been authorized at the last meeting 
of the Committee. Mr. 
Strong announced that the sale had not 


Executive 


met with as full response on the part 
of the membership as had been expected 
and Mr. Davis explained that the reason 
was on account of lack of capital in the 
Mr. McCleary 
suggested that the sale of bonds be not 
restricted to the membership but that 


case of most members. 


it include the other interests in the in- 
dustry, and it was so voted. 

As secretary-treasurer Farquson John- 
son reported that business conditions in 
this branch of the industry had not ma- 
terially changed since his last annual re- 
port when a depression was noted, and 
that any tendency toward improvement 
had been retarded by the railroad and 
coal strikes during the past summer. 

Due to such conditions, he pointed 
out, the average business man continues 
to experience a feeling of uncertainty. 
Even though he may be fairly prosper- 
ous, as many of our members are, he is 
influenced by the prevailing currents of 
unrest that seem to be universal. Nat- 
urally his first thought is of self preser- 
vation. He thinks he must save his 
chance for future success by reducing 
his present expenses. He starts this pro- 
gram of economy by discontinuing his 


advertising. Then he withdraws from 


his trade association, stops paying dues, 


and feels that he has saved his business 
from disaster. 

Mr. Johnson continued: “Since the 
annual convention at Cincinnati last Oc- 
tober, at which time the amended con- 
stitution was adopted, many _resigna- 
tions have been received from members 
who said that they understood the new 
constitution did not recognize them as 
members, so they took occasion to re- 
sign before they were officially dropped. 
By assuring them that this was a mis- 
understanding and explaining that the 
present constitution would bring about 
a closer relationship with all members, 
we were able to hold some of these 
members.” 

The special committee appointed at 
the last meeting to study the recom- 
mendations made by Special Represen- 
tative Laurence W. Davis in his report 
at that time were discussed by Mr. Jaeh- 
nig, chairman.. It had been decided to 
establish a research department under 


9c 
oO 


the title of Department of Promotion 
and Development with Mr. 
charge. 


Davis in 


One of the activities recommended by 
this department was to undertake a cen- 
sus of the membership to determine the 
character of their business. and that such 
designation be put on the membership 
list by symbols such as: “E” represent- 
ing a contractor-dealer with a store; “C” 
a contractor without a retail store: “D” 
a dealer doing no construction work. 
etc. Other specific activities were set 
forth and it was recommended that the 
work he undertaken as soon as the 
finances of the Association would per- 
mit. 

As former special representative and 
manager of the newly created depart- 
ment, Mr. Davis, reported that the work 
under his supervision had progressed 
to an appreciable degree. He advised 
that the two field men, I. O. Whitten 
and Arthur P. Peterson who had been 
employed to cover the New England 
and Central Divisions of the Associa- 
tion respectively had accomplished 
much in their few weeks of endeavor 
and that both were in attendance. 

In travelling over the country Mr. 
Davis said that under the revised con- 
stitution of the Association he had 
found conditions greatly improved. He 
said he had made a test trip just after 
the Cincinnati convention throughout 
the midwest and that while more or less 
misunderstanding prevailed in certain 
localities in regard to different phases 
of the Association’s work there was no 
question that the reorganization had ef- 
fected a decided change for the mem- 
bers’ betterment. 

He commented on the great value of 
features in behalf 
of the members and said that the revised 
Data Book is itself worth 
the cost of membership. 


various Association 
more than 
He outlined 
activities for the future and indicated 
the phases of promotion that are result- 
ing all along the line in Association 
progress. 

Mr. Peterson and Mr. Whitten were 
then asked to speak and the latter pre- 
sented some statistics showing the result 
of his work in the Eastern Division. He 
indicated that his activity had met with 
a good response and he was optimistic 
for the future. Mr. Peterson although 
not having been in the field as long as 
Mr. Whitten gave a most favorable re- 
port which showed that his endeavor in 
the Central Division has been thus far 
successful and would be more satis- 
factory when he had made greater con- 
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tact in the field. Mr. Peterson is in 
charge of the work of compiling the 
Manual of Housewiring. 

As the first of the standing commit- 
tees to report President Strong advised 
as chairman of the Conventions and 
Meetings Committee that plans for the 
1923 convention in Washington already 
had been formulated to a large extent. 
He looked forward to the biggest and 
best convention ever. 

For the Electragists’ Data Book Com- 
mittee, Chairman Fowler reported that 
the proposed changes in this book had 
that 
books were being sent into Headquart- 


been completed and members’ 
ers and exchanged, the obsolete matter 
being eliminated, the new matter insert- 
ed, and all indexed for ready reference. 
He explained the revisions which have 
been made and said that the new wiring 
symbols would be included in the book 
as soon as they have been approved by 
all interests concerned. 

The report of Franz Neilson, counsel, 
touched upon the use of the trademarked 
word Electragist and pointed out what 
a valuable asset it is to the Association. 
He said that no difficulty had been ex- 
perienced in limiting its use to members 
although a number of cases had come 
up where nonmembers were using it but 
that a notification explaining the matter 
‘was all that was necessary to restrain 
those concerns from using it. 

The secretary read a communication 
from Arthur L. Abbott, of St. Paul, 
chairman of the Cost Data Committee, 
tendering his resignation from the Exec- 
utive Committee. Mr. Abbott explained 
that he regretted to take this action but 
on account of the press of business in 
his own organization he felt that he 
could not give the time to the work of 
the Association at the present that 
was required of him. However, as he 
intimated that he would be in a position 
to take up such work in the future it was 
voted that action on his resignation be 
deferred. 

In his report, read by the secretary, 
Mr. Abbott stated that since the last 
meeting the committee had begun work 
en housewiring costs and that forms had 
been sent to members by which they 
could keep such records as are required 
in the compilation of a manual on the 
subject. 

As authorized at the Cincinnati con- 
vention arrangements were made with 
the industrial engineers, Tuttle, Wolf & 
Company, of Minneapolis, to take up 
the work of checking, revising and ex- 
tending the estimating manual Mr. Ab- 
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bott stated in his report that the Man- 
ual of Estimating apparently had been 
received by the membership with con- 
siderable appreciation and that it must 
be filling a definite need in the business. 

The morning session on the second 
day began with a report by Mr. Headrick 
on the commercial section and wiring 
committee meeting of the N. E. L. A. 
held at Denver in January and noted in 
these columns last month. Consider- 
able illuminating discussion resulted on 
the subject of this report. 

A report was then heard from the 
chairman of the Code Committee, A. 
Penn Denton. The principal activity 
since the last meeting was completing 
the Code revision work which had caused 
Mr. Denton to carry on a large amount 
of correspondence with the membership 
as well as getting in touch personally 
with many and concerns in- 
volved. He came fresh from attending 
the public hearing on the Code and gave 
the meeting the benefit of his attendance 
at this hearing. 

In the absence of Mr. Gray, the sec- 
retary reported on the Publication Com- 
mittee and it was pointed out that a 
growing interest is being shown in the 
trademarked word Electragist. Several 
letters were read from contractor-deal- 
ers in various parts of the country who 
did not know about it but wanted fur- 
ther information as a result of recent 
articles appearing in the press. 

The secretary also reported for the 
Standardization Committee. Mr. John- 
son announced that the new wiring sym- 
bols which have been in course of prepa- 
ration are now in the hands of a sub- 
committee of the sectional committee of 
the American Engineering Standards 
Committee and that they would soon be 
considered for final approval. He 
stated that he had acted as secretary of 
the subcommittee since its formation. 

Other committee reports were as fol- 
lows: Liability Insurance, chairman, 
Joseph A. Fowler, U. S. Chamber of 
Commerce, chairman, L. K. Comstock; 
and Trade Policy, covering manufac- 
turers, central stations, jobbers and 
merchandising, chairman, W. Creighton 
Peet. 

The report of the nominating com- 
mittee made by Chairman Peet renomi- 
nated Mr. Strong for president and the 


interests 


Executive Committee members as shown 
on the Association staff page in another 
part of this The report 
heartily approved and in accepting once 
more the presidency Mr. Strong stated 
that he deeply appreciated the honor of 


issue. was 
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being re-elected but that on account of 
pressing personal affairs he did it re. 
luctantly and on the condition that he 
be relieved at any time during the term 
if he finds it impossible to continue the 
work. Announcement of Mr. Strong’s 
re-election was warmly acknowledged. 

Immediately after the reelection Presi- 
dent Strong announced that a trip had 
been proposed to be undertaken by the 
president and Mr. Davis which would be 
nationwide. This is given in detail else. 
where in these pages. 

The remainder of the final session 
was given over to open forum discussion 
which was participated in principally 
by J. Walter Collins of Chicago, Mr. 
Goodwin, Mr. Watts and members of the 
Executive Committee including Mr. 
Headrick, Mr. Carter and Mr. Chamblin. 

A complete report of the proceedings 
of this meeting is in the hands of the 
printer as this issue goes to press and 
will be sent from Association Head- 
quarters to all members at the earliest 
possible date. 

Out of town visitors included Fred B. 
Adam of St. Louis and J. Walter Col- 
lins of Chicago, while the following 
were numbered as visitors from New 
York: O. H. Caldwell and Arthur E. 
Towne, Electrical Merchandising; Frank 
E. Watts, Electrical Record; Wm. L. 
Goodwin and K. A. McIntyre, The So- 
ciety for Electrical Development, and 
J. S. Tritle and S. A. Chase, Westing- 


house Electric and Manufacturing Co. 


Division Meetings Planned 


Electragist Officials to Take Nationwide 
Trip During Summer 


At the Executive Committee meeting 
of the Association of Electragists held 
in New York City on March 14-15 a 
transcontinental trip was planned to be 
undertaken by James R. Strong and 
Laurence W. Davis, president and di- 
rector of promotion and development 
respectively of that organization. The 
object of this trip, which will begin 
about the middle of June and end some- 
time in August, is to hold Divisional 
meetings of the membership. 

This is another splendid activity re- 
sulting from the revised constitution ad- 
opted at the last annual convention of 
the Association in Cincinnati. It will 
be noted that one of the first changes to 
be made in that document proposed “To 
arrange for and promote meetines of 
electragists in the various sections of the 
country. Such meetings to be arranged 
to cover any given territory that is easy 
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of access from the point where the meet- 
ing is held.” 

It is felt that with only one annual 
convention of the Association a large 
part of the membership is unable to at- 
tend for the reason that expense of at- 
tending is often prohibitive, and other 
engagements conflict, to say nothing of 
the factor of time involved in the case 
of those whose business is in another 
part of the country from where the con- 
vention is held. All members should be 
able to attend at least one meeting of the 
Association a year if Divisional meet- 
ings are held, especially in view of the 
increased number of Divisions provided 
for under the amended constitution. 

While it is understood that the Divi- 
sional meetings to be held this year are 
included in the schedule of President 
Strong and Director Davis, a plan is 
now being worked out whereby such 
meetings will become regular features 
in the future. They will of course be 
under the direction of, and arranged by, 
the Association Headquarters. 

In those Divisions where Association 
representatives are at work the meetings 
will serve to stimulate and promote in- 
terest in the Association and thus help 
the representatives’ effort along those 
lines. In Massachusetts, for instance. 
where the first meeting is planned in 
Pittsfield for the Eastern Division, that 
Division’s representative, L. O. Whitten, 
will assist in the conduct of the meeting. 

It will be seen from the itinerary fol- 
Jowing that a number of meetings are 
scheduled in addition to those desig- 
nated as Divisional. Such meetings will 
be held at those points enroute which are 
perhaps almost as important as the Di- 
visional meeting places from an Asso- 
ciation standpoint and in which most 
worthwhile work can be done. 


In Chicago the Headquarters officers 
will be joined by Arthur P. Peterson, 
the representative of the Central Divi- 
sion, who will accompany them to Den- 
wer. Here he will stop and go back 
over the course just traveled, visiting in 
addition to others, each city where a 
meeting has been held in order to carry 
on a follow up work. Mr. Davis will 
leave Mr. Strong at Vancouver and do 
similar follow up work back to Denver. 

From Vancouver Mr. Strong will make 
the trip back east, holding meetings in 
the Canadian cities as noted until the 
schedule brings him to the Twin Cities, 
Minneapolis and St. Paul, where the of- 
ficial journey ends. 

Contractor-dealers whether members 
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of the Association or not are urged to 
attend these meetings as the business to 
be taken up will be for their sole bene- 
fit. 

It is expected that much good will 
come from such a transcontinental trip 
being made at this time by Mr. Strong 
and Mr. Davis. In some quarters in the 
past the membership of the Association 
has shown a lack of appreciation and 
understanding of the organization’s work 
and through such divisional meetings a 
way is seen to overcome this feeling and 
‘develop in its place a distinct spirit of 
goodwill. The trip was decided upon 
immediately after Mr. Strong’s reelec- 
tion to the presidency. A tentative 
itinerary is as follows: 

Pittsfield, Mass.—Here the first meet- 
ing of the Eastern Division will be held 
on June 14. States included are: New 
England States, New York, New Jersey, 
Pennsylvania, Delaware, Maryland, and 
District of Columbia. Luncheon and 
dinner are scheduled. The New York 
State Association also hopes to be able to 
hold its semiannual meeting in this place 
at the same time and in conjunction with 
the Divisional meeting. 

Chicago.—On July 12 an afternoon 
meeting including luncheon and dinner 
will take place in Chicago of the Great 
Lakes Division. These states are in this 
Division: Michigan, Ohio, Indiana, - II- 
linois and Wisconsin. 

Omaha.—The party will arrive in 
Omaha for a dinner meeting of the Cen- 
tral Division on July 13. States in- 
cluded: Minnesota, Iowa, Missouri, Kan- 
sas, Nebraska, North Dakota and South 
Dakota. 

Denver.—On July 16 electragists of 
the Mountain Division will gather in 
Denver to hear the Association officials. 
Luncheon and dinner will be served. 
Here are the Mountain Division States: 
Idaho, Montana, Wyoming, Utah, Colo- 
rado and New Mexico. 

Salt Lake City—A dinner meeting 
will be held in Salt Lake City on July 
18. On the following morning the of- 
ficials leave for Los Angeles. 

Los Angeles.—A dinner meeting will 
be held here on July 20, the party leav- 
ing the following morning for the next 
stop. Contractor-dealers who attend the 
meeting in Los Angeles will be repre- 
sentative of the southern half of the Pa- 
cafic Division. 

San Francisco.—Here it is expected a 
rousing all day meeting will take place 
on July 23 by reason of the numerous 
contractor-dealers located in this terri- 
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tory, which also is in the Pacific Divi- 
sion. 

Portland—From San Francisco the 
party will go to Portland where another 
all day meeting will be held on July 
25. A large number of contractor-deal- 
ers of the Pacific Division north will 
probably be in attendance. 

Seattle—Leaving Pertland on the 
morning of July 26 the party intends 
to arrive in Seattle in time for a dinner 
meeting on the same day, and all of the 
northern part of the Pacific Division who 
cannot attend the meeting in Portland 
are urged te be at this one. 

Vancouver.—On July 27 the party is 
expected to arrive in Vancouver in time 
for a luncheon and afternoon meeting. 
This will be known as the Western Cana- 
dian Division convention, but contrac- 
tor-dealers in provinces outside of Van- 
couver may find it more convenient to 
attend the meetings following in Canada. 

Calgary.—Arriving at Calgary on 
July 30, a dinner meeting will be held, 
after which departure will be made for 
Moose Jaw. 

Moose Jaw.—A dinner meeting will 
be held at Moose Jaw on July 31. 

Regina.—On the following day, 
August 1, a luncheon meeting will take 
place at Regina, and then the party will 
depart for the Twin Cities. 

Minneapolis. — Either a_ luncheon 
meeting will be held in Minneapolis on 
August 2 or a dinner meeting on the day 
following. 

St. Paul—On August 3 a dinner meet- 
ing will be held in St. Paul where the 
trip will officially end. 


Code Changes Adopted 


Following a public hearing conducted 
by the Electrical Committee of the Na- 
tional Fire Protection Association on 
Monday, March 12, at the rooms of the 
New York Board of Fire Underwriters, 
the committee held closed sessions on 
March 13 and 14 and determined to 
recommend to the National Fire Protec- 
tion Association for adoption proposed 
amendments to the National Electrical 
Code, a new edition of which is to be 
printed during the coming summer. 

With a few important modifications 
the changes adopted are substantially 
those printed in the bulletin which was 
issued well in advance of the public 
hearing. 

The proposal to require an approved 
weatherproof or rubber insulating cov- 
ering for line wires operating at a volt- 
age less than 500 was voted down. 
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The proposal to require barriers be- 
tween electric meters and gas meters 
was not adopted. 

The proposed third paragraph of No. 
15-A-j was modified to read as follows: 

“Where the secondary system is 
crounded at the service, the equip- 
ment, conduit, armored _ cable, 
metal raceways and the like may, 
by special permission of the in- 
spection department having juris- 
diction, be connected to the circuit 
grounding conductor, but other- 

wise shall have a separate ground- 

ing conductor of its own.” 

No. 15-A-n first paragraph is to be 
altered to conform to the above require- 
ment; and the proposed new sentence 
in the 5th paragraph of No. 15-A-n is to 
be dropped. 

The wrapping and soldering of wires 
to form a ground connection is not to 
be absolutely prohibited. 

The proposed requirement of a deep 
outlet 


changed to a recommendation. 


box on side walls has _ been 

The requirements for outdoor anten- 
nae have been modified in such a way as 
to require proper clearance and sub- 
stantial construction but not to pro- 
hibit these wires from crossing over or 
under electric light or power wires, as 


was originally proposed. 


Association Features 
Reports at Association Headquarters 
indicate a splendid response on the part 
Association fea- 


of members to recent 


tures which have been issued. The new 
etched brass membership sign is highly 
regarded and is being prominently dis- 
played in members’ offices and stores. 
The license authorizing the use by mem- 
bers of the term electragist has also met 
with enthusiastic approval and this to- 
gether with the sheet explaining the 
meaning of the trademarked word has 
been framed and hung in a conspicu- 
ous place. 

Orders have been rapidly filled for 
large quantities of the folder for dis- 
tribution to the public explaining the 
meaning of the trademarked word. 
These folders are of a convenient size 
to insert in a small mailing envelope 
and space has been left on the back for 
the member’s imprint. They are sent 
postpaid from Headquarters at the fol- 
lowing prices: 250 for $1.00; 500 for 
$1.50; 1,000 for $2.50, and 2,000 for 
$4.50. 

A beautiful window 
sign of the Association emblem setting 


decalcomania 
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forth an electragist’s service is now be- 
ing prepared and will soon be issued to 
This is lithographed 
in three colors and when placed promi- 


the membershp. 


nently on the office door or window front 
will identify members as nothing else 
can. 

If there be any electragists who per- 
chance do not know about these Asso- 
ciation features, or having a knowledge 
of them do not appreciate their value 
and applicability, let them by all means 
with Head- 
quarters and be fully informed. 


get in touch Association 


New York State Meeting 
Discuss Plans for Increasing Activities in 
Future 


Something in the nature of a surprise 
party was given members of the Ex- 


ecutive Committee of the New York 
State Association of Electrical Con- 
tractor Dealers on February 28 when 


they met in New York City to hold 
their midwinter meeting. At noon on 
the same date was held the regular 
monthly luncheon meeting of the New 
York Electrical League, and provision 
had been made for entertaining the 
Executive Committee members as guests 
of the League. 

The speaker was John W. Lieb, vice 
president of the New York Edison Com- 
His subject was “The Electri- 
cal Industry and the Coal Situation.” 


pany. 


In introducing the speaker, President 
Walter Neumuller called 


the many celebrities at the speaker’s 


attention to 


table, a most representative gathering 
the various branches of the 
These included 
President James R. Strong of the Elec- 
tragists, President Frank W. Smith of 
the N. E. L. A., and the three past presi- 
dents of the League, James M. Wake- 
man, Arthur Williams, and James R. 
Pollock. 

Mr. Lieb brought out many interest- 
ing points in his address, proving that 
the power companies have 
through some strenuous times in en- 
deavoring to provide sufficient coal to 
supply the public with light, heat, and 
But as he said, it was their 
duty to look out for the interests of 
the public, although that fact is not 
always appreciated by those who re- 
ceive the benefits. 

The statistics submitted by Mr. Lieb 
in relation to the consumption of coal 


from all 


electrical industry. 


passed 


power. 


by the central stations were enlighten- 


ing, and his address was _ interesting 


throughout and well received. 
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After the League luncheon, Chairman 
Mott called the annual meeting of the 
State Executive Committee in a meet- 
There 
were present the following members: 
F. A. Mott of Rochester; M. H. John- 
son, Utica: R. Wahle, Buffalo; J. F. 
Burns, Schenectady; A. Lyness, Albany; 
C. C. Miller, Oneonta; A. Lincoln Bush, 
New York City, and Hugo Tollner, 
Brooklyn. 

James R. 
Association of 
tional, and 
tary-treasurer of that association, were 


ing room of the Hotel Astor. 


Strong, president of the 
Electragists—Interna- 
Farquson Johnson, secre- 


also present. 

Mr. Bush, who was appointed tempo- 
rary secretary, reported the prepara- 
tions made by him as chairman of ar- 
rangements for the Executive committee 
meeting and also the Get Together Din- 
ner to be held at 7 p. m. in the Yacht 
Room of the Astor. 

The chairman in a very able manner 
set forth his ideas as to the functions of 
the State Association for the ensuing 
vear, patterned after his recommenda- 
tions made at Buffalo, New York, in 
July, 1921. All Executive Committee- 
men signified their willingness to sup- 
port Mr. Mott’s proposed plans. 

Mr. Bush stated that the Independent- 
Association Electrical Contractor-Deal- 
ers. which he represented, had by vir- 
tue of the amendments to their by-laws, 
agreed to support the State Association 
by paying three dollars per capita per 
vear for its members for membership 
in the State Association. All 
members of the Executive Committee, 
with the exception of Mr. Lyness, ad- 
vised that the district they represented 
would support the proposed plan and 
Mr. Lyness stated that he would use 
his best efforts to get the Albany Dis- 
trict, which he represented, in line. 


other 


After considerable discussion, it was 
regularly moved by M. H. Johnson and 
seconded by Mr. Wahle, that the pres- 
ent officers and committees be contin- 
ued in office until the next annual meet- 
ing and that the chairman be empow- 
ered to appoint a permanent secretary 
for the Association, which was carried. 

On a motion by Mr. Bush and sec- 
onded by Mr. Wahle, it was voted that 
the dues be three dollars per year in 
advance. 

On motion by Mr. Tollner and sec- 
onded by Mr. Johnson, it was regular- 
ly moved that the secretary be paid 
fifty cents per member on collected 
dues, this compensation to be paid to 
the secretary quarterly. Carried. 
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On motion by Mr. Tollner and sec- 
onded by Mr. Johnson, it was regular- 
ly moved that the annual meeting be 
held between June Ist and November 
Ist, the place to be the same as that 
where the Division meeting of the In- 
ternational Association will be held in 
Pittsfield, Mass., for the year 1923, the 
time to be the day following the Di- 
vision meeting. Carried. 

On motion by Mr. Lyness and sec- 
onded by Mr. Wahle, it was regularly 
moved that the regular meeting of the 
Executive Committee shall be held once 
a year at the time of the annual meet- 
ing. Carried. 

On motion by Mr. Miller and sec- 
onded by Mr. Wahle. it was regularly 
moved that we strike out from the by- 
laws that clause with reference to the 
printing and distribution of complete 
minutes of the annual meeting. Car- 
ried. 

On motion by Mr. Miller and second- 
ed by Mr. Wahle, it regularly 
moved that extracts of the minutes of 
the annual meeting be sent to the mem- 


was 


bers of the Executive Committee. 

On motion by Mr. Tollner and sec- 
onded by Mr. Lyness, it was regularly 
moved that the entrance fee be waived. 
Carried. 

On motion by Mr. and sec- 
onded by Mr. Miller, it was regularly 
moved that constitution and bylaws 


Burns 


committee be appointed consisting of 
Messrs. Strong and Johnson of the As- 
sociation of Electragists—International 
and Bush of the State 
the purpose of revising the bylaws in 


Association for 


accordance with the motions made and 


carried at this meeting and to present 


said revised constitution and bylaws at 
the next annual meeting for adoption. 
Carried. 

At the dinner meeting held in the 
Yacht Room of the Astor, Chairman 
Mott again outlined his ideas of a state 
organization. He said he had long 
advocated the very changes that have 
already taken place in the A. E. [., and 
that he believed direct contact between 
the local and parent body will bring 
the best results for 
bers. 


individual mem- 

“But at the same time,” he said, “we 
should have a strong state organization 
for the purpose of taking up state leg- 
islation and to promote harmony and 
good fellowship. The state association 
is very much alive in that respect as 
was evidenced by the splendid annual 
convention held at Mayor Miller's city 
of Oneonta last June.” 
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Mr. Mott’s sentiments were endorsed 
by other speakers who followed him, 
including President James R. Strong 
of the Association of Electragists, Wm. 
L. Goodwin of the Society for Electri- 
cal Development, Frank E. Watts of the 
Electrical Record. and others. 


Your Help Needed 


The proposed Manual on Residence 
Wiring will be a great asset to those 
members this 
A preliminary 
issue of this Manual will be sent mem- 


who are interested in 


phase of our business. 


bers as soon as sufficient data is avail- 
able. Following this will be an in- 
terim report and by fall it is hoped 
that the data issued will have been care- 
fully checked and additional informa- 
tion received so that the complete Man- 
ual can be published. 

In order that the data collected may 
be readily comparable special forms 
have been prepared and are available 
to members without cost. These may 
be obtained from Headquarters or from 
Field Representative Arthur P. Peterson, 
who is in charge of this work under the 
supervision of the Cost Data Commit- 
tee. is 5010 Third 
Avenue South, Minneapolis, Minnesota. 
A special bulletin explaining the use 
of these will 


His new address 


forms accompany those 
sent you. 

Are you helping to make this valu- 
able addition to the Electragist Data 
Book possible? Each member should 
keep record of at 
three house wiring jobs. 


arrange to least 
Some electra- 
gists, recognizing the tremendous im- 
portance of the forthcoming manual in 
their own work, have agreed to record 
at least ten jobs. 


Results of El Paso Home 

The home electric exhibition which 
closed recently in El Paso, Texas, re- 
sulted in the largest merchandise and 
appliance sales ever recorded in the his- 
tory of the electrical industry in that 
city, according to the report of the El 
Paso Electric Codoperative Association, 
under whose auspices the show was held. 

Sales included some of the larger ap- 
pliances such as refrigerators. and elec- 
tric addition the contrac- 
tors of the city have felt an increase in 
business, one firm having received a 


ranges. In 


contract to wire four houses in the same 
manner as the one shown. 

A total of 10,982 people visited the 
house, which is a good percentage of 
El Paso’s population of 80,000, sixty 


39 


percent of whom are Mexicans. Based 
on the attendance and total cost of ad- 
vertising, the home was displayed at a 
cost to the Association of approximately 
two and one-fourth cents per visitor. 


Penn State Meets 


The eleventh annual meeting of the 
Pennsylvania State Association was held 
at Lancaster, Pa., on February 28th with 
eighty-two electragists and representa- 
tives of other interests in attendance. 

A get together howdy luncheon at the 
Hotel Brunswick, addressed by Mayor 
Frank Musser and Isadore Rosenthal, an 
eloquent Lancaster attorney, opened the 
convention, and a dinner at the Stevens 
House enlivened with good spirits and 
entertained by humorous stories by Bob 
Cunningham of Philadelphia and a very 
witty address by Professor Frederick H. 
Gaige of the Millersville Normal School, 
were the entertainment features pro- 
vided by the local committee under the 
direction of Paul Eshelman. 

The afternoon session was devoted to 
an Electrical Open Forum, and besides 
formal reports from State Chairman R. 
W. Keck, who presided, and Secretary 
M. G. Sellers, reports were heard from 
each of the districts represented as to 
business conditions throughout the state 

The special committee on a proposed 
state licensing bill advised against pre- 
senting the bill before the present legis- 
lature, and their recommendation was 
adopted and the committee continued. 
Various other bills now pending which 
might affect the interests of contractors 
or other electrical bodies were discussed 
and referred to the legislative commit- 
tee. Changes in the state association 
constitution and bylaws were adopted 
to make it conform to the plan in effect 
by the A. E. I., and the title of the for- 
mer state chairman was changed to 
president. 

A short talk was made by Arthur E. 
Towne, of the editorial staff of Flectri- 
cal Merchandising on trade organiza- 
tions with a brief history of the develop- 
ment of the Pennsylvania State Hard- 
ware Dealers’ Association from a few 
hundred members to over two thousand 
members. 

Laurence W. Davis, director of pro- 
motion and development for the Asso- 
ciation of Electragists, gave a talk cov- 
ering the big program of activities of 
the A. E. I. under way for 1923, and 
described the value and simplicity of 
the new Manual of Estimating issued by 


the Association. Mr. Davis used charts 
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in his talk on which were shown a pro- 
posed job of wiring a 6-story depart- 
>, and his audience was sup- 
plied with copies of the Manual and 
labor costs as his explana- 
tion carried them through the various 
steps of estimating. This method of ex- 
plaining the Manual brought many fav- 
orable comments on the value of the 
Manual in improving labor estimating. 

The following officers and executive 
committeemen were elected for the en- 
suing year: R. W. Keck, Allentown, 
president; A. M. Cover, Pittsburgh, vice 
president; M. G. Sellers, secretary-treas- 
urer: John E. Hess, Lancaster; W. T. 
Brown, Jr., Philadelphia; Fred R. 
Smith, Scranton; A. S. Prior, Williams- 
port, and John S. Musser, Harrisburg. 


ment store 


figured the 


Washington League Formed 
An electric league was formed in 
Washington, D. C., on February 23 
which will bring together the public 
utilities, contractors, dealers, jobbers, 
engineers, manufacturers’ agents and 
representatives, and others who are en- 
gaged in electrical work of that city. 
According to H. P. Foley, who heads 
his own company in the nation’s capital, 
the constitution and bylaws that were 
drawn up and adopted will permit of at 
least two hundred members. It is 
thought that such an organization will 
do much to uplift the electrical indus- 
try in the vicinity. F. T. Shull was 
elected temporary chairman, and George 
Colbeck, secretary and treasurer. 


Lehigh Valley Show 

The second annual Lehigh Valley 
Electrical Show will be held in the Man- 
hattan Auditorium, Allentown, Pa., 
from April 3rd to 7th. All activities 
will be under the direction of the Le- 
high Valley Association of Electrical 
Contractors and Dealers. 

R. W. Keck of Allentown, chairman 
of the committee on booths and exhibi- 
tions, states that the show this year will 
be even a bigger and better one than 
was staged last year under the same 
auspices and at about the same time. 
Bob is confident that the show this year 
will prove a wonderful success every day 
in every way, and in a letter to Asso- 
ciation Headquarters he invited the New 
York boys to be in attendance as many 
days as possible. 

The officers and committee chairmen 
President, 
Litzenberger, Catasauqua: vice 


of the show are as follows: 


W. iI. 
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president, R. J. Morrison, Bethlehem; 
business manager, E. H. Odenheimer, 
Allentown; chairman advertising and 
publicity, E. W. Weaver; chairman, 
booths and exhibitions, R. W. Keck; 
chairman interior decoratons, A. Haus- 
man, and chairman entertainment, P. 
C. Odenheimer, Allentown. 


Electric Dinner Served 


Los Angeles Domestic Science Teachers 


Enjoy Novel Party 


Three hundred teachers of domestic 
the Los 


schools on the night of February 27 
were the dinner guests of the California 
electrical industries in connection with 
the codperative industries’ educational 
campaign in promotion of the use of 
electrical appliances in home cookery. 

The dinner, most appropriately, was 
held in the home economices department 
of the Evening Express building where 
a most comprehensive display of elec- 
trical appliances is on exhibition. 

Inspection of this exhibit, comprising 
everything electric from a waffle iron to 
the most elaborately equipped stove, 
with automatic time control and oven 
temperature adjustment, was one of the 
most interesting features of the even- 
ing’s entertainment. 

Mrs. Kate Brew Vaughn. director of 
the newspaper's home economics de- 
partment, was the hostess, and served 
a dinner in which baked Virginia ham, 
sweet potatoes and green peas were the 
principal items. 

The dinner was electrically cooked 
in the model kitchen over which Mrs. 
Vaughn presides and was of itself evi- 
dence of the efficiency with which culin- 
ary work in the modern home may be 


science in Angeles 


public 


performed. 

K. E. Van Kuran, president of the 
Los Angeles Electrical Club, and vice 
president of the California Codperative 
Electrical Campaign, was toastmaster. 

The principal speakers were: E. F. 
Scattergood, chief electrical engineer of 
the bureau of power and light of Los 
Angeles, who spoke on the “Electrical 
Future of Los Angeles”; R. L. Eltring- 
ham, who had for his subject “The Elec- 
trical Home of Today and Tomorrow” ; 
Mrs. Kate Vaughn; Milton 
Henoch, heating appliance specialist of 


Brew 


the Westinghouse Company, and Miss 
B. E. Galvin, home appliance specialist 
of the Edison Electric Appliance Com- 
pany, the latter two speakers devoting 
their attention to “The Art of Cooking— 
Electrically.” 
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New England Group Action 


Contact Committee Formed Through 
Which All Interests Are Reached 


Joint action on the part of New Eng. 
land interests was definitely established 
through the formation of a Contact 
Committee which resulted from an exec. 
utive committee meeting of the New Eng. 
land Division of the National Electric 
Light Association. Members represent- 
ing the respective branches are: F. §. 
Price, jobbers, chairman; A. J. Hixon, 
contractor-dealers; C. B. Burleigh, man. 
ufacturers: F. A. Belden, central sta- 
tions, and C. E. Greenwood, Joint Com. 
mittee for Business Development. 


This is the result of plans of the 
Joint Committee for Business Develop.- 
ment to further codperative work in all 
parts of the country through the best 
method of procedure that local interests 
see fit to adopt. It is expected that the 
work of the Contact Committee will es- 
tablish local committees throughout the 
territory which in deciding the next de. 
velopment step to be taken will mean 
the creation of a permanent local com- 
mittee, a luncheon club, or a_ local 
league. 

Letters were sent by Chairman Price 
to all members of each branch includ- 
ing Class A members of the N. E. L. A., 
nonmember central stations, municipal 
plants, jobbers, jobbers’ salesmen, man- 
ufacturers, in addition to contractor- 
dealers, setting forth the plan of the 
Contact Committee and soliciting the 
close codperation of all. The letter to 
contractor dealers follows in part: 

In the electrical industry business 
development is not a new movement. In’ 
a national way part of the industry's 
development program has been carried 
on for years by The Society for Elec- 
trical Development but the very neces- 
sary local link has been largely lack- 
ing- This local link is now being sup- 
plied in the form of local leagues. 
Many of these local leagues have been 
functioning successfully for several 
years. It is not intended to nationally 
attempt the direction of campaigns and 
efforts, but rather to urge each local 
section to formulate its own plans and 
to accomplish the desired result—more 
complete electrical development—in its 
own way. 

Hence the formation of the New Eng- 
land Contact Committee. This com- 
mittee is planning to direct its efforts 
toward securing the establishment of 
active local committees throughout New 
England. Such local committees, after 
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study of their own local conditions, are 
to determine upon their next step in this 
development movement—whether it be 
the creation of a permanent local com- 
mittee, a luncheon club, or a local 
league. 

A letter has been sent to the cen- 
tral station mangement in your city 
urging it to nominate a man to study 
this question, to confer with representa- 
tives from the other branches of the in- 
dustry in your community, and to get 
started a local committee along the 
lines outlined above. This letter is 
written for your information and to re- 
quest your personal codperation in se- 
curing the formation of your local com- 
mittee. 

Through the Society for Electrical 
Development necessary facilities are 
provided by way of literature, informa- 
tion and other helps to aid in preparing 
plans and then in carrying them out. 
The ultimate goal of course is to bring 
into being in the larger communities 
electric leagues or clubs and in the 
smaller communities at least a local 
contact committee, each with a useful 
program aimed to promote the main 
object. 

When you come to the point of 
organizing an electric league or of meet- 
ing to discuss the advisability of such a 
move, the chairman of the New England 
Contact Committee can upon request ar- 
range for a representative of the Con- 
tact Committee or of The Society for 
Electrical Development to assist by 
sitting in with the local committee at 
the proper time, giving information 
covering formation and operation of a 
league, together with methods used and 
results obtained in other sections of the 
country. 

The Contact Committee feels that 
plans should proceed not hastily but 
surely. We therefore request that you 
confer with the other contractors and 
dealers in your community and then 
with the central station management to 
the end that an active local committee 
may be set to work as soon as possible. 





Jones As State Architect 


Sullivan W. Jones, formerly editor 
of this magazine as the ELECTRICAL 
Conrractor-DEALER, has been ap- 
pointed by Governor Smith as state 
Architect of New York. His duties in 


this capacity were taken up on March 
1, and he succeeds Louis F-. Pilcher of 
Brooklyn. 

Readers of the National Electragist 
announcement and 


will welcome this 
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will wish him every success in such an 
important undertaking. It is thought 
that the governor was particularly in- 
fluenced in his decision on account of 
the fact that Mr. Jones was the designer 
of the State Educational Building in the 
state capital which is noted for its 
beauty and reasonable cost of construc- 
tion. 

Mr. Jones was graduated from the 
Massachusetts Institute of Technology 
in 1900. He was formerly a member 
of the architectural firm of Palmer, 
Hornbostel & Jones. Among the im- 
portant buildings designed by this com- 
pany are the Carnegie Institute of 
Technology in Pittsburgh, the City and 
County Building in Pittsburgh, several 
Northwestern University buildings at 
Evanston, Ill.; the City and County 
Building in Wilmington, Del., and the 
Queensborough Bridge in New York 
City. 

Mr. Jones is technical director of the 
American Institute of Architects’ com- 
mittee on structural service. He has 
been engaged in examining building ma- 
terials and advising architects through- 
out the country. He is an expert on 
building materials, contracts and speci- 
fications for buildings. 

He is a member of the Architectural 
League and of the New York Chapter 
of the American Institute of Architects. 
He is also a member of the central com- 
mittee on lumber standards and of the 
board of governors of the American 
Construction Council. 


New Officers Elected 


The newly elected officers of the 
Wisconsin State Association of Electra- 
gists are as follows: L. G. Ross, 
Superior, chairman; H. M. Northrup, 
Milwaukee, secretary; and J. L. Acker, 
Sheboygan, treasurer. The members 
of the executive committee are: J. P. 
Josephson, Kenosha; L. W. Burch, 
Madison; C. L. Kehl, Green Bay; 
George Spiegel, Clintonville; and A. C. 
Froderman, Milwaukee; in addition to 
the officers. 


On South American Vacation 
C. C. Bohn of New York City elec- 


tragist fame it is announced is enjoying 
an extended vacation in South American 
territory. He is accompanied by his 
wife who has been advised to take such 
a trip for her health. 

Mr. Bohn is well known in New York 
City electrical circles and is highly 
esteemed for having carried on such a 
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successful contractor-dealer business for 
many years. His company is a member 
of the National Association of long 
standing and he has been intimately 
associated with the work of that body 
since affiliating with it. 


At New Location 

The L. F. Myers Electric Shop, 
formerly at 120 East ‘Market Street. 
Warsaw, Indiana, is now located at 203 
West Center Street, that city, next to 
the gas utility company. As a progres- 
sive electragist this move is made in the 
interests of better store arrangement 
which will result in better customer 
service. A prominent notice and an- 
nouncement was made of this change of 
location in the local newspapers sug- 
gesting the reliabiliy of the company 
and urging readers to shop at its new 
store. 


Electric Home in Pawtucket 


Plans Formulated at Rousing Get Together 
Meeting of R. I. League 


On February 28 the Rhode Island 
Electrical League held a meeting in the 
club rooms of the Blackstone Valley 
Gas and Electric Company, Pawtucket. 
R. 1., for the purpose of stimulating 
interest among the Pawtucket contrac- 
tors and dealers in the electric home, the 
second one to be conducted by the 
League, projected for the latier part of 
this month. This meeting was very well 
attended and argured well for the suc- 
cess of the home. 

H. E. Dawson, of the 
League, presided and introduced the 
first speaker, J. E. Bullard as a man 
who had written much on the subject of 
cooperation and would tell those pres- 
ent of the importance of codprating. 

Calling attention to the great change 
that has been taking place in marketing 
conditions during the past seventy years. 
Mr. Bullard explained that until within 
recent years demand has exceeded sup- 
ply. It has been necessary therefore to 
increase and to speed up production to 


secretary 


meet this demand. 

For example up to the time of the 
Civil War all lumber was seasoned out 
of doors. It was cut and sawn and then 
piled in sheds or out of doors and al- 
After the Civil 
War. however, the demand for lumber 


lowed to dry slowly. 


became so great that it was impossible 
to meet it with this slow process, and 
kiln drying was developed. 

The same process of speeding up and 
increasing production has been going 
along in all lines until today we have a 


12 


than the 
This productive capacity has 


produc tive « apa itv greater 
demand. 
been estimated as being from twenty to 
than the 


chasing powel of the people. 


forty percent greatet pur- 

This means much keener competition 
for the money the people have to spend. 
It means that the competition is between 
industries rather than between different 
concerns in the same industry. It means 
that the people as a whole have but say 
eighty cents to spend for every dollar's 
worth of merchandise or service to be 
sold. that the 


canized to persuade them to spend 


and industries best or- 
money are the ones that are going to 
cet the dollars. 

As an example of what cooperation 
can do. Mr. Bullard compared the New 
with those of the 
The New 


a coOperator and never 


1 
Kngland farmers 
Pacifi 
farmer 1s not 


has been. He 


neighbor be 


Coast. England 
is inclined to distrust his 
ause he does not get to- 
fellow otten 
work with them. 


cether with his farmers 


enough and does not 
\s a result the New 


abandoned. 


England farms are 
being New England farm- 
ing doesn't pay. 

But some of these New England farm- 
Coast. Per- 


were 


ers went out on the Pacifi 
haps 


among 


when they got there and 


were lonely and 
together. At 
Pacific 


and 


strangers they 
for this 


rate the 


reason got any 


farmers on the Coast 


have gotten togethe have co- 
Operated and what has been the result? 
They are shipping carloads of apples 
back east. 


thro 


These apples pass right 
oh territorv where apples are rot- 
They 


| ven some o 


ting on the ground. come nere 


these 


and we buv them 
farmers who have abandoned farms on 
which thev might be able to raise even 
better apples are buying them. 

These western farmers are selling 
what they produce not because they are 
producing something better but because 
they are cooperating and _ putting 
greater selling force behind what they 


sale. If 


would do the same thing. 


have for the eastern farmers 


they would 
have no difficulty in selling all thev can 
produce and in making farming profit- 
able. 

Mr. Bullard mentioned the fact that 
before the raisin growers of California 
they 
in keeping the crops small 


began to 
difhculty 


enough not to leave a surplus, while 


cooperate experienced 


since they have begun to codperate the 
problem has been to raise enough to 
meet the demand. 


ago the 


In Providence 


some years 
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laundryowners were not codperating. 
They were trying to cut each other's 
throats. Then when conditions became 
so bad that not one could make any 
money, they got together and began to 
codperate. As a result they have been 
able to give the people better and 
cheaper service than they have ever been 
able to give them before and have been 
able to increase their business many 
times. 

This has a direct bearing upon the 
electrical business because it is apparent 
that if the laundries persuade all the 
people to send all their washing to the 
market for 


Also if the 


and 


laundry there will be no 
electric washing machines. 


work 


laundryowner impresses upon the peo- 


laundries together every 
ple that all laundries are good laundries 
while the electrical men try to cut each 
other’s throats and tell the people that 
the only good electric washing machine 
on the market is the one they sell, then 
it. is apparent people are going to 
patronize the laundries more and the 
washing machine dealers less. It is a 
matter of codperation. In this case it 
is not a matter of competition between 
the different dealers but competition 
between the electrical industry and the 
laundry industry. The industry in 
which there is the closest codperation is 
bound to be the 


[he speaker spoke of the automobile 


industry that wins. 

industry as one which had accomplished 
wonders through cooperation. It has 
persuaded people that they must have 
an automobile even though they have to 
A certain hat 
manufacturer made a careful investiga- 


eo without other things. 


tion to learn why men were not buying 
more hats and caps. This manufacturer 
found that the men needed the money 
for gasoline and tires that should have 
been spent for hats, neckties, collars. 
shirts and the like. 


example of 


This is a specifi 
works 
People 


how 
different 
havent enough money to buy all that 


competition 
between industries. 
is offered for sale to them so they buy 
that which they are made to desire most. 
that 
backed by the codperative sales effort of 


and they desire most which is 
all the people in the industry. 

He called attention to how codpera- 
tion in the medical profession had re- 
sulted in protecting us against quacks, 
and giving us much better medical 
service and made it unnecessary for the 
honest capable physician to compete 
with the unscrupulous and incompetent 
men who took up the practice of medi- 
cine without 


adequate preliminary 
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training and because they thought they 
could make money easier posing as 
doctors than they could in any other 
What been accomplished 
along these lines can also be accom- 


way. has 
plished in the electrical industry if there 
is sufficient cooperation. 

Following this talk Mr. Dawson ex. 
plained the plans for the Pawtucket 
electric home. The house has been se- 
cured and will be ready by the latter 
The furniture has been 
The money has been 


part of April. 
arranged for. ' 
budgeted and the only expense to the 
dealers and contractor to take part in 
the home is to pay their dues, if these 
have not already been paid. 

He explained that the local news- 
paper had promised to codperate and 
to publish a special electric home sec- 
tion. He estimated that there would be 
an attendance of at least 10,000 people 
that at least 1,000 
Pawtucket people attended the home 
conducted in Providence last fall. Asa 
matter of fact it was a Pawtucket girl 


at the home. and 


who won the first prize of the series of 
prizes offered at that home. 

Charles Hilton of the Blackstone 
Valley Gas and Electric Company said 
that he thought Mr. Dawson had esti- 
mated too small an attendance at this 
home. He felt sure that there would be 
just as large an attendance at this home 
as there was at the Providence home. 
It is on a main automobile highway and 
is easily reached from two car lines, 


with whereas _ the 


sood car service, 
Providence home was in a _ location 
reached by only one car line with 


Mr. Hilton felt 
26.000 


twenty minute service. 


sure there would be at least 
people at the home. 

The house secured is a model eight 
rewired and 


all the con- 


room cottage and is being 
fixtures of a type sold by 
tractors are to be installed. 

Mr. Dawson next called attention to 
an Electrical Week that is to be held 
shortly after the close of the electric 
home. Features of this week will be 
special house wiring offers by the cen- 
tral stations, the contractors to do the 
wiring, special jobber’s coupons which 
will entitle purchasers of appliances to 
cost to the dealer, 
fixture houses, 
special advertising and two essay con- 


discounts at no 
special sales by the 
tests. 

One essay contest will be open to the 
public and will be on the subject of 
“Electric Service in My Home.” The 
other will be confined to electrical men 
and will be on the subject of the con- 
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yenience outlet and its use in the home. 
4 radio set has already been secured as 
a prize for this contest. 

At the close of Mr. Dawson’s remarks. 
Mr. Hilton spoke of the increase in busi- 
ness during the past year and how he 
planned to have more men working to 
secure house wiring contracts for the 
An indi- 
ction of how codperatively those present 


contractors during this year. 


were feeling at the end of the meeting 
js that after they had all agreed to back 
the home to the limit and had appointed 
a committee to work with Mr. Dawson 
on it, they also appointed a committee 
to formulate plans which would make it 
possible to codperate to a greater ex- 
tent with the central station in securir 
house Wiring contracts. 


g 


The meeting was scheduled to close 
at ten but so much enthusiasm had been 
aroused on the subject of codperation 
and so much new codperative work 
was gotten under way that it was with 
some difficulty that it 


eleven o'clock. 


was closed at 


Winnipeg Plans Convention 


\ one day convention will be held on 
April 18 by the Electrical Contractor- 
Dealers Associatiton of Winnipeg. 
Papers and discussions are to be includ- 
ed on the program for the afternoon. 
After the dinner at six o'clock the even- 
ing will be 


devoted to an address. 


“When is an Electragist Successful” 
by Arthur P. Peterson, a representative 
of the Association of Electragists. Cen- 
tral Division. 

Mr. Peterson has been in charge of 
the work of collecting data for the 
Residence Wiring Estimating Manual 
soon to be issued by the A. E. I., and he 
is in a position to present interesting 


He will 


endeavor to have on hand charts cover- 


statistics in this connection. 


ing an analysis made by the department 
of promotion and development of the 
Association of actual statements made 
by twelve representative electrical con- 
tractor-dealer businesses on the cost of 
doing business. The total business of 
these concerns range from $13,000 to 
$120,000. 

This talk by Mr. should 
prove not only interesting but valuable 
in showing actual business perform- 


» . 
Peterson 


ances of firms doing work that is repre- 
sentative of almost every territory in the 
country. R. N. Elgar, secretary of the 
Winnipeg Association looks forward to 
a well convention and = an- 
hounces that all who 


attended 


his belief come 
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will be gratified at the success of the 


meeting. 

Recently elected officers of this As- 
sociation are: President, W. A. Straith: 
vice president, W. Sibbald: secretary- 
treasurer, R. N. Elgar: directors, H. 
Matthews, J. H. Schumacher. A. Me- 
Kenzie and J. Russell. 

Progress Noted in Quebec 

Reports from Montreal indicate that 
since the midwinter meeting of the 
Quebec Association of Electrical Con- 
tractor-Dealers held in that city as set 
forth in these columns last 
promotion of the work in this branch 
of the industry has developed. 
tary Louis Kon is busily engaged in the 
affairs of the Association in which mem- 
bers are taking more and more of an 


month, a 


Secre- 


active interest. 

The new officers of the Quebec As- 
sociation of Electrical Contractors and 
follows: Honorable 
president, N. Simanau; president, L. A. 


Dealers are as 


Mace: vice president, William Rochon: 
treasurer, R. Muir; secretary, Louis 
Kon; directors, T. A. MeQuaig, H. 
Vincent, E. Hodge, M. M. Pelletier, H. 
Truchon, and C. E. Barrett. 

Vancouver Development 
Gratifying Condition in This Part of Can- 

ada Reported by Electragist 

The tide of 

Vancouver is showing a material im- 


Association affairs in 
provement, in the opinion of Douglas 
J. Metcalf, a progressive electragist of 
that city and chairman of the newly ap- 
pointed and 
committee of the British Columbia As- 
sociation. In a report to Na- 
tional Headquarters Mr. Metcalf made 
the following statements: 

Our biweekly meetings are being at- 
tended by at least ninety percent of the 
membership and the enthusiasm that is 
being displayed by all is due largely to 
the eficient manner in which President 
Earl Jarvis is conducting the work of 
the Association. He has organized the 
boys in such a way that he has us all 


promotion development 


recent 


working on various committees, the 
younger members included along with 
the old standbys. A program of partial 
activities has been mapped out, and in 
committees to 
carry the work on in their own way all 


allowing the various 
apparently are working with vim and 
enterprise in benefit not only to the 
members themselves but to the body 
collectively. 

Percy Letts in his enthusiastic reports 














about the last annual convention of the 
Association of Electragists at Cincin- 
nati has given a great amount of im- 
petus to the work of members at larg> 
All such reports are keenly interesting. 

There was little Association: activity 
previous to the new vear as compared 
to now with regard to meetings, but now 
the committee work is functioning so 
well and is productive of such good re- 
sults that it is gratifving to all con- 
cerned. 

A large building construction pro- 
all of the large 
sovernmental 


gram is in prospect. 
both and 


private having been laid out so that 


enterprises 


they may be considered by everybody 
interested. It is hoped that the dangers 
of price cutting in this connection are 
now so thoroughly understood that no- 
body will think of entering into such 
disastrous practice. 

The new year started with a rush of 
good fellowship on the part of the local 
boys and one of the first activities was 
to form what might be called an Elec- 
tragette Auxiliary. 
tion 


This is an organiza- 
of the wives of electragists who 
help to wind up meetings with a social 
entertainment. which is thoroughly en- 
joved by all. 

Among the new activities is the con- 
duct of a window lighting campaign 
under the auspices of the Service League 
committee and a provincial act on elec- 
trical inspection which it was expected 
This 


act is of great importnce as it will if 


would become effective April l. 


passed standardize the bylaws of all 
municipalities through the province as 
well as give the chief inspector jurisdic- 
tion over all municipal inspectors with 
power to reject substandard material. 

| have been given the job of looking 
after the social and educational 
mittee work by 


com- 
President Jarvis and 
other local boys helping me are Row 
Wallace, Dicer and W. W. Fraser. The 
work of this committee is along the line 
of that covered by the department of 
promotion and 
A. E. I. 


In my opinion the activities of the 
latter committee will be of great benefit 


development of the 


to local associations throughout the 
country and I would suggest that bul- 
letins be sent out to committees similar 
to the one of which I am chairman so 
that codrdinate lines of thought can be 
advanced collectively thereby tying in 
with Headquarters’ advertising and 
working also in conjunction with cam- 
paigns of the Society for Electrical 


Development. 





















U. S. Chamber to Meet 


The eleventh annual meeting of the 


Chamber of Commerce of the United 
States will be held at the Waldorf- 
Astoria Hotel. New York City. May 
8-10. L. K. Comstock of New York 


Citv was elected to represent the As- 


sociation of Electragists as national 
councillor of this body and in the event 
that he 


ing an alternate will be appointed to 


is unable to attend this meet- 


represent the Association in his place. 
It is ten delegates 
from the A. E. I. including the national 


announced that 


councillor are entitled to representation 
at this meeting and all members who 
are desirous of attending are urged to 
advise Association Headquarters on re- 
ceipt of this notice. 


Starts Own Business 

J. L. Wolf of Cleveland. for some 
time secretary of the local Lighting Fix- 
ture Dealers Society in that city and past 
secretary of the Lighting Fixture Deal- 
ers Society of America. has resigned to 
begin his own lighting company. to be 
known as The Wolf Lighting Company. 
Mr. Wolf's present plans include a mail 
order business in model lighting fix- 
tures. | 

Commenting on Mr. Wolf's action 
the journal of the Electrical League of 
Cleveland. The Leaguer. says: It can't 
be that the fixture dealer has no chance 
of eeking out an honest living. Julian 
Wolf. who has spent some of the best 
vears of his life figuring fixture over- 
head and all that. is going into the 
retailing game and expects to buy his 
home in the classiest part of the town 
within time. 


vear s 


Allegory of Lights Unveiled 
Bronze Group at Nela Park Considered 
First Sculpture of its Kind 

Last 
representing the triumph of light over 
darkness Nela_ Park. 
Cleveland—the headquarters of the Na- 
tional Lamp Works of the General Elec- 


January an allegory in bronze 


was unveiled at 


iri Con pany. Dut news of the unveil- 


gy was only recently released. 

The bronze group represents the cli- 
vears of work by Frank 
Nela Park architect. in de- 


veloping the Nela Park works 


yw plant of peaceful and at- 


ax ‘ f f leve rn 
into a 


rroundings in contrast to the 
rdimarv grimy 
Robert 1. Aitken. 

joned 


nake the bronze group. Mr 


workshop. 
New York sculptor, 


three years ago to 


Aitken is 
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president of the National Sculpture So- 
ciety and the recipient of numerous 
prizes and medals of honor for his work 
in architectural sculpture, including the 
work he did for the 
Pacific International Exposition. 


which Panama- 
[he group represents what is be- 
lieved to be the first investment of an 


American factory management in 
sculpture to signify the meaning of its 
business. and one of the first efforts to 
express in sculpture the meaning and 
power of modern industry. 

The bronze group as shown is an al- 
legory of four figures. two semirecum- 
one a male and one a fe- 
athletic build, inclined to- 
ward each other. Each bears at arm’s 
The flames from the 
two torches blend and form the culmi- 


nating point of the work, toward which 


bent figures 
male—of 


length a torch. 





The Bronze Allegory Representing the 
Triumph of Light Over Darkness 


one’s eye is naturally drawn by follow- 
ing the lines of the figures with their 
torches. 


Coffin Foundation Award 

The first award to be made under 
the Charles A. Coffin Foundation es- 
tablished by the General Electric Com- 
pany will be announced at the annual 
convention of the National Electric 
Light Association in New York City, 
June 4-8. This award in recognition 
of. and to encourage, special service 
in the electrical industry is to be made 
utility operating 
United States 


made the 


vearly to the public 
the 


year 


company within 
which the 


vreatest contribution to the develop- 


during has 
ment and general use of electric light 
and power by the public in benefitting 


the industry. 


Al] statements in connection with en- 
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tries for 1922 were to have been in the 
hands of the prize committee by March 
15. Every electric light and power 
company in the United States was jp. 
vited to participate and urged to send 
to the committee a presentation of its 
activities and accomplishments covered 
by the field of the award. 

The committee suggested that among 
the factors which will be considered jn 
making the award are the following: 
The particular initiative, skill and en. 
terprise which has been manifested in 
popularizing the general use of elec. 
trical energy: accomplishments in the 
development of the efficiency of the in. 
dividual organization; improvements in 
construction practice which has resulted 
in greater reliability of service; marked 
increases in the efficiency of generation 
and distribution; the adoption of spe. 
cial plans which have resulted in the 
largest percentage of increase in new 
customers; methods adopted of inter. 
esting customers in stock ownership: 
unusual efforts and accomplishments in 
popularizing and introducing domestic 
appliances; and the extension of service 
to homes not previously wired and to 
rural communities. 


Moves Into Own Building 


On March | the American Electrical 
Supply Company, jobbers, moved into 
its own building in Chicago at 117 
South Morgan Street. This company 
was formerly located at 953 Washing- 
ton Boulevard, that city. 

According to an announcement by 
E. H. Ames, salesmanager, the growth 
of the company, due to the adoption of 
a policy of sound business principles 
in the beginning and never deviating 
from this rule, has necessitated such a 
change. The new building is so con- 
structed and arranged that maximum 
eficiency is assured at all times. 


Radiant Heat—And 12 Hours 


If you had happened to be on Forty- 
second Street, New York City, early in 
March, wrote Roger Williams, branch 
manager of the Simplex Electric Heat- 
ing Company, on the 8th, it would have 
paid you to look in the Edison show 
124 West. For there, he 
said, had been placed the giant radiant 


heater, written up in these columns re 


window at 


vy when demonstrated on an auto 
mobile truck, so that it threw its rays 
straight out through the window pane. 

This is the first time that anything 
like this in the 


cently 


has ever been tried, 
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opinion of Roger W., and how long 
the glass would last he did not know 
but it had stood the gaff for twelve 
hours bfore he started to dictate the 
press notice about it, anyway, he said. 


Course Given in Metering 

A course of lectures, discussions and 
jaboratory meter practice for men em- 
ployed in the meter departments of elec- 
tric utility companies was held in the 
latter part of March by the exten- 
sion division of Syracuse University. 
The complexity of modern electrical 
practice and the desire of public utility 
companies for technical training of their 
employes produced the demand for this 
course in the theory and practice of 
metering. 


Leases Half of Skyscraper 


The Westinghouse Electric & Manu- 
facturing Company recently leased for 
a period of ten years twelve floors in 
anew twenty-three story bank and office 
building to be erected at 150 Broad- 
way, New York City. 

The building will be known as the 
Westinghouse Building. The space 
leased comprises between 90,000 sq, ft- 
and 95,000 sq. ft., and the amount of 
money involved in the lease is in ex- 


cess of $3,000,000. 


Unique Club Formed 
Membership is Decided by Electric Rating 
of Own Homes 
As a part of the Electrify movement 
which is being fostered by the Joint 
Committee for Business Development, 
employes of the Edison Electric I[llu- 
minating Company of Boston have or- 
ganized an Electrify Club, membership 
in which depends upon the degree of 
electrification in the homes of the em- 
ployes. There are five officers, a presi- 
dent and four vice presidents, and these 
are determined by the extent to which 
they have electrified their homes. There 
are no dues, meetings, or obligations 

of any kind. 

Electrification is measured in terms 
of points and only those having a rating 
of at least 80 points are admitted. The 
minimum was raised from 75 on Feb- 
tuary 1. So many points are given for 
outlets, appliances, etc., and in order to 
give those living in small houses the 
same opportunity as those occupying 
larger quarters, the wiring points are 
credited on the real estate basis. All 
consumption outlets, save switch outlets, 
ire termed outlets no matter where they 
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are placed. A chandelier counts as one 
outlet, and so do -convenience outlets, 
cellar lights, porch lights, hall lights, 
bell ringing transformers, etc. _Bath- 
rooms, halls, cellars, closets, etc., do not 
count as rooms, but the outlets in these 
places are considered. 

The points are arrived at in this man- 
ner: 


Wiring: Add all outlets, giving each a 
value of one except duplex convenience out- 
lets, which are counted as two; divide by the 
number of rooms and multiply by 10. Thus 
a seven-room house with 21 outlets would 
have 21 divided by 7, or three outlets per 
room, receiving a point score of 30. 

Appliances: The following appliances are 
listed at one point each, and where there are 
two or more of any one kind, no more than 
two are counted. Buffer and grinding set, 
Christmas tree set, cigar lighter, coffee 
grinder, curling iron, egg mixer, electric fan, 
electric phonograph motor, electric player 
piano, glue pot, hair dryer, heating pad, sew- 
ing machine, soldering iron, vibrator, violet 
ray machine, and any other appliances con- 
suming less than 300 watts and not included 
elsewhere in the list. 

The following count two points each, not 
more than two being counted: Chafing dish, 
egg boiler, immersion heater, grill, milk 
warmer, pressure cooker, samovar, shaving 
mug, toaster, waffle iron, and any other ap- 
pliances taking more than 300 and not over 
600 watts. 

The following count as two points each, 
and as many as three may be _ included: 


Flatirons and radiators of the sunbeam type. 
The following count as five points, and 
only one may be counted: Electric ice cream 
freezer, electric fireless cooker. 
The following count ten points, and only 
one is to be counted: 


Washing machine, 





The Pretty Kipp—Somebody Called Her 
That—is Miss Mildred DeLong Who Rep- 
resented the Denver Gas and Electric Com 
pany at the Recent Industrial Exposition in 
That City. She Was Known as the “Elec- 


trical Princess” 
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vacuum cleaner, dish washer, mangle with 
electric motor but not electrically heated. 

The following count 20 points each and 
not more than one may be counted: Elec- 
tric range of over 1,000 watts, electric refrig- 
erator, electric mangle with electric motor 
and electric heat. 

The following count according to size: 
Portable or table lamps, one point for each 
socket; electrically wired furniture, such as 
wired beds or tables, count one 
socket or convenience outlet. 

Each month additional Boston Edison 
employes are enrolled in the club, and 
there is much enthusiasm shown by 
those who are anxious to join and those 
who want to see their point total grow 
larger. Increased sales of appliances 
to employes have resulted from the ac- 
tivity. The organizers of the club were 
L. R. Wallis, sales department; C. E. 
Greenwood, appliance department, and 
R. S. Hale, special research department. 


for each 


Midwest N. E. L. A. Meets 


The annual convention of the middle 
west division of the National Electric 
Light Association will be held at St. 
Louis, Mo., on Wednesday and Thurs- 
day, April 11 and 12 and the morning 
session on Thursday will be largely de- 
voted to the work of the Joint Commit- 
tee for Business Development. 

A representative of the Joint Commit- 
tee will present the Electrify subject. 
The discussion following the address 
will be led by H. F. Week, Davenport, 
Iowa, and W. S. Byrne, Omaha, Nebr. 


Changes Office Quarters 


The Texas Power & Light Company, 
Dallas, Texas, recently completed the 
reconstruction of its ofices at Sherman, 
Denison, Taylor, and Sweetwater, 
Texas, carrying out the policy advocated 
by the Joint Committee for Business 
Development of having central stations 
provide the best possible accommoda- 
tions for their patrons, both for trans- 
actions in the business end and for the 
merchandising of appliances. 


Spring Cleaner Contest 


\ spring Housecleaning Sales Con- 
test to last from April 2 to June 2 is 
announced by The P. A. Geier Company 
of Cleveland. No entries will be re- 
ceived after Mav 1, 
limited to 


and the contest is 
one thousand enrollments. 
Prizes will be awarded under the fol- 
lowing conditions: 

l \ 


for each 


Reval cleaner and attachments free 


twenty-seven Royal cleaners so 
during the contest, 


2 All who sell one hundred cleaners 


during the 


VI 


more contest will receive am eAlra 
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cleaner and set of attachments for each 
twenty-seven sold. 


3. The salesman selling the highest num- 


ber of sets of attachments with cleaners will 
receive an extra cleaner and set of attach- 
ments, in additions to money prize. 

4. A cleaner and set of attachments will 


week of the contest for 


be iwarded each 
the largest number of cleaners sold. En- 
trant may receive weekly prize but once. 

5. In addition to the awards of cleaners, 


there are fourteen cash prizes. 


News Notes Concerning Elec- 
trical Contractor-Dealers 


Business Changes, Store Improvements, 


and New Establishments Opened 


Rhome Electric Company, 135 North 
Broad Street. Trenton, New Jersey, will 
move to larger quarters at 119 Broad 
Street, where an electrical appliance 
and contracting business will be con- 
ducted. 

Industrial Electric Company, Incor- 
porated, has established headquarters 
at 505 Exposition Building, Dallas, 
Texas. Incorporated capital, $10,000. 

Le Roy Electric Company is locating 
at 13 West Main Street, Alhambra, Cali- 
fornia, where a complete line of elec- 
trical and radio supplies will be car- 
ried. 

Rusmisell Electric Company will con- 
duct an electrical supply business at 
Princeton, West Virginia. Incorpora- 
Hal P. Harmon, Princeton. and 

Incorporated capital, $10,000. 


tors: 


others. 
Bar-Thorpe Electric has 


opened an electrical supply store at 918 


Company 


Commerce Building, Kansas City, Mis- 
rouri. 

Granite State Electrical Supply Com- 
feature an extensive line of 
merchandise at Kittery, 
P. J. Rossiter. 


Incorporated 


pany will 
electrical 
Maine. 

president, and 
capital, $10,000. 


Incorporators: 
others. 


Southern Electric Supply Company, 
Whitehall 
Street, Atlanta, Georgia, has moved to 
81 Marietta Street. 


of electrical supplies will be handled. 


formerly located at 557 


A complete line 


Harten Sales Company has _ estab- 
lished headquarters at 65 East Chestnut 
Street. Ohio, full 
line of electrical supplies will be fea- 


Incorporated capital, $10,000. 


Columbus. where a 


tured. 

Lane Electrical Company is reported 
to have opened an electrical appliance 
167 Union 


New Jersey. 


store at Avenue. Paterson, 


Aylworth-Pardee Electric Company is 
locating at Inglewood, California. In- 


corporated capital, $10,000. 
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Southern New England Engineering 
Company has established headquarters 
at 103 Allyn Street, Hartford, Connecti- 
cut. An extensive line of electrical ap- 
pliances will be handled. 

White-Cotton Electric 
opening a new electrical supply store 
at Henderson. North Carolina. Incor- 

H. P. White. Henderson, and 
Incorporated capital, $10,000. 


Company is 


porators: 
others. 


Columbia Electric Company will im- 
prove electrical supply and contract- 
ing business at 1109 Pine Street, St. 
Louis, Missouri, by enlarging headquar- 
ters and increasing stock. 

Interstate Electric Company is fea- 
turing a full line of electrical supplies 


at new store of which John T. Fitz- 


simmons, 357 Pierce Building, St. Louis, 


Missouri, and others are incorporators. 
Incorporated capital, $20,000. 


Morrison Electric Company, formerly 
in the eleétrical appliance business at 
105 Summit Avenue, West Hoboken, 
New Jersey, will locate at 1211 Sum- 
mit Avenue, Jersey City Heights, New 
Jersey. 

Universal Lighting Fixture Company 
has established headquarters at Read- 
ing, Pennsylvania. Incorporators: Har- 
vey H. Hollenbach, 1415 North Ninth 
Street, Reading, and others. 
rated capital, $20,000. 

C. W. Huggins, successor to the 
Young Electrical Company, North Com- 
mercial Street, Trinidad, Colorado, will 
continue to conduct an electrical supply 
business. 


Incorpo- 


Quality Electric Works, at present lo- 
cated at 416 East Third Street, Los An- 
geles, California, is erecting a two story 
building at 812 South San Pedro Street 
and will occupy same when completed. 
An extensive line of electrical supplies 
will be handled. 

Hohman & Hill, Inc., has opened an 
electrical contracting business at 1900 
Southport Avenue, Chicago, Illinois. 
Frank J. Hill and 


Incorporated capital, $25,000. 


Incorporators: 
others. 

B. L. Radio Company of which J. 
L. Butler and E. H. Lines are propri- 
3lst Street and 
Troost Avenue, Kansas City, Missouri, 


ctors, will locate at 
where an electrical and radio supply 
business will be conducted. Formerly 
at 10 East 16th Street, Kansas City. 

Electrical 
established 


Crown Supply Company 
headquarters at MM. 
Louis, Missouri. Incorporators:  At- 


torney P. Perner, 620 Rialto Building, 


has 
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St. Louis. and others. 


capital, $30,000. 


Incorporated 


Nowak Electric Company, Incorpo. 
rated, is opening an electrical appli. 
ance business at Buffalo, New York. Jp. 
corporators: Jos. J. Nowak, 1255 Broad. 
way, Buffalo, and others. 
capital, $50,000. 


Incorps rated 


Conger & Harris Electric Company 
will feature electrical supplies at ney 
store, Woodland, California. 

Guy Schweer Electric Company, in 
the electrical supply business at East 
Franklin Street, Clinton, Missouri, js 
adding a radio supply department. 


Nelson Electric Corporation of which 
J. H. Nelson, 1447 West 82nd St., Ney 
York City, and others are incorpora. 
tors, will handle an extensive line of 
electrical supplies. Incorporated cap. 
ital, $50,000. 

Drover Electric Company is open for 
business at 4645 South Halsted Street, 
Chicago, Illinois. 

Detweiler-Bell Company will con. 
duct an electrical appliance business at 


New Haven, Connecticut. Incorpora- 
tors: G. Detweiler, Rimmon Road. 
Woodbridge, Connecticut, and_ others. 


Incorporated capital, $50,000. 

Bolivar Radio & Electric Company of 
which H. B. Marshall is manager, has 
been accepted as distributing agent for 
the Westinghouse and Western Radio 
Company products. 


Dodge Electric Company, and elec 
trical supply business at Tulsa, Okle- 
homa, has increased capital from $75, 
000 to $100,000. 


Marih Electric Company will locate 
at 512 Sixth Avenue, San Francisco. 
California, where a complete line o 
electrical appliances will be carried 
Incorporated capital, $75,000. 

Southern New York Electrical Suppl 
Corporation has established headquar 
ters at Binghamton, New York. Ip 
H. A. Yetter, Press Build 


[ncor- 


corporators: 
ing, Binghamton, and _ others. 
porated capital, $50,000. 


Torrington Shop will feature an ev 
tensive line of electrical appliances @ 
Fourth and Madison Streets, Memphis 
Tennessee. Estimated worth of cot 
cern, $100,000 


The Electric Shop, Incorporated, ha 
headquarters at Rock 
Mount. North Carolina. Incorporators: 
W. H. Horne, Rocky Mount, and other. 
Incorporated capital, $100,000. 


established 
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“As Profitable as 
Good Window Lighting” 








Show Cases 
Minneapolis 
General Electric 
Co. lighted with 
X-Ray Scoopettes 


SHOW CASE LIGHTING 


WITH 


XRe2xX Scoopettes 


“Standard for Show Case Lighting” 


Progressive merchants demand good window lighting— 
It’s profitable for them and you, too! 
Because Show Cases are miniature show windows inside the store, 
merchants can sell Scoopettes readily. 
Why? 


1. Scoopettes require 25% to 40% less electricity because standard 15 or 25 
watt (G-18!4) bulb, standard base !amps are used. 








Scoopettes confine all 

the light within the ; . 

show case 3. Scoopettes come in handy, standard packages from your Jobber’s stock so 
that a quick and easy installation can be made for the merchant 


te 


Scoopettes add to the appearance of any case. 


Ask for a copy of Booklet 398, telling how and why your Jobber carries them so 
that you can make rapid turnover and realize profits! 


National Xkay Keflector Co. 





New York Chicago Los Angeles 
31 West 46th Street 235 West Jackson Boulevard Pacific Finance Building 


Engineers in all Principal Cities 










































13 





NATIONAL ELECTRAGIST 


Vol. 22, No. 6 














ASSOCIATION OF ELECTRAGISTS 






INTERNATIONAL 


Formerly National Association of Electrical Contractors and Dealers 


PRESIDENT, James R. Strong, 


526 W. 34th Street, New York City. 
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New York City. 
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W. Creighton Peet, 
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New York City 


SOUTHERN DIVISION 
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Memphis, Tenn. 
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R. A. L. Gray, 
85 York Street, 
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Arthur L. Abbott, 
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Past Presidents of the National Electrical Contractors’ Association 


Charles L. Eidlitz____ 1901-1903 
Ernest McCleary_____ 1903-1905 
James R. Strong_____ 1905-1908 


Gerry M. Sanborn___ 1908-1910 

*Marshall L. Barnes__ 1910-1912 

Ernest Freeman____1912-1914 
*Deceased. 


John R. Galloway____ 1914-1916 
Robley S. Stearnes___ 1916-1918 
W. Creighton Peet___ 1918-1920 
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The Black Dotted Line 


Look for the black dotted line on the interior 
surface of the Loom you buy, so that you may 


be sure you get the genuine 
/ i ty y 
DURADUCT 
with its roller-bearing wireway and single wall. 
Look for this same black dotted line on the 
inner surface of the cover on the portable cord 
you buy for heavy duty. In this way, you as- 


sure yourself of a long wearing economical 


cord,— 
DURACORD 


The mark of Quality in “Loom” and heavy 


duty portable cord is 


The Black Dotted Line 


TUBULAR WOVEN FABRIC Co. 


PAWTUCKET, R. I. 


















































Prehistoric Questions 


yas < a storm yout questions. You Glance answers your questions concern 
ive the! everybody has them. ing that. Requirements are tabulated 
Questions are as 1 as the hills. They in A.B.C. order. You don't have to look 





; isked in the dav of Adam and be- in a dozen places or so for the informa- 
re that histor man developed tion you need—as you do in the Code 
special nods of the head to satisfy his itself. Finding just the point you want 
esires sking questions. But what is made as easy as looking up a word in 
has this to do with the Code at a Glance? Webster’s. The book—handy pocket 
< . more questions be size—also contains Code Definitions that 

g ask ¢ things electric clearly explain the many puzzling re- 
hefore y have been called quirements, as when a person is ‘‘au 

t nswer some of them vourself thorized,’’ ‘‘competent.’’ *‘*qualified’’; 

re 7 r answering ¥v hether a spring hinged door is auto 

, frequent and nrecise It v matie, and all such. And it is sent to 
For the publie is demand vou postpaid for only a dollar bill. You 

g more electrical knowledge ar vou ire missing many a good dollar’s worth 

a“ because of vour by being without it. Send for a copy 

ontact That means today, and be prepared to answer the 

MIST k the Nat E trjes next question vou run up against con 


( , rning the Code. 


. , — : 
\ lect? il Code will not be ready 


14 


neral distribution until after the middle of 192 


ASSOCIATION HEADQUARTERS 


WEST 37th STREET ROOM 602 NEW YORK CITY 
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Advantages of Fibre Conduit 


Protection—Fibre conduit resists water and 
= seepage; provides a concrete barrier 
tween all cables; and offers the smooth- 

est cableway. 

Permanence— No ordinary hazard can 
seriously reduce the protection of fibre 
conduit. 

Easy Installation—The simplicity, light- 
ness, and flexibility of Fibre Conduit 
make it easy to install. 

Inexpensive—The low cost, extremely low 
handling charges, and ease of installation 
of Fibre Conduit keep down the invest- 


ment. 


a 
oo 
— 


= 














ANGEBURG 
FIBRE 
CONDUIT 


For central station 
and sub-station inside runs 


ERE, where dependability is a paramount 

consideration, floor and wall runs of 
Orangeburg Fibre Conduit insure the greatest 
protection for distribution and control cables. 


Burn-outs can affect only the cable on which they 
occur, because each duct is separately encased by 
the concrete in which it is laid. 


The cableway can always be kept open, for even 
a burn-out severe enough to destroy the fibre 
will leave the concrete bore smooth and un- 
harmed for the new cable. 


Fibre Conduit will not rust, nor will it fuse to 
the cable. It is easy to install—cut lengths and 
bends of any radius are shipped ready to fit. 


Approved by the Underwriters’ Laboratories, Inc. 
JOHNS-MANVILLE Inc 


Medison Avenue at 41st Street, New York City 
Branches in 56 Large Cities 
For Canada: CANADIAN JOHNS-MANVILLE CO., Lrc., Torcnro 


OHNS-MANVIL 


Sole Selling Agent 

















Electrical / 
Materials y 


FOR 
Utilities 
Jobber 
Contractor 
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Do you know that— 


Every hundred Kwikon ‘“‘No-Bolt” Fixture Studs 
you use will save you more than $2.00 in labor 


costs alone. 


“No-Bolt" Studs cost no more than old fashioned 
Hickey Studs with bolts. 


They are quickest and best fixture supporting de 
J 1 PP - 
vice every developed,—particularly suited for con- 


duit work 


They provide the most substantial support, one that 
can't possibly work loose or hang crooked, yet “No- 
Bolt’’ Studs can be installed in less than | 5 the 


time required by any other type 
““No-Bolt™ Studs take up much less room in the box. 


A Kwikon Quality product,—carefully made of 


the best materials,—every one wiil fit perfectly and 





give complete satisfaction. 


A MARK OF QUALITY 


KWIKON “NO-BOLT” FIXTURE STUD 


Just two moves— 


~—— 


—~“run up the 
—~ locknut, and 
its done. 





Slip the stud 
< through the 
y backofthebex— ‘! 






H 9 : - onan ; 7 | Lots of 100 | Lots of 1000 | Lets of 5000 
ere S ¥%y-inch Open Type____________~ $3.85—C. | $32.50—M. | $3 1.00—M. 
i 


~. , . 4.85—C. | 42.50—M.| 41.00—M. 
-inch Closed Type___________~- 4.35—C. | 37.50—M.| 36.00—M. 


your cost— -inch Closed Type------------|_ 5.35—C. | 47.50—M.| 46.00—M. 


All prices include one clamping nut per Stud, F.O.B. Chicago, Ill. 





mS@S\Nr>oO 





Your supply jobber will gladly serve you from his local stock at the 
above prices (plus transportation charges). If not, send us his name and 


the quantity you desire. 


S. R. FRALICK & COMPANY 


15 So. Clinton Street Chicago, Ill. 
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Electricity 
to your table 


Here is the new Electrical Convenience Everybody wants! 


HUBBELL Triple-Outlet TableAap 


Increase your sale of Electrical Appliances Made of strong, black composition, back- 


by selling Hubbell Vriple-Outlet Table- ed with green baize. Can be screwed to 
Taps. They bring electricity to the table underside of table top if desired. Cord 


—each Te-Slot outlet makes it easy to removable—cap fits Convenience Outlets. 
operate toaster, percolator, or other ap- Write for copies of Circular No. 230— 
pliance, without unsightly trailing wires. i™printed for you. 


HARVEY HUBBELL 


ELECTRICAL GRD SPECIALTIES 





BRIDGEPORT CONN. U.S.A. 9 0371-U. 


~ om 





No. 6900—Sold complete in handsome carton. 


ELECTRICAL SPECIALTIES 
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Plan Now for Spring Business 


In a month or two the time will be ripe for intensive work along 
house wiring and allied lines. 
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| BUILDING | 
RESIDENCE LIGHTING | 
2 BUSINESS | 


by \ 
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“ee 


Electragists looking for specialized help on conducting an intensive or pro- 
tracted residence lighting activity will find it in the monograph illustrated. 


This monograph— “BUILDING RESIDENCE LIGHTING BUSINESS’’—is 
the first fruits of the 1923 extensive publication program of The Society for 


Electrical Development. 











_-— 


It is just hot off the press and contains 96 pages chock-full of information con- 
sisting of charts that will help you visualize the market; tables showing pos- 
sibilities for sales of lamps and lighting equipment and a vast array of selling 
and advertising suggestions, a series of lectures, illustrations of demonstration 


equipment, etc. 


A moderate priced consumer booklet— ‘INTERIOR SUNSHINE’’—suitable 
for mailing to prospects has also been produced by the Society and should be 
used in any campaign of this nature. 


Copies of “Building Residence Lighting Business” are available to non-mem- 
bers of the Society at $1.00 per copy. Get one and plan your Spring ac- 
tivities now! 


This monograph is but a sample of the constructive, all-year business building 
work of the Society. Electragists can and should participate in it to the fullest 
extent. The cost is comparatively trifling—the benefits are great. 


For full information write to: 


The Society for Electrical Development, Inc. 
Staff Headquarters, 522 Fifth Ave., New York, N. Y. 


im SOCIETY # 


m ELECTRICAL 
OL vELopmenT FF 





"DO IT ELECTRICALLY” 


Vol. 22, No. 6 
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Porcelain Sockets 


have important advantages over metal shell sockets for bath- 
rooms, cellars, kitchens and other places where dampness, 
steam, dust or fumes are present. Porcelain does not de- 
teriorate under any of the conditions present in these loca- 
tions and the finish is indestructible. 


Weber Porcelain Sockets 


have important advantages over all 
makes. They are constructed on the 
same wiring principle as brass shell 
sockets, and, in many of the various 
devices, the interior parts are identi- 


cal with those used in brass shell 
devices. 


And the Line i is —— ) 
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Socket 
Bodies 


Twelve Sixteen 
Caps Rases 


| 
Six i 


Rosette 





On your next order for porcelain sockets, specify WEBER 
CONSULT OUR CATALOG 


HENRY D. SEARS 


General Sales Agent 
8B8O BOYLSTON STREET 
Boston Il, MASSACHUSETTS 


SALES REPRESENTATIVES IN: 


jew k Philadelphia Cleveland Chicago 
7 | ; San Francisco Los Angeles 
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Increase Your Bank Balance 
by keeping your accounts right— Why 


There is just one reason WHY. Every penny that comes in and goes out is accurately 
recorded. Besides, the many other transactions that must necessarily take place in your busi- 
ness are correctly and easily handled through the right system of keeping accounts. And for 
every live Electragist employing a bookkeeper that right system is the 


Standard Accounting System 


In the business of the Electragist so many tools and devices are employed that one of 
the most necessary and important items of work, because it cannot be done by machinery, 
is often neglected—the keeping of correct accounts. This cannot be done automatically— 
not even electrically. But by neglecting it contractors and dealers do business at a_ great 


disadvantage. 





You are losing out in a very important part of your business if you have a bookkeeper 
and do not employ the Standard Accounting System. Just think what important details of 
real accounting your work involves! Note them in the diagram below. 


How else can you keep the bookkeeping record you should than by the methods devised 


exclusively for contractor-dealer accounts? 


Order Your Accounting Set Today 


THE STANDARD ACCOUNTING SYSTEM is approved by all branches of the elec- 
trical industry including the National Electrical Credit Association and is copyrighted and 
issued by the 


ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


15 West 37th Street New York City 














| 


MATERIAL 
}SUMMARY SHEETS 
we sit ew 

ATER! = 





GENERAL LEDGER 
















Formerly National Association of Electrical Contractors and Dealers. 






Le oe ASH, JOURNAL, VOUCHER DISBURSEME wat 
MATER RECORDS AND SALES RECAPITULATION SHEETS 





For the business 










age . ‘_ - 





that does not em- 
ploy a bookkeeper 
the New Business 
Record is especial- 
ly recommended— 
also issued by the 


A. B. f. 














NvEL ores] [Rc COUNTS RECEIVABLE TRIAL BALANCE SHEETS) 
hh dd AND PAYABLE 








Here is the complete set just as it looks spread out on an ordinary office table 
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N 1915 the Insurance Committee 
of the National Association of 
Electrical Contractors and Deal- 

ers investigated and recommended 
to their membership the plan of In- 
surance at Cost as conducted by 
Lynton T. Block & Co., of St. 


Louis. 


Now in 1921, after six years of 
experience in dealing with this well 
known insurance organization, this 
same committee has expressed its 
continued unqualified satisfaction in 
the resolution contained on this 


page. 


This resolution is therefore pre- 
sented in this form for the benefit 
and information of the membership 
at large. 


NATIONAL ELECTRAGIST 


SIX YEARS OF SATISFACTION 
1915-1921 


IX YEARS of satisfactory deal- 

ings with Lynton T. Block & 

Co., Underwriters, of St. Louis, 
has prompted your Insurance Com- 
mittee again to go on record as en- 
dorsing their plan of insurance, 
with the attendant saving in money 
to our members. 

Every Insurance Policy placed 
with this concern increases its abil- 
ity to serve you better, both in the 
lowered rates it has influenced and 
the yearly saving it accomplishes. 
If the bulk of our members would 
avail themselves of this tangible ad- 
vantage of membership, the saving 
made possible by the action of your 
Committee would probably total 
Fifty Thousand Dollars Every Year. 
Volume of business will do this. 
Your Insurance Committee has 
done its part; you should do yours 
and not only save money for your- 
self, but help your fellow members 


5 


=~] 


QA 





VERY promise made by this un- 
has 

been more than faithfully kept, 
and the advantages have from time 
to time been increased without any 
solicitation or additional obligation 
on the part of the Assured. | 


derwriting organization 


Insurance with them costs less than 
it did six years ago, the coverage is 
more complete, and the savings are 
increased wherever deserved. The 
individual experience of the indi- 
vidual risk is now taken into account 
in determining the savings. 


Inquiry addressed to Lynton T. 
Block & Co., Underwriters, St. Louis, 
Mo., or to the Secretary of your As- 
sociation will bring full particulars 
regarding Insurance at Cost. 

















Be AR 


to save this enormous aggregate. 








THE RESOLUTION SPEAKS FOR ITSELF— 


RESOLUTION 


Recognizing the insurance problems confronting this organization, and for the purpose of pro- 
curing the best indemnity at the lowest cost, the Executive Committee of this Association, after a care: 
ful and thorough investigation by its Insurance Committee in 1915, endorsed the plan of “Insurance 
at Cost,"” as conducted by Lynton T. Block & Co., Underwriters, of St. Louis, Mo., through their 
several Insurance organizations, and recommended to the members of this Association that they avail 
themselves of the saving in cost and the high character of service afforded. 


WHEREAS, a large proportion of the members of this Association have for the past six years, 
carried their insurance through Lynton T. Block & Co., and found the saving in money to be substan- 
tial and the service to be highly satisfactory, and 


WHEREAS, the Executive Committee deems these insurance arrangements to be among the im- 
portant benefits which have been provided for members of this Association; 


NOW, THEREFORE, BE IT RESOLVED, That the Executive Committee ratify its former en- 
dorsement of the Insurance and Service afforded by Lynton T. Block & Co. and urge upon those 
members not now taking advantage of it to lend their cooperation in this respect and communicate 
with the St. Louis Office of Lynton T. Block & Co. in matters pertaining to Fire, Casualty and Work- 
men’s Compensation Insurance, with a view to adding momentum to this movement and securing for 
themselves the benefits which are made available for them. 


BE IT FURTHER RESOLVED, That the Insurance Committee of the N. A. E. C. & D. finds 
the affairs of the various Insurance organizations of Lynton T. Block & Co. to be administered hon- 
estly and skillfully; financially sound and worthy of confidence; that each such organization has ample 
assets for the protection of its Policy Holders, being backed in each case by Assets in excess of 
$2,000,000, which serves as a direct guarantee for the payment of losses and the elimination of any 
assessment liability whatsoever. 

The Insurance Organizations herein referred to are:— 


Employers Indemnity Corporation, St. Louis, Mo. 
Utilities Indemnity Exchange, St. Louis, Mo. 
Utilities Fire Exchange, Kansas City, Mo. 
Exchange Mutual Indemnity Insurance Co., Buffalo, N. Y. 


(Signed ) 


J. A. Fowler, Chairman Insurance Committee, 
National Ass'n Electrical Contractors & Dealers. 
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(SECOND EDITION—ENLARGED—REVISED) 
“THE NATIONAL AUTHORITY ON ELECTRIC LIGHTING” 


STANDARD LIGHTING 


WITH INCANDESCENT ELECTRIC LAMPS 
COMPILED BY A STAFF OF EXPERTS 


Endorsed by the Lighting Department of the Joint Committee for 
Business Development in the Movement to “‘ ELECTRIFY’”’ 


The movement for Business Development is being promoted by the following 
national organizations: National Electric Light Association; Electrical Supply 
Jobbers’ Association; National Association of Electrical Contractor-Dealers; 
National Council of Lighting Fixture Dealers; The Illuminating Glassware 
Guild; IUluminating Engineering Society; The American Institute of Electrical 





Engineers. 
In t Compilation of “Standard Lighting’, we give credit to the fol 
lowing authorities: 

S. E. Doane, G. H. Stickney, D. W. Atwater, A. B. Opay, War 
Harrison, A. L. Po WELL, S. G. Hisspen, H. A. Smitu, R = HARRIN¢ 

nN, A. 5S. Turner, C. A. AtHerton, M. Luckiesw, Eart A. ANDERSOD 
J. H. Kurvtanper, G. A. CLeweLt, H. H. Mac DSICK and J ® CoLviLut 

i k 
Size of Boo TABLE OF CONTENTS 
PART I ILLUMINATION FUNDAMENTALS 
ight—Difi or Light olor Quality of Ilumination—Shadow—Uniformity of Illumination— 


it llumin at ym ot Vertical “Sarfaces Desirable Wall Brightnese- ~Maintenance 


PART II ILLUMINATION DESIGN DATA 
Definiti ms—Fo rt Candle IIlumination—Type of Lighting Unit—Location of Outlets, Mounting Height, and 


ve Lighting Units—Lamp Size—Computed Illumination Values -Illustrative Problem—Guide to the 
Sel ection - Reflecting Equi pmen t, Chart—Spacing—Mounting Height, Table—Foot-Candles EBumjpotion, 
Table-—Coefficients of Utiliz m, Table—Room Index, Tables—Lumen Output of Mazda Lamps, Table 


Computed Illumination Values, Table. 


PART Ill STORE AND SHOW WINDOW LIGHTING 
General Classes of Store Lighting—Amount of Illumination Required—Lighting Units or Luminaries—Lamps 
Recommended for Use, Table—Entrance Doorway Lights—Night Lights—Wiring and Control—Color Match- 
ing and Color Quality—Showcase Lighting—lIllustrative Problems—Show Window Lighting—Show Window 
Equipment—Show Window Il!lumination Calculations. 

PART IV INDUSTRIAL LIGHTING 
Requiremen its—Light on the Work—Daylight Intensities, Table—Illumination of Surrounding Surfaces— 
Color Quality of Light—Glare—Specular Reflection-——-Shadows—Locations of Outlets—Work Ben oh Lighting— 
Chart for Effecting Lighting Improvements—115 vs. 230 Volt Lamps. 


PART V LIGHTING OF OFFICE BUILDINGS AND DRAFTING ROOMS 
Introduction—Method of Lighting—Comparison of Lighting Systems—Spacing of Outlets—Wattage Required— 
Drafting Rooms. 

PART VI SCHOOL LIGHTING 


Introduction—Illumination Values—Diffusion—Classrooms—General Considerations—Blackboards—Comparison 
of Various Lighting Systems—Corridor—Laboratory—Auxiliary Outlets. 


PART VII RESIDENCE LIGHTING 
Introduction—Systems of Lighting—Kitchen—Butler’s Pantry—Laundry and Work Bench—Den or Sewing 
Room—Living Room—Dining Room—Hall or Reception Room—Bed Room—Bath Room—Porch—Grounds— 
Garage—Wiring—Recommended Sizes of Lamps, Chart. 

PART VIII CHURCH LIGHTING 
General Requirements—Methods to Avoid—Feasible Schemes for Lighting—Ritualistic Churches—Evangelical 
Churches--Special Lighting Requirements—Chancel—Choir Loft—Windows—Wiring. 


PART IX LIGHTING OF PUBLIC BUILDINGS 


Armories—Gymnasiums—Main Snevcling Floor—Swimming Pool—Running Track—Exercising Rooms— 
Shower and Locker Rooms—Art Galleries—Paintings—Statuary—Museums—Libraries—Municipal, Counfy, 
and State Buildings—Banks. 
PART X LIGHTING OF HOSPITALS AND DENTAL OFFICES 
Wards—Private Rooms—Corridors—Operating Rooms—Wiring and Signal Systems—Dental Offices 
PART XI FLOODLIGHTING ; 
Equipments—Typical Installations. 
PART XII LIGHTING FOR OUTDOOR SPORTS 
Tennis Courts—Clock and Court Golf—Motorcycle an@ Bleyele Racing—Outdoor Arenas—Bathing Beaches— 
Trap Shooting Ranges. 
PART XIII LIGHTING FOR INDOOR RECREATIONS 
Pool and Billiard Parlors—Bowling Alleys—Indoor Tennis Courts—Squash Courts—Skating Rinks. 
PART XIV MAINTENANCE OF INTERIOR LIGHTING SYSTEM 
Extent ot lighting Depreciation—Value of Light Wasted—Systematic Maintenance--Suggestions jor Restoring 
a Lighting System, Chart. 
PART XV MODERN PRACTICE IN STREET LIGHTING 
Principal Business Streets—Thoroughfares—Residence Streets—Outlying Districts and Alleys—Highways— 
Summary of Medern Practice, Table—Necessity of Maintenance. 
PART XVI ELECTRICAL ADVERTISING 
F is of Electrical Advertising—Exposed Lamp Signs—Enclosed Lamp Signs—Bulletin and Poster Boards— 
Bal din g Outline and Marquee Lighting—Flood Lighted Advertising—Sign Maintenance 
PART XVII CODE OF LIGHTING 


he C de f Lighting for Factories, Mills and Other Work Places, prepared and issued by the Illuminating 
E. gineering Society 


272 Pages — 240 Illustrations and Diagrams —55 Tables — Leatherette Cover — Gilt Edges 
Sent Post Paid to Any Address on receipt of $3.00 5 
ASSOCIATION OF ELECTRAGISTS—lIntern ational, 15 West 37th Street, New York, N. Y. 
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SST DER 


Some of our Manufactured Products 
: | ANNUNCIATORS 


HOUSE 

HOTEL 

HOSPITAL 

ELEVATOR 

MARINE 
WOOD OR METAL 
ALL STYLES OF DROPS 
AND RESETS 


BELLS 
IRON BOX 
WOOD BOX 
FIRE-ALARM 
SKELETON 
VIBRATING 
SINGLE STROKE 
WEATHERPROOF 
ELECTRO-MECHANICAL 


BUZZERS 
IRON BOX 
WOOD BOX 


PUSHES 
wooD 
METAL 
DESK 
DOOR 
PEAR 
FLOOR 
MARINE 
MULTIPLE 
TABLE CLAMP 

ALL FINISHES 


SOCKETS 
KEY 
KEYLESS 
PULL CHAIN 
ALL FINISHES 


FIRE ALARMS 
CABINETS 
BOXES 
SYSTEMS FOR CURRENT 
OR STORAGE BATTERY 


SHADES 


METAL SHADES OF ALL 
DESCRIPTIONS 


LETTER BOXES 


OF ALL DESCRIPTIONS 


FLOOR BOXES 
SPEAKING TUBES 


TIN TUBE 
FLEXIBLE TUBE 
WHISTLES 
ELBOWS 
COLLARS 

ROSES 


BURGLAR ALARMS 
DOOR SPRINGS 
WINDOW SPRINGS 
TRANSOM SPRINGS 


Iron Box Bell TANK ALARMS 


W.R. OSTRANDER & CO. 


371 Broadway, New York 


Factory: 83-85-87-89 Clifton Place, Brooklyn, N. Y. 





Weatherproof Bell 





Pivoted Armature 
Skeleton Bell 








Safety Type R Standardized Residence Panel Board 














“Center of Distribution” 


Now modern houses can be equipped with the circuit lighting 
panel board at the center of distribution on the first or second 
floor at a height that makes fuse renewal easy—with the F. A. 


Safety Type R Triumph Panel Board. 


This is a new point of view which is being enthusiastically re- 
ceived by home builders everywhere ;—for it eliminates so much 
of the old time bother of inopportune fuse-blowouts that all 
housewives dread. 


It is lower cost installed as well, for the largest percentage of 
labor is applied in the factory with minimum time on the job. 
Sold “in the package” by jobbers everywhere, a perfect com- 
bination of safety, completeness, accessibility, economy and 
service. 


Send now for your 
copy of this new bul- 
letin on Home 

Wiring 
If not in your files send 
for “Wiring the Home for 
Comfort and Convenience,” 
the new book on the Type 
R—gladiy supplied on re- 
quest. 


ELECTRIC COMPANY 


ST. LOUIS 











The Triumph Line of Standardized Safety Type Panel Boards 
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—and Rubin is an Electragist 


The L. D. Rupin ELectric Hundreds in all parts of the 


Company of Charleston, S. country participated in these 
C., was awarded first prize great contests. All endeav- 
in the two nation-wide Lamp ored earnestly to win. But tt 
the Home and Red Seal 


Battery window display con- 


ad 
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* 
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remained for a live Elec- 


J 
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tragist to bring home the 


tests. 


bacon. 





The Prize “‘Lamp the Home” Window 


An Electragist has every advantage. He is in a position to do the best 
work because he is afforded the best instruction in matters that most 
coneern the successful conduct of the electrical contractor-dealer business. 
The Association not only gives him the benefit of its broad international 
effort, but gives him a direct service the value of which cannot be meas- 
ured in money terms. 





An Electragist has every advantage 


Is there any reason then why he cannot maintain at 
all times the high standards of business practice 
which make for the public’s safety, service and sat- 
isfaction—which the name implies? 


An Electragist who takes advantage of his opportunities as an Electragist 
can do a successful business at a profit. He knows his overhead, his turn- 
over. He estimates a job as it should be estimated. He enforces the re- 
quirements of the Code. He is active every day in every way. 





KEEP US POSTED. Headquarters Office is anxious 
to keep in close touch with members’ activities. If you 
are undertaking something new or attempting to work 
out an old method to better advantage let us know about 
it and we may be able to help you. Photographs will be 
published in the NATIONAL ELECTRAGIST. 











ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 
15 West 37th Street New York City 
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If you must use Terminal Bushings— 


Then Use the Best 


and the best is the 


T&B NEW SPRING CABLE BUSHING 





PAT. PENDING 


Cat. No. 1267 


Approved by Underwriters Laboratories. 


The RULING is that all flexible 
armored Cables when entering un- 
bushed outlet or Junction Boxes Must 
Be Provided with an approved ter- 
minal fitting. 


Our No. 1267 Bushing WILL FIT 
14-2 wire, 14-3 wire, 12-2 wire and 
12-3 wire Armored Conductors. 


Have YOU ever seen AN Y 
OTHER Bushing that REALLY 
bushes the Wire—we haven't. 


WHY carry two or more types when 
our No. 1267 will meet all conditions? 
Attached in a MOMENT—RE- 
DUCES stock—therefore SAVES 
MONEY. 


Buy them from your Jobber at $4.50 
in 5,000 lots. THINK IT OVER! 


THE THOMAS & BETTS CO. 


63 VESEY ST., New YorkK CIty 














e] SPRAGUE | 


PANEL 
BOARDS 














Y Lor »don Guarante ee Bldg ie } 


° ¥ oe” Chi ‘cago. lit. ii) 


AS. ALSCHULER - Architect WA 
Spracue PANELBOARDS Usto es rs 


ate 





IVE standardized types to choose 
from—each type neat in design— 
smart in appearance and scientifically 
built for greater protection in every 
day service—all are moderate in cost. 


We specialize in co-operating with 
architects and engineers who desire in- 
dividual designs in panel boards that 
more directly harmonize with the deco- 
rative features of the building—quick 
deliveries. 


Send us your specifications. 


‘SPRAGUE ELECTRIC WORKS) 


Main O¢fic Of General Electric Company  pranch offices 





$27 W534 Se.Ne York in Principal Cities 
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[THE MARKET PLACE 


A a an To Buy or Sell Used Material SS Fee SASL SE oS cman 4 
\RTISTS—Ready to handle your Photo||f| For Help Wanted | WANTED 
Retou hi g, _ Lett ring or Designing—Elec- | For Situations Wanted | ie 2 al El . di 
trical liances and adio ldress: se ener ectric durect 
b Stein Studio 13 East 27th Street, ‘ 
' oe Stein Cis, ‘Teleghous ee an RATE o— current type C-6, Westinghouse 
Square 4199 tt PO BL.00  igccionll | D- C-type CW-6, General Elec- 
r Sale—j3o0 Egg Electro-Hatch Incu- -” tric type I and Westinghouse 















































r, in 2 sections, operated separately. For 7” ee —— 
| liot us uu oT RTS.) ° 
32-volt farm lighting plant, convertible to Ue _ — type C or OA alternating cur- 
» volt. Used one season, perfect condi For Sal The following, none of which > “ di 
l \ 1¢ < ll, } ( M1 y . - 
Bargain at $35.00, one half manufac-! have ever been in use: Two Liberty Vacuum rent meters in operating condli- 
rs pric ‘ \\ ill ship bill of lading sub Cleaners, $35 r ach - One W estern Electric | tion. Quote best price. 
ject to examination. Address: Elmer D.|Heat Regulator No. 100, $25; One l — 
\\ ] 1 y >: » baw sarn +O no »]- Goz d- 
Wolfe, Electrical Contractor, Big Rock,; Motor for Farm Lighting Plant, $25. ¢ 
ilinois | It-2\ dress: Crescent Electric Corporation, 3307 JAMES J. McCOY, 
Washington Avenue, Newport News, Vir- 1472 Broadway, New York, N. Y. 
Situation Wanted L desire to connect te { gt ic 
vith a firm or person who can use my serv gin Ae mere erg | A " 
ices and the knowledge I have acqu uired be-| HELP WANTE D—Superintendent who Situation Wanted—General manager, elec- 
ire and while operating my business as a/can take charge of a New York City motor | trical contractor, seeks connection with well 


ntractor and dealer for nearly six years.|repair shop and estimate on outside motor | rated A-1 concern. Thirty-four years old, 
| understand in detail, construction prob-|and wiring jobs. Only those with this ex- | married, seventeen years’ experience. Past 
lems, appliances and apparatus. Business|perience will be considered. Big opportu- | six years general manager of large firm in 
\dministration and I am considered a good|nity for the right man. State fully expe- | Chicago. Knows electrical contracting busi- 
salesman. Age 34. Salary, commission or |rience and salary expected. Address: Box | ness, embracing engineering, purchasing, es- 








hoth Address: P. M. Hinchey, 3826 Cor Q, co NATIONAL ELECTRAGIST, 15 West 37th | timating, handling labor, sales technique and 
liss Avenue, Seattle, Washington. It.-3| Street, New York City. It-I peswer x fundamentals, has large acquaint- 

RADIO FOR SALE ..—” ~ | Wanted— \ man expe erienced in estimat- | anceship. Capable of taking full charge or 
[wo or three beautiful receiving sets of|{ing, closing contracts and supervising in-| assist in_ managing a going business or 


| branch office. Good organizer for new field. 
Address: Box R, clo NATIONAL ELECTRAG- 
Ist, 15 West 37th St., New York City. 1t-2 


various qualities at one-half off the list |stallations of large work for an_ electrical | 

price. Anyone desiring a radio set that is |contracting c mpany. State im first letter | 

efficient, compact and beautiful at the same |age, past experience, and full epee Hog 

time, will please address Box L. clo Na-|Address: Box C. E. 5., cio NATION AL ELEC ; 

TIONAL ELECTRAGIST, 15 West 37th Street, |rracist, 15 West 37th Street, New York | \\ anted—By an old established electrical 

New York City. t.f.-10 '! City. It.-3 firm in fast growing Southern town, man 

, : ager of retail fixture and appliance depart- 

; , . — ment. Must be familiar with the buying as 

Surplus Electrical Material in Good Saleable Condition well as selling end and with experience in 
running assembling room. Must have ex 

perience in the commercial end as well as 

















ee SWITCHES » Melee 280 Volta: residence end. Good place for a live, ener 
1500 pieces Saas ws I C. Knife Switch—60 Amp. 2 Poles 235 olts; § Sh Rech getic man of the right type. Position per 
650 pieces Cat. No. 2774 Type C Knife Switch—100 Amp. 2 Poles 250 Volts; manent. Give age, experience, references, 
: N. E. C. Fused — ser — Ee $1.17 Each salary wanted, when can come, ete. Also a 
40 pieces a eC ol ne C Knife Switch-—200 Amp. 2 Poles 250 Volts; $2.25 Each good outside solicitor wanted; one who can 
These are manufactured by Trumbull Vanderpool Electric Manufacturing Company, and get the business. Write : Barden Electric 
ire packed in original cartons and cases. Company, Houston, Texas. tt-4 
WIRE 
100,000 feet N 8s B. & S. “Ideal” Slow Burning Wire—N. E. C. Standard. ° 
Packed in rolls of 250 feet each, eight rolls to the case. p Manufac Flashlights For Sale 
tured by the Phillips Insulated Wire Company oi awtucket, P 
R. I. oie $15.75 per 100 Ibs. 6530 pieces Ever-Ready Daylo 
FUSE PLUGS Flashlights, Fibre shells with 
200,000 3 Ampere Fuse Plugs, made by Bryant Electric Mfg. Co. Packed 50 Mazda Lamps, without bat- 
to the carton, 50 cart ms to the case $14.00 per 1000 plugs e 8 " , 
150,000 6 Ampere Fuse Plugs, made hy Union Electric Mig. Company. | Packed | tery, size 8 inches long by 1! 
to the cart 60 cartons to the case $13.00 per 1000 plugs | inches wide, 
DOOR FLUSH RECEPTACLES | $35.00 per hundred 
730 pieces Cat. No. 430 Bryant Disappearing Dox Flush acepencies, manu | 
factured by Beyent Electric Co. of Bri idgeport, Conn $ .30 Each ‘ ‘ 
} pieces Cat. No. 494 Plug for Bryant Disappearing Door Flush Receptacle Batteries for same in lots of 
National et di Standare , i ° e e E h } 
Nat F) C 1), Bryant Electric Mfg. Co $ .35 Eac 500 ____ $25.00 per hundred 
UNILETS 
1500 Cat. N * 120 Enameled | nilets, size 14” x 4", made by Appleton Electric a Address: Box S, c o National Electrag- 
ompany, and packed in individual cartons, 25 cartons to the case d ac . . 
Cat. No. 6632 Switch Unilets. size %”. n ul - Appleton Electric Gommane, ist, 15 W. 37th St., New York City. 
i packed n 3 rt 13 cartons to the cas $ .38 Each 
BRACKETS ’ 
. ee ae ; SUBSCRIBE FOR THIS MAGAZINE 
G \ Cast Iron W I ets. Packed t se at $5.00 per hundred : : , 
No orders accept <s than 300 Bracket TODAY AND RECEIVE THE RE- 
REFLECTORS | PORTS OF NATIONAL ASSOCIA 
ry ¢ Ce, Refl tor Shades: white inside, creet it sick Packed a e h TION ACTIVITIES IN EVERY 
2) to ¢ ne d ac ' 
— pe Pn Picanadece yng meager eeapeereg me ISSUE. 
All of t e merchat s guaranteed to be good saleable condition. Prices 5 
ted at ase lot Published Monthly 
TERMS—2% ten days—net thirty days, F.O.B. Port of New York. $2.00 a Year 
We : t right to fill rs as and whe ect 1 and to reject all orders whe mia . 
NATIONAL ELECTRAGIST 
Address: S. H., Room 602, 15 West 37th Street, New York City 15 West 37th St., New York City 
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OHIO Do You Make 
BRUSH The In-Between-Time Count? 


NVERY customer or prospective customer who comes 
i into your store does not come to buy a washing ma- 
chine, or vacuum cleaner, or some other electrical: 


device. If they did you would soon be numbered among 
Costs $ s 50 the plutocrats. 
2 
° Many of those who visit your store want service for the 
Brings you $42.00 household appliances which they already have. Are you 


equipped to replace worn brushes and springs on the small 
motors used in these appliances? 











150 Brushes 62 Springs 
Also double size Kits at $15.30 That is where you can make your “‘in-between-time”™ 
count. With an Ohio Brush Kit in your stock you can 
use your odd minutes to repair the motors on the appli- 
ances now used by your customers. 


BRON BRUSHES | 


BUN THESE REPRESENTATIVES WILL SUPPLY YOU: 
é Boston, Mass. Cincinnati, Ohio. Kansas City, Mo. Minneapolis, Minn. 
A. F. McCarthy, Jas. R. Jordon, Jr., C. M. Clift A. J. Pyle, 
69 Oliver St. 217 E. 3rd St. 214. Massac anette 2487 Lundale Av. S. 
Buildi ig. 

Evansville, Ind. New York, N. Y. 

Chicago, Ill. F. W. Sieffert, oa Angeles, Cal. T. J. Crofton, 

Soucek & C 319 Sycamore St. A. W. Arlin, 280 Broadway. 

2253 S. Central Park é ntral Bl 

Avenue Iowa State Repr. St. Louis, Mo. 
Leonard C. Kohn, Milwaukee, Wis. L. A. Jaques, 
2019 Farnam St., Ohio Carbon Co. 5553 Vernon Ave. 
Omaha, Nebr. 439 15th Street. 








OHIO CARBON COMPANY 


8215 Almira Ave., Cleveland, Ohio 











“DIAMOND H™ 


REMOTE CONTROL SWITCHES 
LAMINATED BRUSHES 
IRONCLAD MECHANISM 
SELF CLEANING CONTACTS 














Ft 
» 
FOR < NN FOR 
ALTERNATING DIRECT 
CURRENT CURRENT 
Type “F” 3-Pole Back Coanected 
Remote Control Switch 
DouBLE PoLE—THREE PoLE—Four POLE Double Pole TYPE “F” triple Pole 
Catalog | Ampere List | Catalog | List 
Number | Capacity Price Number Price 
730s 30 | $36.00 790 «=|: $43.20 __ 
740 =|) 2 «660)—Cl||:s 4.00 800 =| = 54.00 
7 75 60.00 810 | 67.20 
760 100 93.60 ‘20 | 108.00 
770 150 108.00 830 124.80 


7 | 200 122.40 S46 | 139.20 
| | } 





Write for Catalogue and Discount Sheet 


Made by 


THE HART MANUFACTURING CO. 





Double Throw Combination 








HARTFORD, CONN., 
For two sources of supply with common load. Transf- o U.S.A ~ 
automatically upon fzilure _! one souice. . » 
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BUYERS’ GUIDE 


of some of the products manufactured by the concerns advertising in this 
issue. To be listed here is a badge of reliability. 
guarantee of satisfaction. 


To buy from here is a 
When you buy from here please mention the 


NATIONAL ELECTRAGIST 


+> 








ADAPTERS, LAMP 
Bryant Elec. Co 
General Elec. Co. 
Hubbell, Inc., Harvey 


ALARMS, BURGLAR, FIRE 
Conn. Telephone & Elec. Co. 
Ostrander & Co. 

Partrick & Wilkins Co. 
Stanley & Patterson. 
Western Elec. Co. 


ANNUNCIATORS 
Ansonia Elec. Co. 
Conn. Telephone & Elec. Co. 
Ostrander & Co., W. KR. 
Partrick & Wilkins Co. 
Stanley & Patterson. 


ARRESTERS, LIGHTNING 
General Elec. Lo. 
Westinghouse Elec. & Mfg. Co. 


ASBESTOS WOOD 
Johns-Manville, Inc. 


ATTACHMENTS, SOCKET 
Hubbell, Inc., Harvey 


BATTERIES, DRY 
Manhattan Elec. Supply Co. 
Staniey & Patterson. 


BATTERY CHARGING OUTFITS 
Westinghouse Elec. & Mfg. Co 


BELLS, ELECTRIC 
Ansonia Elec. Co. 
Connecticut Tel. & Elec. Co. 
Electrical Sales Co. 
Meshattan Elec. Supply Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins. 
Schwarze Elec. Co. 
Stanley & Patterson. 


BENDERS, CONDUIT 
Steel City Elec. Co. 
Thomas & Betts Co. 


BLOCKS, MOLDING 
Bryant Electric Co. 
Roberts Elec. Sup. Co., H. C. 


BOOKS, ELECTRICAL 


Ass'n of Electragists, International. 


BOLTS, TOGGLE 
National Metal Molding Co. 
Thomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 


BOXES, CONDUIT 
Appleton Elec. Co. 
Chicago 4 4 Mfg. Co. 
Hart Mfg. 
National Metal Molding Co. 
Sprague Elec. Works. 
Steel City Elec. Co. 
Thomas & Betts Co. 
Tucker Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


BOXES, FLOOR 
Frank Adam Electric Co. 
Sprague Elec. Works. 
Stanley & Patterson. 
Steel City Elec. Co. 
Ynomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 


BOXES, MANHOLE (JUNCTION) 
Frank Adam Electric Co. 
General Elec. Co. 

Johns-Pratt Co. 


BOXES, METER PROTECTING BOXES 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co 


BOXES, PULL 
Westinghouse Elec. & Mfg. Co 


BOXES, WOOD OR CABINET 
Stanley & Pattersor 


BRACKETS, TELEPHONE 
Stanley & Patterson. 
Western Elec. Co. 


BRUSHES 
General Elec. Co. 
Ohio Carbon Co 


Westinghouse Ele & Miz. Co. 


BUSHINGS, BOX AND CABINET 
Fralick & Co., S. R. 
Pass & Seymour. 
Westinghouse Elec. & Mfg. Co. 


CABINETS, METAL 
Frank Adam Electric Co. 
Hart & Hegeman. 
Thomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 
Wurdack Elec. Mfg. Co. 


CHARGING OUTFITS 
General Elec. Co. 
Robbins & Myers Co. 
Westinghouse Elec. & Mfg. Co. 


CIRCUIT BREAKERS, AUTOMATIC 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


CLAMPS, CABLE SUPPORTING 
Steel City Elec. Co 


CLAMPS, GROUND — 
Fralick & Co., S. 
General Elec. Co. 
Hart Mfg. Co. 
Minerallac Elec. Co. 
National Metal Molding Co. 
Sherman Mfg. Co., H. B. 
Sprague Elec. Works. 
Thomas & Betts Co. 


CLAMPS TEST 
Appleton Elec. Co. 


CLEANERS, VACUUM 
Western Elec. Co. 


CLIPS, FUSE 
Bryant Electric Co. 
Johns-Pratt Co. 


COILS, CHOKE 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


COLORING AND FROSTING, INCAN- 


DESCENT LAMPS 
Philadelphia Eec. Co. 


CONCENTRIC, WIRING FITTINGS 
General Elec. Co. 


CONDENSERS, TELEPHONE AND 
TELEGRAPH 
Connecticut Tel. & Elec. Co. 
Western Elec. Co. 


CONDUIT, INTERIOR 
Alphaduct Co. 
American Circular Loom Co 
Central Tube Co. 
Clifton Mfg. Co. 
Enameled Metals Co. 
Killark Elec. Mfg. Co. 
National Metal — Co. 
Sprague Elec. Works. 
Steel City hy Co. 
Trumbull Elec. Mfg. Co. 
Tubular Woven Fabric Co. 


CONDUIT, UNDERGROUND 
Johns-Manville, Inc. 


CONNECTORS, BRASS CYLINDER 
Bryant Elec. Co. 
Frankel Connector Co. 
Trumbull Elec. Mfg. Co. 


CONNECTORS, EXTENSION CORD 
Hubbell, Inc., Harvey. 


CONNECTORS, FIXTURE 
H. B. Sherman Mfg. Co. 


CONNECTORS, SLEEVE 
Bryant Elec. Co. 


CONNECTORS, SOLDERLESS 
Dossert & Co. 
Frankel Connector Co. 
Westinghouse Elec. & Mfg. Co. 


CONNECTORS. WIRE 
Stover & Co., S. H. 


COOKING UTENSILS, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


COUPLINGS, SHAFT 
General Elec. Co. 





CUTOUTS 
Arrow Electric Co. 
Bryant Elec. Co. 
Chicago Fuse Mfg. Co. 
General Elec. Co. 
Hart & Hegeman Mfg. Co. 
Johns-Pratt Co. 
Pass & Seymour, Inc. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


DECORATIVE LIGHTING 
General Elec. Co. 


DYNAMOMETERS 
Sprague Elec. Works 


EBONY ASBESTOS WOOD 
Johns-Mansville, Inc. 


FANS, A. C. AND D. C. 
Emerson Elec. Mfg. Co. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


FANS, HANGERS 
Adam Electric Co., Frank 


FANS, MOTOR 
Emerson Elec. Mfg. Co. 
General Elec. Co. 
Manhattan Elec. Supply Co. 
Robbins & Myers Co. 
Sprague Elec. } gaa 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


FARM LIGHTING GENERATORS 
Westinghouse Elec. & Mfg. Co. 


FIBRE 
Johns-Manville, Inc. 


FITTINGS, FIXTURE, IRON 
Appleton Elec. Co. 
Beardslee Chandelier Mfg. Co. 
Bryant Elec. Co. 
Fralick & Co., S. R. 
General Elec. Co. 
Killark Elec. Mfg. Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Square D Company. 
Steel City Electric Co. 
Thomas & Betts Co. 
Trumbull Electric Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


FIXTURES, SHOW CASES AND 
WINDOWS 


Artistic Ltg. Fix. Corp'n. 
Beardslee Chandelier Mfg. Co. 
Faries Manufacturing Co. 
Frink, Inc., I. P. 

National X-Ray Reflector Co. 
Shapiro & Aronson, Inc. 


FIXTURE STUDS 
Fralick & Co., S. R. 
Thomas & Betts Co. 


FURNACES, ELECTRIC 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


FUSES, ENCLOSED 
Bryant Electric Co. 
Chicago Fuse & Mfg. Co. 
General Electric Co. 
Johns-Pratt Co. 
Westinghouse Elec. & Mfg. Co. 


FUSES, OPEN LINK 
Chicago Fuse & Mfg. Co. 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


FUSES, TELEPHONE 
Chicago Fuse & Mfg. Co. 
Western Elec. Co. 


GENERATORS, LIGHT AND POWER 
Emerson Elec. Mfg. Co. 
General Electric Co. 
Robbins & Myers Co. 
Sprague Electric Works. 
Westinghouse Elec. & Mfg. Co. 


GLASSWARE 
National X-Ray Reflector Co. 


GUARDS, LAMP 
Hubbell, Inc., Harvey. 


HANGERS, ARC LAMP 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 





HANGERS, CONDUIT AND CABLE 
Appleton Elec. Ce. 
Minerallac Elec. Co. 
Pass & Seymour, Inc. 
Steel City Elec. Co. 
Thomas & Betts Co. 


HANGERS, FIXTURE AND BOX 
Westinghouse Elec. & Mfg. Co. 
HANGERS, LAMP 
Bryant Elec. Co. 


HEATERS, LIQUID 
meral Electric Co. 
Westinghouse Elec. & Mfg. Ce. 


HEATING DEVICES 
Commonwealth Edison Co. 
Westinghouse Elec. & Mfg. Co. 


HIGH TEMPERATURE CEMENTS 
Johns-Mansville, Inc. 


HOLDERS, SHADE 
Hubbell, Inc., Harvey. 
National X-Ray Reflector Co. 


HOLDERS, BATTERY 
Ostrander & Co., W. R. 
Stanley & Patterson. 


INSTRUMENTS, INDICATING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, LAMP TESTING 
General Elec. Co. 


INSTRUMENTS, MINIATURE SWITCH. 


BOARD 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, POCKET 
Connecticut Tel. & Elec. Co. 


INSTRUMENTS, RECORDING AND 
CURVE DRAWING 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, TESTING 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


INSULATION, MOLDED 
Johns-Manville, Inc. 
Johns-Pratt Co. 

Westinghouse Elec. & Mfg. Co. 


INSULATORS. CANOPY 
Arthur F. Stanley 
General Elec. Co. 


INSULATORS, HIGH VOLTAGE 
General Elec. Co. 
Stanley, Arthur F. 
Johns-Manville, Inc. 
Westinghouse Elec. & Mfg. Co. 


INSULATORS, TREE 
Westinghouse Elec. & Mfg. Co. 


IRONS, CURLING 
Westinghouse Elec. & Mfg. Co. 


IRONS, SOLDERING 
General Elec. Co. 


JOINTS, CABLE 
Dossert & Co. 
Westinghouse Elec. & Mfg. Co. 


JOINTS, FIXTURE INSULATING 
Thomas & Betts Co. 


LAMPS, ARC 
veneral Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


LAMPS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LAMPS, INCANDESCENT 
Edison Lamp Works 
General Electric Co. 
Hubbell, Inc., Harvey. 
Hygrade Lamp Co. 
Johns-Manville. Ine. 
National Lamp Works. 


LAMPS, PHOTO-ENGRAVING 
General Elec. Co. 


LAMPS, TROUBLE, ” eee 
PORTABLE, HAN 
Cennecticut Tel. & Elec. Co. 
Stanley & Patterson. 
LIGHTING FIXTURES 
Brascolite Company. 
LIGHTS, STAGE 
Sprague Elec. Wke 
Western Elec. Co. 
National X-Ray Reflector Co. 
LOCKS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LOCKNUTS 
Fralick & Co., 8. R. 
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Emerson Oscillators! 






The fans that are REALLY adjustable. 
Sold by dealers that know fan values. 


Every pat GUARANTEED for 5 years. 
9-inch, 12-inch and 16-inch fans— 


All with 3 speeds. 


The Emerson Company sells no apparatus 


at retail. 


_The Emerson Electric Mfg. Company 


2018 Washington Avenue, St. Louis, Mo. 50 Church Street, New York City 
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PIT TSR GH 
ENAMELED CONDUIT 
STANDARD 


Profits Ahead 


HEAD of schedule means more jobs, more 

profits ahead. Use P. S. on one job and you 

can revise your schedule of future jobs to include 

many more. The time it saves you can count in 
actual dollars. 

Reaches the job ready to install. Patented Thread 

Protectors keep threads sharp, true and clean—with 


just enough enamel to protect from rust. 


Kliminates reversing couplings and running dies 


FE NAM FIFE D over pipe ends. No interruption when P. S. guides 


the work; it costs no more than ordinary enameled 


LT PITTSBURGH, PA.) 
META LS CO. conduit. 
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BUYER’S GUIDE— Continued 


LUGS, TERMINAL 


Dossert & Co. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Ce 


MOLDED INSULATION 


Johns-Manville, Ine. 
Westinghouse Elec. & Mfg. Co. 


MOLDINGS, METALLIC 


Appleton Elec. Co. 
National Metal Molding Co. 


MOTOR GENERATORS 


General Electric Ca 
Sprague Elec. Wks. 
Westinghouse Elec. & Mfg. Co. 


MOTORS, POWER 


Emerson Elec. Mfg. Co. 
General Elec. Co. 

Robbins & Myers Co. 

Sprague Elec. Works. 

Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


OZONIZERS, INDUSTRIAL 
Sprague Elec. Wks. 


PADS, HEATING 
Westinghouse Elec. & Mfg. Co. 


PAINTS AND COMPOUNDS 


General Elec. Co. 
Johns-Manville, Ine. 
Minerallac Elec. Co. 


Standard Underground Cable Co. 


Westinghouse Elec. & Mfg. Co. 


PANEL BOARDS 
Adams Electric Co., Frank 
Johns-Manville, In 
Plainville Elec’l. Products Co. 
Trumbull Electric Mig. Co. 


Westinghouse Elec. & Mfg. Co. 


PERCOLATORS 
Westinghouse Elec. & Mfg. Co. 


PLANTS, LIGHTING 
General Elec. Co. 


Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PLATES, FLUSH SWITCH 
Arrow Electric Co. 
Bryant Elec. Co. 
Connecticut Tele. & Elec. Co. 
Hubbell, Inc., Harvey. 


PLUGS AND RECEPTACLES 
Arrow Electric Co. 
Bryant Electric Co. 
Chicago Fuse Mfg. Co. 
General Elec. Co. 
Hart Mfg. Co. 
Hubbell, Inc., Harvey 
Johne-Manville, Inc. 
Johns-Pratt Co. 
National Metal Molding Co. 
Pass & Seymour, _ 
Sprague Elec. 
Stanley & eed 
Trumbull — Co, 
Western Elec. 
Westinghouse Elec. & Mfg. Co, 


PLUGS, SPARK 
Western Elec. Co. 


POLE LINE HARDWARE 


Johns-Manville, Inc. 
National Metal Molding Co. 
Westinghouse Elec. & Mfg. Co. 


PORCELAIN, STANDARD 


General Elec. Co. 


PORCELAIN PRODUCTS 


Square D Company. 


PORTABLES 


Beardslee Chandelier Mfg. Co. 
National X-Ray Reflector Co 


POSTS, LAMP, ORNAMENTAL 
Westinghouse Elec. & Mfg. Co. 
POTS, MELTING 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PROJECTORS, ELECTRIC 


General Elec. Co. 

National X-Ray Reflector Co. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PROTECTORS, LINEMEN'’S 
Minerallac Elec. Co. 


PROTECTORS, THREAD, CONDUIT 
Enameled Metals Co. 


PROTECTORS 
Connecticut Tel. & Elec. Co. 
Minerallac Elec. Co. 
Partrick & Wilkins Co. 
Stanley & Patterson. 


RADIATORS, ELECTRIC 
Westinghouse Elec. & Mfg. Co 


RADIO APPARATUS 
Bruno Radio Corp’n 
General Elec. Co. 
Martin-Copeland Co. 
Ostrander & Co., W. R. 
Philadelphia Elec. Co. 
Queens Radio Co. 

Radio Courses, Inc. 

Stanley & Patterson 

Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 
Zamoiski Co., Jos. M. 


RANGES, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


REFLECTORS 
National X-Ray Reflector Co. 


REFLECTORS, PORCELAIN, 
ELED, IRON AND STEEL 
Hubbell, Inc., Harvey. 
Westinghouse Elec. & Mfg. Co. 


REGULATORS, VOLTAGE 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


RHEOSTATS 


General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


ROSETTES 
Arrow Electric Co. 
Bryant Elec. Co. 
General Elec. Co. 
Hubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SHADES, METALLIC 
Hubbell, Inc., Harvey. 
Ostrander & Co., W. R. 


SIGNALS, FACTORY AND OFFICE 
Stanley & Patterson. 


SIGNS, EXIT 
Sprague Elec. Wks. 


SOCKETS AND RECEPTACLES 


Appleton Eke. Ce. 

Arrow Electric Co. 

General Elec. Co. 

Hubbell. Inc., Harvey. 
Johns-Manville, Inc. 
National Metal Molding Co. 
Ostrander & Co., W. R. 
Pass & Seymour, Inc. 

Propp Co., M. 

Sears, H. D. 

Stanley & Patterson. 
Trumbull Electric Co.. Ine 
Westinghouse Elec. & Mfg. Co. 


SOLDERLESS CONNECTORS 
Frankel Connector Co. 


SOLDERING COMPOUNDS 
Westinghouse Elec. & Mfg. Co. 


STARTERS, MOTOR 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


STERILIZERS, WATER, ELECTRIC 


Spragne Elec. Wks. 
Westinghouse Elec. & Mfg. Co. 


ENAM- 
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STOVES, DISC 
Westinghouse Elec. & Mfg. Co. 


STRAPS AND wy ay CONDUIT 
Fralick & Co., S. 


SUPPLIES, ELECTRICAL 
Adam Electric Co., Frank. 
Baltimore Elec’! Supply Co. 
Brooklyn Elec’l Supply Co. 
Doubleday-Hill Elec. Co. 
Nat'l. Elec’l. Supply Co. 
Newark Elec’l. Supply Co. 
Ostrander & Co., W. KR. 
Philadelphia Elec. Co. 
Roberts Elec. Supply Co., H. C. 
Rumsey Electric Co. 

Southern Electric Co. 
Stanley & Patterson. 
Western Electric Co. 


SUPPORTS, BOX 
Tucker Mfg. Co. 


SWITCHBOARDS, LIGHT AND POWER 
Adam Electric Co., Frank. 
Bryant Electric Co. 
General Elec. Co. 
Johns-Manville, Inc. 
Plainville Elec’l. Products Co. 
Sprague Elec. Wks. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfz. Cv. 
Wurdack Elec. Mfg. Co. 


SWITCHES, BABY KNIFE 
Bryant Elec. Co. 
General Elec. Co. 
Trumbull? Electric Mfg. Co. 


SWITCHES, BATTERY 
Hubbell, Inc., Harvey. 
Manhattan Elec’! Svpely Co. 
Ostrander & Co., W 
Partrick & Wilkins Co. 
Trumbull Electric Mig. Co. 


SWITCHES, DISCONNECTING 


General Electric Co. 
Westinghouse Elec. & Mig. Co. 


SWITCHES, FIXTURE 


Hubbell, Inc., Harvey. ! 
Pass & Seymour, Inc. 


SWITCHES. KNIFE 
Adam Elec. Co., Frank. 
General Elec. Co. 
Hart Mig. Co. 
Trumbull Elec. Mfg. to. 
Weminghouse Elec. & Mig. Co. 


SWITCHES, SAFETY 


Adam Etec. Co., Frank. 
(reneral Elec. Co. 

Johns-Pratt Co. 

Mu.ual Elec. & Mach. Co. 
Square D Company. 

lrumbull Elec. Mig. Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, SNAP 
Connecticut Tel. & Elec. Co. 
General Elec. Co. 

Hart Mfg. Co. 

tiubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
‘Irumbull Electric Mfg. Co. 


SWITCHES, TIME, AUTOMATIC 


Berry, A. Hall 
General Elec. Co. 
Mercury Time Switch Co. 


SWITCHES, VOLTMETER 


Frank Adam Electric Co. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 


TAPE, INSULATING 


General Elec. Co. 
Johns-Manville, Ine. 

N. Y. Insulated Wire Co. 
Westinghouse Elec. & Mig. Co. 


TAPS, CURRENT 
Hubbell, Inc., Harvey. 


TELEPHONES 
Connecticut Tel. & Elec. Co. 
Stanley & Patterson 
Western Elec. Co. 


TERMINALS, CABLE 
Standard Underground Cable Ca. 


TERMINALS, TELEPHONE 
Standard Underground Cable Co 
Western Elec. Co. 
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TERMINALS, UNDERGROUND 
SERVICE 


Dossert & Co. 


COASTERS 
Westinghouse Elec. & Mfg. Co. 


TOOLS, BORING, ELECTRICIAN’S 
Stanley & Patterson. 


TOOLS, COMMUTATOR TRUING 
General Elec. Co. 


TOOLS, PORTABLE, HAND 
General Elec. Co. 


TRANSFORMERS 
Connecticut Tel. & Elec. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


VULCANIZERS, ELECTRIC 
Westinghouse Elec. & Mfg. Co. 


WARMERS, FOOT AND RUG 
Westinghouse Elec. & Mfg. Co. 


WASHERS, CLOTHES 


Home Devices Corp’n. 
Western Elec. Co. 


WASHERS, DISH 
Western Elec. Co. 


WELDING MACHINES, ELECTRIC 
General Electric Co 
Westinghvuse Lleciric & Mfg. Co. 


WIRE, ANNUNCIATOR AND OFFICE 
American Steel & Wire Co. 
General Elec. Co. 

Hazard Mfg. Co. 
Standard Underground Cable Co. 


WIRE, ARMORED CABLE 


National Metal Molding Co. 
Sprague Elec. Wks. 


WIRE. AUTOMOBILE 
General Elec. Co. 
Indiana Rubber & Ins. Wire Co. 
N. Y. Ins. Wire Co. 
Safety Ins. Wire & Cable Co. 


WIRE. BARE COPPER 
Standard Underground Cable Co. 


WIRE, FUSE 
Appleton Electric Co. 
Chicago Fuse Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


WIRE, IRON 
American Steel & Wire Co. 


WIRE, LEAD ENCASED 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
General Electric Co. 
Indiana Rubber & Ins. Wire Co. 
N. Y. Insulated Wire Co. 
Standard Underground Cable Co. 
Western Elec. Co. 


WIRE, MAGNET 


American Steel & Wire Co. 
Ansonia Electrical Co. 

General Electric Co. 

Standard Underground Cable Co. 
Western Electric Co. 


WIRE, RUBBER COVERED 
A. A. Wire Co. 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
Boston Ins. Wire & Cable Co. 
Detroit Insulated Wire Co. 
General Electric Co. 
‘tndiana Rubber & Ins. Wire Co. 
N. Y. Insulated Wire Co. 
Standard Underground Cable Co. 
U. S. Rubber Co. 
Western Elec. Co. 


WIRE, TELEPHONE 
Western Electric Co. 


WIRE, WEATHERPROOF 


American Steel & Wire Co. 
Ansonia Electrical Co. 
General Electric Co. 
Western Elec. Co. 


WIRELETS 
Steel City Elec. Co. 


. 
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| RAVEN CORE-—A Rubber 
Covered Wire of Distinction! | 





Made by a house of standing. 
Specified by all the leading architects. 
Used by the Contractors who do the better grade of work. 


Can you afford to overlook it? 


NEW YORK INSULATED WIRE CO. 


Main Office: NEW YORK Factory: WALLINGFORD, CONN. 
Agencies and Branches: 
DENVER SAN FRANCISCO CHICAGO BOSTON 
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HAVE YOU OUR CATALOG NO. 33 E? 
WRITE FOR LITERATURE ON 


Wirelets 














Stee! City €*. OG ) Cle ctric€Ca 


PITTSBURGH PENNSYLVANIA 


464 bie bE 
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If you have no bookkeeper and want to know 
how much money you have; how much you owe; 
how much money is due you; how much stock 
on hand; how much stock you buy; how much 
you sell; how much it costs you to do business; 
how much profit you make; or how much you 
lose; and all other necessary facts regarding 
your business, you should employ the 


New Business Record 


An easy way of keeping your accounts 
without a bookkeeper. Everything about 
it is plain and easily understood. It con- 
sists of only eight forms, and these show 
the money taken in and paid out; the bills 
to be collected and to be paid; the 
general expense, investment and stock. 


There also is binder and memo book. 


Depend on it. It is handy, and always 
ready for you to use; it is reliable and 
accurate; it saves you time, money, and 
worry; it settles disputes and saves 
money for you; it helps you straighten 
out matters with your banker, your job- 
ber, and the tax collector; it is a neces- 
sary factor in your business. 


The New Business Record is for use by the Electragist 
without a bookkeeper. For the larger business that has a 
regular bookkeeper the Standard Accounting System is rec- 
ommended. Both are copyrighted and issued by the 










ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 





Formerly National Association of Electrical Contractors and Dealers 


15 West 37th Street, New York City 
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ALPHADUCT for many years has been preferred by experi- 
enced Superintendents of Packing Houses and Bleacheries, and 


for use on Automobiles and Motor Trucks, due to its double wall 


construction. 


The outer wall gives all the usual protection given by ordinary 
conduits to the insulation on the wires and the ALPHADUCT 
lining gives very important additional protection to the insulation 
on the wires rendered by its Heavily Glued COTTON DUCK 


member of the inner wall. 


The heavily glued Cotton Duck Lining wards off the effect of those 
conditions of grease and chemicals present in Bleacheries and 
Packing Houses and other places that are liable to penetrate all 
single wall Conduits and Metal Conduits completely and the outer 


wall only of ALPHADUCT. 


ALPHADUCT COMPANY 


Jersey City, New Jersey 




















<CAWRRIE 


MONITOR 


D. C. andA. C. 
Vibrating 
Cyclone Bell 


WEATHER PROOF 


Type No. 62 For Direct Current 
Type No. 72 For Alternating Current 


FURNISHED WITH 8-INCH GONG ONLY 


For operation on 250 volts or less Alternat- 
ing and Direct Current. 

Has all terminals and current-carrying parts 
heavily insulated from frame and securely in- 
closed in metal case. For multiple operation 
only. 









Always Give Voltage of Circuit When Ordering. 
WRITE FOR PRICES AND BULLETIN 


Manufactured by 


SCHWARZE ELECTRIC Co. 


ADRIAN, MICHIGAN 








‘Kanu Canopy Insulator 











Approved by Underwriters’ Laboratories 


Can be applied to canopy without the 
use of tuols 
in rolls of 10 feet. 


ARTHUR F. STANLEY 


SELLING AGENT 
West & Hubert Sts. 
Telephone 5200 Canal 


New York 
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FUSEs 
are Equally Good 





TRADE MARK 
REG U.S PAT. OFF. 













You won’t have any 
trouble in lack of uni- 
formity in “Union” 
Fuses. Every one is as good as the best. 









Ordinary fuses often vary greatly in perform- 
ance and length of service. But that is practic- 
ally impossible under our method of manufacture 
and our rigid inspection system. 


auf ufuguu a 


EUW 2u 
RENEWABLE FUSES 


have so few parts and are so simple 
in design that they can be taken apart 
and a new link inserted, after a blow- 
out, in less time than is required to 
take some fuses apart. And it has 
been demonstrated, time and again, 
that they will withstand more punish- 
ment, more blowouts, than other makes, 
Therefore it should be plain to you 
that the 
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“Union Saves More Than ANY 
Other Renewable Fuse.” 

























Both “Union” Renewable and Non- 
Renewable Fuses have the unqualified 
approval of the Underwriters. 

Sold by leading jobbers and dealers. 


If you are interested in reducing 
fuse maintenance cost you should have 
a copy of our new 96-page catalog. 
Write for it today. 


Chicago Fuse Mfg. Co. 


Manufacturers of Switch and Outlet Boxes, 
Cut-Out Bases, Fuse Plugs, Automobile 
Fuses, Renewable and Non-Renewable 


Enclosed Fuses. 
CHICAGO NEW YORK 
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Durable 
Bracket 


National brackets are 
made to serve more 
purposes and endure 
harder service than in- 
ferior brackets. 


Besides, they eliminate 
the expensive use of 
tie wires. 


We will gladly send without 
charge a copy of our Bracket 
Catalog No. 250 to electrical 
contractors and engineers. 


National 
Metal Molding 
Company 


1347 FULTON BUILDING 
PITTSBURGH 


Represented in All Principal Cities 


TC. 
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THE New 
MAGIC-LITE 


Simple, easy method of removing globe 
is an exclusive feature of this new en- 
closed unit. 


The new Magic-lite is an economical, highly efficient 
commercial lighting fixture—especially designed for 
store illumination. It gives a brilliant light without 
glare. - 


A spring attachment with thumb release, which holds 
the enclosing globe in place, makes it easy to remove 
the globe for cleaning or refitting with lamp-bulb. The 
convenience of this exclusive feature in MAGIC-LITE 
is quickly appreciated and offers an unusually strong 
selling point. 


The enclosing globe is made of special, high efficiency 
white glass. The reflector is of white porcelain en- 
ameled steel, guaranteed not to check, discolor or 
deteriorate in service. 


Efficiency and economy are ideally combined in this 
new fixture. 


Let us send you illustrated, descriptive literature and 
tell you how Magic-lite will make your profits grow. 
Your name and address on a postal card will bring 
full particulars 


THE BRASCOLITE COMPANY, ST. LOUIS, U.S.A. 
Division of the St. Louis Brass Mfg. Co. 


BRANCH OFFICES (Sales and Service) 


Atlanta Boston Chicago Cincinnati Detroit 
Los Angeles Minneapclis New Orleans New York 
Omaha Philadelphia Seattle 


Canadian Distributor: Northern Electric Co., Ltd., Montreal. 
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The Logical Fitting 


The practical man knows there are many 
savings gained in demanding “‘Unilets” for 
every conduit installation. They are pressed 
of steel and not subject to breakage in either 
handling or shipping. This construction 
makes possible greatly increased wiring space 
with no increase in the size of the fitting. 
Further, it is light in weight for easy hand- 
ling and effects savings through decreased 
shipping charges. 


There is a style for every requirement and 
the ““Unilet’’ handbook with its convenient 
pictorial index saves time in planning instal- 
lations and assures the correct treatment of 
every wiring problem. Look for the name 


APPLETON—f it isn't an APPLETON it 
isn't a “UNILET.” 


APPLETON ELECTRIC COMPANY 
General Offices and Factory 
1704 Wellington Avenue, at Paulina 
CHICAGO 








= Prices Installed: 

S 
Se \ 20-watt size without chain, $ 8.00 
ee ae 

—=— . W)-watt size without chain, $10.50 


oved. Made by the Manufacturers of 


BRASCOLITE 
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DISTRIBUTOR ($6) PRODUCTS 





The General Electric 


Tumbler Switeh 


is fast becoming the proper 
and up-to-date means of con- 
trol. 


Show it to prospective home 


builders. It will interest them. 


Order Your Supply Now! 











COMPANY SUPPLY DEPT. 
130-132 South Eleventh Street 
Philadelphia 


— == = 
THE PHILADELPHIA ELECTRIC 
































Your Judgment 
in the purchase ot wires and cables should, 
In justice to yourself, be guided by the 
same considerations which influenced the 
eminent who the 


engineers purchased 


wires and cables used in this great power 


plant. 
Standard Underground Cable Co. 
New York Pittsburgh Detroit San Francisco 
Boston Philadelphia Chicago St. Louis 


Washington 


Colfax Plant of 
Duquesne Light 
Co., Pittsburgh, 
Pa. Dwight P. 
Robinson & Co., 
Inc., Engineers 
and Construc 
tors. 


STANDARD \WUIRES and 


Cables used through 
out this plant. 








This is the way to 
connect ground wires to 
the end of a pipe 





DOSSERT GROUNDING CAP 


(Solderless) 


Simply another way of using the Dossert 
Tapered Sleeve principle to simplify the 
work and to promote efficiency. 

The fifteenth year book gives you many 


suggestions on good wiring methods. 
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CE 


“ SOLDERLESS 
CONNECTORS 
CATALOG PUT 







Dossert & Co. 


242 West 4Ist Street 
New York, N. Y. 
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— iscigert 
& UNDERWRITERS, 
Poem ee LABORATORIES 
yNSPECTED 
CONDUIT 
“R52: 





The Contractor 


wants a conduit with clean threads and 
smooth interiors so that he can install and 
fish it easily. And for the sake of his cus- 
tomer he wants a conduit protected from 


rust. 


Clifton Conduit 


Enameled or Galvanized, 


is a practical conduit exactly suited to the 
contractor's needs. It is made from high- 
grade steel pipe carefully enameled or gal- 
vanized to protect it from corrosion. And 
the threads are sharp. 


Clifton Manufacturing Co. 


BOSTON, 61 Brookside Ave. 30 
NEW YORK, 26 Cortlandt Street 
BUFFALO, 34 Sayre Street _ 
SAN FRANCISCO, 509 Mission Street 
CHICAGO, 9 So. Clinton Street 
Friction Tape. Splicing Compound. 
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A Simple Time Switch 


Service of time switches costs the dealers money. This 
has been overcome in the Mercury Time Switch by its 
utter simplicity of design and its liquid Mercury con- 
tact which eliminates all friction, arcing and corrosion. 
All parts are easily accessible, as the switch is not 


geared to the clock movement. 


These exclusive features do away with the trouble 
often experienced by time switch users and make 
Mercury Automatic Time Switches a profitable and 
ready seller. We guarantee the Mercury Time Switch, 
not merely for one year, but for the life of the clock 
movement. It will stand up under all weather condi- 


tions—the supreme test of any time switch. 
—Free Trial— 
We will send a Mercury Automatic Time Switch: to 


any reliable electric dealer for FREE trial. 


Order one today. Test it thoroughly and to your 


complete satisfaction. We will gladly send complete 


details of our proposition, liberal discounts, etc. 


Write NOW! 


Mercury Time Switch Co. 


31 East Woodbridge St., Detroit, Michigan 


EASTERN REPRESENTATIVES: 


Manufacturers Distributing Company, 


291 Broadway, New York City, N. Y. 





























>We Manufacture :— 


Rubber Covered Wire—Solid Conductor, 
Stranded Conductor, Flexible Conductor. 
Extra Flexible Conductor. 


Lamp Cords, Reinforced Cords, Hcater 
Cord, Brewery Cord, Canvasite Cord, Packing- 
house Cord. - 

Deck Cable, Stage Cable, Border Light 
Cable, Flexible Armored Cable. 

Elevator Lighting Cable, Elevator Operating 
Cable, Elevator Annunciator Cable. 

Switchboard Cables, Telephone Wire, 
Flameproof Wires and Cables, Railway Signal 
Wires, High Voltage Wires and Cables. 

Automobile Ignition Cables, Automobile 
Lighting Cables, Automobile Starting Cables, 
Automobile Charging Cables. 


Moving Picture Machine Cable. 


Boston Insulated Wire & Cable Co. 


Main Office and Factory: 
Dorchester District 
Boston, Mass. 
Canadian Branch 


Office and Factory: 
Hamilton, Ont. 
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“Notice the Lighting Equipment” ** 









Amid Syncopated Melodies 


SS 
A glance through the store windows of the 


Conn Chicago Company, purveyors of the 4 
famous Conn Band Instruments, will reveal Wy 
several No. 301 Denzars flooding the room 
with soft, evenly distributed light. [even on 


bright days one will find the Denzars lighted 
because the management realizes that band in 
struments sell easier under adequate lighting 
and not even a passing cloud is permitted to 
hamper a sale. The Conn Chicago Company 


~ 


store represents another class of merchants who thorou 


appreciate the quality of Denzar lighting. Are you 


the most of Denzar in your town? 


BEARDSLEE CHANDELIER MFG. CO. 


231 SO. JEFFERSON ST., 











The superintendent was 
away for several weeks 








“Looks as if | am out of a job!” he said 





when he came back. 





“The work has gone better with me away 


than it did when [| was here. Greater pro 





duction, lower shrinkage” 








This is a typical example of the Hygrade 





spirit, for Hygrade does not depend on any 





one man. Instead, it’s a complete organiza 





tion with a single aim 






lo make Hygrade Lamps just as close to 


perfection as it’s possible for human knowl 





edge and. skill to make an _ incandescent 





lamp. 





You Cannot Buy a Beiter Lamp 
Than Hygrade 


HYGRADE LAMP CO 


G OrFic 
e AND FACTORY Wi sam Mass 











ohly 


Making 


CHICAGO, ILL. 
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REVERSIBLE ENTRANCE FITTINGS 


for use on a vertical or a horizontal pipe 





“ELECTROLET” 


Conduit Fittings 


Write for Booklet 
KILLARK ELECTRIC MFG. CO. 


Easton and Warne Avenues, St. Louis, Mo. 
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“I can make con- 
3 nections in a jiffy 
with the 


Sherman 
Fixture 
Connector 


| ShermanFixtureCon- 
|  mectors are all brass 
—assuring high con- 
ductivity. The screws 
can’t come out—that 
saves time, They are 
simple—you can’t get 
the wiresin thewrong 
place. You need no 
acid, solder or blow 
torch—a tight con- 
nection is always 
assured. 

Send for FREE sample 
of theSherman Fixture 
Connector and try it. 


They are sold by all 
progressive jobbers. 














Approved by the 


Underwriters 


When the manufacturer of Electric F?x 
tures equips his products with Sherman 
Fixture Connectors he improves his prod- 
uct and accommodates you. INSIST. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 
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JANN AAUUAN LATS 
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Take Three Minutes and 
Figure this Out 


How much more profit could 
you make on your next wiring 
job—(or how much lower could 
you bid, if you wanted to) if you 
could cut out 80% of your men’s 


time in making connections? 


You can do this with— 


WALGER CONNECTORS 


No solder—no blow torch—just a supply of 
Walger Connectors in their pockets to connect 
fixtures or tap feed wires; a big conven- 

ience in cramped places. 






Approved by Underwriters for No. 


12 wire and smaller. 
4 


Ask your jobber 
for Walgers. 


S. H. STOVER & CO., 


Chamber of C rce Bldg., PITTSBURGH, PA. 
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<w> WURDACK <> 


SWITCHBOARDS 
PANEL 
ST BEL CABINETS 
KNIFE 
LET US 


BOARDS 
SWITCHES 


FIGURE 
YOUR 
REQUIREMENTS. 
WM. WURDACK 


ELECTRIC MFG. COMPANY > 
ST. LOUIS, MO. 
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Insulated wire and cable for 


every transmission purpose— 


not made to meet a price, but 
with the idea of rendering maxi- 
mum service to the purchaser 
and of reflecting maximum credit 
to the contractor who uses it. 


Safety Insulated 
Wire and Cable Co. 


114 Liberty Street 
N E W YORK 
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Rubber Insulated 
Wires and Cables 





National Electrical Code Standard 
Intermediate (Red) Thirty Per Cent. 


Wire built under the direct su- 
pervision of experienced engineers, 
skillfully and honestly manufac- 


tured with one purpose and result. 
Continuous Service 


A-A WIRE CO., Inc. 


FACTORY: NEWARK, N. J. 
Sales Offices: 50 East 42nd Street, 
New York City 












































f+ 
PARANITE “CENTRAL” 
| 
| RIGID STEEL 
| RUBBER COVERED WIRES AND CABLES 
THE STANDARD FOR THIRTY YEARS : C O N D U | T 
i WE have what every electragist wants 
| —a first-class product; guaranteed 
as to quality and to give maximum pro- 
| tection. 
For all purposes. Inside, Outside, Aerial, 
Underground and Submarine Use. 
| A ; “Central White’ Conduit may be bent 
| IF {T's PARANITE IT’S RIGHT like a piece of soft annealed wire. The 
| pipe and finish remain unimpaired—fea- 
| INDIANA RUBBER & INSULATED WIRE CO. tures exclusively “‘Central.” 
JONESBORO, INDIANA 
New York Representatives: “Central White” _______ galvanized 
The Thomas & Betts Co., “Central Black’’______~ enameled 
63 Vesey St. New York City 
Chicago Branch: 
| Indiana Rubber & Insulated Wire Co. C E N TRA L T U BE CO. 
| 210 So. Desplaines St., Chicago PITTSBURGH, PA. 
S = ae 
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Telephone Randolph 1280 


38 North Market Street, 
Chicago 


# Dynamos. Motors, Transformers. & 


a, Arc Lamps and Appliances g 
i b High grade machine work of’ all kinds 4p 


<r Solicited- 
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ATLANTIC 


Insulated Wires 


Atlantic Insulation is notable 
for its dependability and maxi- 
mum service. 

DOLPHIN, Code ; TRITON, 


Intermediate Grade 25% Para: 





and NEPTUNE, 30% Para: are three widely known 
and extensively used Atlantic \\ires 

If you want to build or hold a rept ition for quality 
work, see that “Atlantic” goes in the job. 

Price lists and discounts upon request. 

ATLANTIC 

Insulated Wire & Cable Company 
General Sales Office: Factory: 
52 Vanderbilt Ave., Stamford, 


New York, N. Y. Connecticut 














NEGTIGUT 


APARTMENT HOUSE TELEPHONES 


Standard or Cordless 
Types. 

With or without letter 
box units. Individual 
telephones for  apart- 
ments, tradesmen, etc. 


Ask for Catalogue 29-B 


Telephone Specialists for over 
28 years. 














. SUPERIOR 
CONDUITS 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 





Boston Los Angeles Seattle 


Chicago San Francisco Toronto 





— 














7AGER’S 


Trade Mark Registered 


SOLDERING == 
SALTS : 


Buy it of your Jobber in 14 lb., 1 Ib., 
and 5 lb. Blue and White Enameled 
Cans. Write for prices. 


ALEX R. BENSON CO., Inc. 
HUDSON, N. Y. 





y " aS “Ok ¢ - A . . 
Pee ee 











Americore 


RUBBER-COVERED 


Wire 
for interior wiring | 


All sizes and voltages. 


Thoroughly reliable. Safe. 
Underwriters’ inspection and endorsement 
Illustrated catalogue—tree 


American Steel & Wire 


CHICAGO 
NEW YORK Company 

















‘DETROIT 


RUBBER COVERED 


WIRES 











Rubber Insulated Wires and Cables 


FOR EVERY ELECTRICAL PURPOSE 
DETROIT INSULATED WIRE CO. 


DETROIT. MICH. 

















You SHOULD Use 
Universal Estimate 


Sheet 


THEY SIMPLIFY 
YOUR ESTIMATING 


ASSOCIATION OF ELEGTRAGISTS 


INTERNATIONAL 
Formerly National Association of Electrical Contractors 


and Dealers. 
15 WEST 37TH STREET, NEW YORK CITY 
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Dollars to Doughnuts You Can See Money! 


Green greenbacks against doughy doughnuts and we win! 


E-Z 101 enabled a local contractor to wire a 10-room house with 
a 3-hour saving over the old method. That saving of labor paid for 
the necessary supports, paid him $1.00 profit, and gave him three 
hours to devote to another job. 





A little pull telescopes the support into place—four nails install 
it—a turn of the screwdriver fastens the box—place your conduit and 
you’re ready for the fixture. 


We also make 102 which is the same as 101 with the exception 
that it is designed for knob and tube, having a loomholder, lath rest 
and ¥% inch male thread for fixture. Write your jobber for folder 
and discounts. 


TUCKER MANUFACTURING CO. 
Manufacturers Labor Saving Devices 


29 North Water Street, Rochester, N. Y. 





THIS IS E-Z BOX SUPPORT NO. 101 
The biggest little labor saver in the market. 














NEEDLE 


axnuxcratorss | Anmunciators and Electrical 
Hotel, House, Car 


ee as House Goods 


Automatic 


° Manufactured by 
Self-Restoring 


| Individual Set-Back PARTRICK & WILKINS CO. 


Return Call Systems Resshineed 008 
Telephone Systems 


Fire Aino Systeme 51 N. Seventh Street, Philadelphia 
Hospital Systems 


AR eae "© | Our Annunciators and House Goods in Stock 
Etc., Ete. and for Sale by Dealers Everywhere 























We beg to announce that we are NOW in a position to supply 
ENAMELED MAGNET WIRE 


of the highest grade in sizes ranging from No. 7 to No. 38 B. & S. Ga. 
We would appreciate a trial order. 





We also manufacture Weatherproof, Slow Burning, Annunciator, Office and Magnet Wires and Cables 
and Stranded Antenna Wire 


ACME, EUREKA, AND WIZARD IRON AND WOOD BOX BELLS AND BUZZERS 
Annunciators and Push Buttons “Daisy"’ Floor Treads 





The Ansonia Electrical Company, Ansonia, Conn., U. S. A. 


























Every Thing from Generator to Lamp 


H. C. ROBERTS ELECTRIC SUPPLY CO. 


Cor. W. Water and N. Franklin Streets. 
PHILADELPHIA, PA. SYRACUSE, N. Y. 


806 Twelfth Street, N. W. 
1101-5 Race Street Cw WASHINGTON, D.C. 


ELECTRICAL SUPPLIES AUTOMOTIVE EQUIPMENT 


ee 
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Where to Purchase Lighting Fixtures 


READY REFERENCE LIST of Lighting Fixture Manufacturers for the convenience 
of Electrical Contractor-Dealers. 








We would like to show you how easy it 
is to get the profits from the industrial 
lighting field and how easy it is to keep 
them coming your way. Write our near- 


est district office or direct. 


WESTINGHOUSE ELECTRIC & MFG. CO 


George Cutter Works, South Bend, Ind. 





DESIGNERS 
and 
MANUFACTURERS 
of 


LIGHTING FIXTURES 
ARTISTIC LIGHTING FIXTURE CORP. 


21-5 East Houston St. 
New York City 





Display Rooms 
136 Bowery 








There are hundreds of opportunities for the 
installation of Beardslee lighting fixtures in pri- 
vate houses, apartment houses, offices, banks, 
factories, hospitals, schools and other institu- 


tions right in your own city. 
WRITE FOR CATALOGS AND SALES HELPS 


Beardslee Chandelier Mfg. Co. 
231 So. Jefferson Street, Chicago, Ill. 











Intelligent supervision and infinite care give 


us confidence to say of Hygrade: 


‘YOU CANNOT BUY A BETTER LAMP.” 


HYGRADE LAMP CO. 


General Office and Factory, 


SALEM, MASSACHUSETTS 





VERDELITE PORTABLES 


Catalog No. 27. 


Catalog No. 26. 
FARIES MANUFACTURING COMPANY 


DECATUR, ILLINOIS 


A complete line of 
Adjustable Electric 
Brackets, Portables and Metal Shades 


Prompt shipments from a complete 
stock of Original, Artistic and Economi- 
cal Fixture Trimmings, Gas Electric and 
Combination Brass Fittings, Stampings, Spinnings, Cast- 
ings and Parts for Fixture Manufacturers and Dealers. 











Shapiro & Aronson, Inc. 


Lighting Fixture Manufacturers 


Build your business with S. & A. 
Standardized Lighting Fixtures in 
Standardized Finishes. They com- 
bine the “made-to-order” look 
with prices rivaling those offered 
on ordinary “ready-made” fixtures. 
20 Warren Street, 





DESIGN OATENT 


New York City 





Our aim is to distribute only Quality Electric 
Products and we are always ready to serve 


your requirements. 


THE PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPARTMENT 
130-132 So. Eleverth St., Philadelphia, Pa. 











MORE SALES 


—IF YOU SPECIFY—— 


X-Ray Reflectors 


——FOR—— 


Show Window Lighting 


NATIONAL X-RAY REFLECTOR COMPANY 
CHICAGO 


NEW YORK SAN FRANCISCO 











You SHOULD Use 
Universal Estimate Sheets 


They Simplify Your Estimating 


SUPPLIED BY 
ASSOCIATION OF ELECTRAGISTS 


INTERNATIONAL 


Formerly National Association of Electrical Contractors 


and Dealers. 


15 West 37th Street, 


New York 











I. P. FRINK 


Incorporated 


REFLECTORS 
DESIGNERS AND MANUFACTURERS OF 
SCIENTIFIC AND ARTISTIC LIGHTING SPECIALTIES 
24th Street and 10th Avenue, New York, N. Y. 
Chicago, IIL, 
Monadnock Bldg. 


Boston, Mass., 
161 Summer St. 


San Francisco, Cal., Philadelphia, Pa., 

77 O'Farrell St. Franklin Trust Bldg. 
Cleveland, Ohio, Cincinnati, Ohio. 
336 The Arcade 17 Greenwood Bldg. 
Seattle, Wash., Louisville, K 


Detroit, Mich., y., 
609 Seaboard Bldg. 415 W. Main St. 


325 State St. 
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“Buy Electrical Supplies from Electrical Supply Jobbers”’ 


QUICK REFERENCE LIST for the Convenient Use of Contractor-Dealers, in which Electrical 
Supply Jobbers in various Sections invite Your Patronage 








SOUTHERN ELECTRIC CO. 


Distributing Jobbers 
Electrical and Radio Supplies 
Richmond BALTIMORE Norfolk 


Distributors for General Electric Company, Radio 
Coiporation of America, and other large and reputable 
manu.acturets. 


OHIO BRUSH KITS are just the thing for re- 
pair jobs on electric fans, vacuum sweepers, 
washing machines, eleciric drills, and all frac- 


tional horse power motors. 


Try a KIT now and make $42 on an $8.50 invest- 


ment or twice the amount on a $15.30 investment. 


OHIO CARBON COMPANY 
8215 Almira Ave, Cleveland, Ohio 











“| VER Forty Years of Constant Obser- 
vation and Study of Your Require- 
ments in Electrical Supplies. 


National Electrical Supply Company 


DISTRIBUTORS—JOBBERS 
1328-30 New York Ave., Washington, D. C. 


More than 100,000 Square Feet of Floor Space. 
Large Stock. Prompt Shipments. 
QUALITY! SERVICE! 


Insulated Wire and Cable for every trans- 
mission purpose—not made to meet a 
price, but with the idea of rendering maxi- 
mum service to the purchaser and of re- 
flecting maximum credit to the contractor 
who uses it. 


SAFETY INSULATED WIRE & CABLE CO. 
114 LIBERTY STREET NEW YORK CITY 








For Service— 


RUMSEY ELECTRIC COMPANY 


1007 ARCH ST., PHILADELPHIA 


Distributors 


Electric Supplies and Machinery 





0 


SUBSCRIBE FOR THIS MAGAZINE TO- 
DAY AND RECEIVE THE REPORTS | 
OF ASSOCIATION ACTIVITIES 
IN EVERY ISSUE 


Published Monthly. $2.00 a Year. 


NATIONAL ELECTRAGIST 
15 West 37th Street, New York City 








LARGE STOCK PROMPT SHIPMENT 


Oldest and Largest Electrical 
Supply Jobbers in New Jersey 


“The House of Quick Service” 


223 Market Street Newark, N. J. 





Newark Electrical Supply Co. — 





Yours for Co-operation 


Brooklyn Electrical Supply Co. 
56 Myrtle Ave., Brooklyn, N. Y. 








25 YEARS’ RELIABLE SERVICE— 


Complete Stocks, High Grade Electrical Supplies, 
LX.L. Rubber Covered and W.P. Wires, Bryant, 
Hubbell and Arrow E Specialties, Unilet Conduit Fit- 
tings, Edison Mazda Lamps, Manning Bowman Heat- 
ing Devices, Crystal and Rotapex Washing Machines, 
Sweeper-Vac and Apex Cleaners, Capitol Ironers, 
Gould Storage Batteries, Radio Supplies, etc. 


DOUBLEDAY-HILL ELECTRIC CO. 


WHOLESALE 
Washington, D. C. 





Pittsburgh, Pa. 














Deal with a jobber that has always recognized the 
electrical contractor and where you can depend 
upon 


HIGHEST GRADE OF ELECTRICAL 
MATERIALS 


Right Prices and Immediate Delivery 


Baltimore Electrical Supply Co. 


BALTIMORE, MD. 
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Yearly subscriptions to 
the National Electragist, 
which includes The Ra- 


dio Service Supplement 


RADIO SERVICE 


SUPPLEMENT 


TO THE NATIONAL ELECTRAGIST 


National Electragist, for- 
merly Electrical Con- 
tractor, was established 
21 years ago as the of- 
ficial journal of the Na- 





as a part of its regular 
issue, $2.00 a year. 


PUBLISHED ON THE FIRST OF EVERY MONTH 


tional Association of 
Electrical Contractors. 


All Communications Should Be Addressed to 
NATIONAL ELECTRAGIST RADIO SERVICE SUPPLEMENT 
15 West 37th Street, New York City 
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British Broadcasting Advances 


In spite of the fact that radio broadcasting is just really 
getting started in England, big strides are being made. 
Grand opera, the Guard’s Band, and orchestra recitals are 
being sent out from Marconi House by the British Broad- 
casting Company and regular concerts are transmitted from 
London, Birmingham, Manchester and Newcastle while the 
stations at Cardiff and Glasgow are expected to be in ope- 
ration very shortly. 

It is stated that the inauguration of this service has been 
the means of stimulating the sales of receiving sets to an 
enormous extent and that it is difficult to keep pace with 
the demand. This is somewhat the same condition that 
existed in the United States when the craze first started 
and when manufacturers had not made plans to adequately 
serve the public through the dealers. 


: Perfecting Wired Wireless 


Much progress has been made in the development of 
wired wireless, and it is stated that plans are now under way 
to put some of the experimental work into practical opera- 
tion. In this new plan electric light service patrons will 
be charged a nominal fee for the service which will con- 
sist of a selection of entertainment matter, music, speeches, 
talks, reports, etc., and the subscriber will simply have to 
plug in a condenser arrangement into any lamp socket and 
with the use of a very simple receiving set devoid of any 
antenna be able to select whatever program he cares to 
listen to. 

Full details of the operation are not yet available but 
it is presumed that the central station furnishing the light- 
ing current will by means of an extremely fine receiving 
set in the hands of a competent operator select the programs 
from various broadcasting stations over the country and 
relay them to subscribers. 

If this plan is found practical it should bring much ad- 
ditional business to the electragist because he is already 
working closely with the electric lighting company and 
the sale of apparatus and the installation of it should nat- 
urally fall to him. 

This is another opportunity for the electragist to cash 
in and he should see to it that he gets the business in pref- 
erence to having it go to other lines of trade. 





New Circuits For Old 
Everybody seems to have a new pet circuit these days. 
So many new names have been tacked onto circuits that 
Armstrong seems to have been forgotten for the time being. 
Much attention is being given to circuits employing the 
socalled spider web coil. 


In spite of all these circuits the good old fashioned re- 
generative circuits are still doing business at the old stand 
and are continuing to give satisfaction. There are so many 
thousands of possible hook ups which will work that all 
the combinations have not been exhausted yet. 

If all the circuits that have been published were gathered 
together, they would make a mighty volume. This is one 
of the fascinating things about radio, the possibility of im- 
provement through slight changes. 

It is also one source of profit to the electrical dealer be- 
cause the radio fan is constantly striving to get better re- 
ception of stations that are still farther away than the ones 
he has been getting. 

Broadcasting in Brazil 

Brazil is now celebrating the one hundredth anniversary 
of its Declaration of Independence by holding centennial 
celebrations in Rio de Janeiro and is being entertained 
by an American radio telephony broadcasting station. 

Two 125-foot masts were erected on the summit of a 
2,000-foot mountain peak and on these are stretched a 153- 
foot six-wire antenna between two 26-foot spreaders. The 
counterpoise consists of two sections of five wires each, 
mounted on two 26-foot spreaders which are balanced on 
the ends of the 70-foot horizontal pole bolted fast to the 
mast on the summit. The counterpoise wires are stretched 
clear of the mountain sides, down about 100 feet to the 
tops of two poles located near the terminal building of the 
railway where the wires converging symmetrically for a 
10-wire cage which leads into the radio telephone operating 
room. The hum of the 220-volt alternating current meter 
was eliminated by a filter system made up of microfoid 
condensers and large choke coils. 

A single wire antenna was strung from the mountain top 
to the operating room, about 125 feet below. for receiving 
messages. A speech amplifier is located in the operating 
room. 

The call letters SPC were assigned to the station, and the 
first concert was broadcast last August. 




















Viewing Discounts 
How English Traders Take Into Considera- 
tion This Important Factor of Business 


England. in early history the home 
of slaves and serfs, has so far swung 
the pendulum in modern times that pos- 
sibly 


controlled more completely by its lower 


no other country in the world is 


and middle classes. Trade unionism 
has a streneth in Eneland that would 
send a chill down the backs of many 


legislators in this country. 
The various trades. begotten of the 
cuilds. 


ontrol of their various lines of busi- 


more ancient are in absolute 


ness, There are trade magazines and 


journals which circulate exclusively 
the trades and it 


almost high treason for a manufacturer 


amone is considered 
to erant a discount to anvone outside 
the trade. Read what Electrical Indus- 
a rankine British electrical trade 
editorially about 


tries 
magazine. has to savy 
radio discounts: 

“Tn a leadine article a contemporarv 
discussed at leneth the 
cuestion of trade discounts for wireless 


recent! creat 


apparatus to garages tovshons and 
and actuallv endeavored to de- 
those 


very 


dravers 
fend manufacturers 
they few 
erant trade terms to these veople and 


we believe 


are in number—who do 


ilse sell direct to the vublic 
“We are surprised that a journal. 
which for over fifty vears has cham- 


pioned the cause of the electrical trade 
shonld he in 
Still more are we surprised at the ri- 


favor of such a nolicv. 


dienlous ircuments upon which the de- 


fense is based. 


“We are told for instance that the 
trade discount is the pavment for the 
cost of findine the customer: that if 


the manufacturer incurs the expense of 
doine this he has the rieht to accept 
anv direct orders which come his way: 
and that he would be foolish to foreco 
the 
not earned. 

“Such a statement strikes at the verv 
of trading Trade dis- 
counts only pay the cost 
of finding the customer but they have 
to pay the butcher and baker, enabling 
the dealer to live to sell again. If deal- 
ers find that they are being svstemati- 
cally despoiled by certain manufactur- 
ers of their rightful share of the profits 
they will assuredly refrain from stock- 
ing or recommending the apparatus 
made by these firms. 

“We are happy in the belief, how- 
ever, that the great majority of wireless 
manufacturers are steadfast in their de- 


extra vrofit which the dealer has 


root morality. 


not have to 
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termination to give traders a_ straight 
deal. The great electrical firms who 
have built up big reputations and big 
businesses on the goodwill of the elec- 
trical trade will not break faith with 
them in connection with this latest de- 
The firms who 


maybe are now kicking over the traces, 


velopment. younger 
will in time learn reason and see the 
error of their ways. They will do so 
just so soon as they realize how depen- 
dent they are on that mysterious, inde- 
finable force known as goodwill. 
“Meanwhile electrical traders should 
not hold back but carry on selling sets— 
for all they do a little grumbling by 
the Let them take as much of 
the new trade as comes along and go 
out energetically to get more, realizing 
that ultimately they will get all of it 
their brother con- 


way. 


as did American 
tractors. 

“The age old law of the survival of 
the fittest will eradually come into opa- 
ration, for who is better qualified than 
they to sell the service which every. lis- 
tener in wants to purchase in addition to 
his ‘box of tricks’?” 

If the electrical trade felt more acute- 
ly the extension of the radio business in 
other lines in this country, the dealers 
would have the great bulk of the busi- 


ness and could more or less control the 





When Herbert Hoover Spoke at KHJ, the 
Los Angeles Times Station, His Voice Was 
Picked up 3,500 Miles Away, Which is 
Something of a Record Even in These 
Days. We All Know Herbert’s Official 
Connection, But Did We Know He is Also 
Arbiter of Radio and Telephony in the 
United States? 


Our 


British 
errs in stating that the American brothe: 
contractors have secured all the busi 


situation. contemporary 


ness. 
Some of it is stil! 


in the hands of department stores, hard- 


They have not. 


ware stores, music stores and even five 
and ten cent stores. But ultimately we 
hope to see the bulk of the radio busi- 
ness where it belongs, with the electra- 


cist, 


Safety First 
Spinkus—Old Henpeck doesn’t look 
as down-hearted as he used to. 
Spunkus—No, he doesn’t have to 
listen to his wife talk any more. He 
has a radio set and wears receivers 
around the house all the time.—Crosle, 


Radio Weekly. 





Station WOC, Davenport, Ia. 

This station is operated by the Pal. 
mer School of Chiropractic and is her- 
alded as “Where the West begins.” 
Over eleven thousand letters, cards and 
telegrams in a single week have been 
received in acknowledgement of mes- 
sages received. Every day the operators 
receive some gift from the _ invisible 
audience, shoes, clothing, candy, honey. 
popcorn, fruit, dressed chicken and even 
soap. 

Many money contributions are _re- 
ceived and all such contributions are 
put to a fund to purchase crystal, re- 
ceiving sets to be loaned to shut-ins. 
More than a hundred such sets have 
been purchased so far and are bringing 
joys to the sick in many parts of the 
country. 

The station is equipped with a 500 
watt Western Electric radiophone trans- 
mitter and a public address system is 
used to distribute the radio programs 
and announcements the 


school’s classrooms. 


throughout 


Standard Waves Used 

For the purpose of meeting the grow- 
ing demand for some kind of radio 
signals by which owners of receivers 
and transmitters may check their wave 
lengths against some recognized stand- 
ard the Bureau of Standards at Wash- 
ington commenced the broadcasting of 
standard waves on March 6. Sufficient 
power is used so thal observers 1,000 
miles from Washington may check up 
their apparatus. 

Impetus in perfecting the idea was 
given the bureau by the possibility of 


the White bill becoming a law during 
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the last session of Congress thereby per- 
mitting the Secretary of Commerce to 
assign various wave lengths to broad- 
casting stations. 

It was felt that if the reassignment of 
waves brought some of the radiophone 
stations within ten percent of the wave 
lengths of powerful transmitters the in- 
terference with the reception of radio 
concerts would create serious disturb- 
ances. 

By providing a means for continually 
checking the waves of transmitters the 
owners of the latter could not be held 
responsible for interference for which 
they were not to blame. 

At first the test signals will cover only 
those waves between 550 meters and 
1,500 meters. By May | it is hoped 
to cover the additional band from 125 
to 600 meters thus supplying an authori- 
tative service for amateur and profes- 
sional alike. 

Broadcasts Culinary Talks 

The advertising minds of the Peoples 
Gas Company’s organization in Chicago 
are entitled to credit for the concep- 
tion and execution of the clever idea 
of broadcasting a daily talk by Mrs. 
Anna Peterson on cooking. 

Every week day at 11:30 a. m. the 
KYW broadcasting station in Chicago 
spreads over a wide area of country 
her chatty remarks and proof is sup- 
plied in many ways that hundreds lis- 
ten in. 

Mrs. 


menu. 


dinner 
advertised 


Peterson furnishes a 
This company 
the talk in its territory. 


has 





First Argentine Station 


The big high power wireless station 
at Monte Grand, near Buenos Ayres, the 
first South American station in the in- 
ternational commercial radio system, is 
almost completed. It will begin serv- 
ice in June or July. 

It will place Argentina in 
wireless communication with the United 
States for the first time, as well as with 
Europe. Radio engineers say there are 
two strange static dead areas, one near 
the equator off Brazil, and one in the 
South Atlantic, which only a station 
equipped like that at Monte Grande 
can overcome. 

The new station has been built en- 
tirely with American materials. All 
that remains unfinished are the control 
lines from Monte Grande into the city. 
a distance of twenty-four kilometers, 
which will be placed in underground 


direct 


RaDIO SERVICE 
conduits leading to the company’s office 
in the business center. 


Solves Transmitter Problem 
Recent Microphone Invention Tried Out 
Successfully at KDKA 

Dr. Phillips Thomas, research en- 
gineer of the Westinghouse Electric & 
Manufacturing Company, has invented 
a new transmitter which makes possible 
the broadcasting of music and othe 
sounds exactly as produced. It has 
been used at the broadcasting station 
KDKA within the past few months. 

The basis of Dr. Thomas’s invention 
is the elimination of the diaphragm now 
used in all transmitters in 
service. 


practical 
This diaphragm consists of a 
thin disk of metal or other substance 
and operates by being vibrated by the 
sound waves which strike it. But be- 
cause of its inherent inertia, no material 
diaphragm is capable of vibrating in 
perfect sympathy with the entire range 
of audible sounds. 

If it can transmit low notes success- 
fully, it will fail on high notes; and vice 
versa. The ordinary diaphragm is de- 
the middle 
register, and it therefore does not trans- 
mit extremely high and extremely low 
notes satisfactorily. The piano is a case 
in point. 


signed with reference to 


The radio audience hears 
the highest notes as a series of clicks 
and the very bass notes as a roar. 

In the Thomas transmitter a minute 
electrical discharge takes the place of 
the mechanical disc. This discharge 
flows between two points, separated by 
a very small fraction of an inch. It is 





Showing a Close Up View of the Slow 
Discharge Microphone 
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affected by sound waves. just like the 
diaphragm, but being non material and 
having no perceptible inertia, it re- 
sponds equally well to all vibrations. 
Hence music broadcast by means of it 
is transmitted in all its original purity. 

Dr. Thomas has recently been experi- 
menting with his transmitter at the 
Pittsburgh station KDKA. Within the 
near future, all Westinghouse stations 
will be regularly equipped with this de- 
vice. 


In appearances, the 


Thomas _trans- 
mitter resembles a large watch, with 
the front and back covered by wire 


gauze. On looking into it, a point of 
light can be seen, caused by the flow 
of the electric energy against one of the 
terminals. From this fact, it is called 
the Glow Discharge transmitter. 

Novel Meeting Broadcast 

For the first time in history an an- 
nual meeting of stockholders has been 
broadcasted nationwide by radiophone. 

The entire proceedings of the annual 
meeting of the Commonwealth Edison 
Company of Chicago were sent through 
the air to those of the company’s 27,000 
stockholders who were unable to attend. 
In addition the company’s 615,000 cus- 
tomers were invited to sit in and lis- 
ten to the business session of the com- 
pany. 


German Radio Arrives 

The first radio apparatus that Ger- 
many has sent to this country since the 
beginning of the war arrived in the 
United States in February consigned to 
the agent of the Deutche Telephone- 
werke und Kabelindustrie A. G., Ber- 
lin. The shipment is understood to be 
in the nature of a sample line and more 
will be sent later. 

Those who have examined the sam- 
ples report that the workmanship is in- 
deed very good and many small details 
which are lacking on American appara- 
tus have been well developed on the 
German equipment. For instance a loop 
antenna has a graduated scale for ob- 
serving direction and a small compass. 
fitted 
with a device for adjusting the distance 
from the diaphragm to the pole pieces. 
In general the design is much the same 
as on American apparatus and it is re- 
ported that many of the ideas must have 
originated in this country. 

The shipment shows a number of 
complete receiving sets and a fairly 
complete line of parts for assembly. 


The telephone receivers are 





Prizes at Exposition 
Contests on Radio Subjects of Vital Im- 
portance to Be Awarded 


lhe manager of the American Home 
and City Beautiful Association Exposi- 
tion, to be held on the Million Dollar 
Pier, Atlantic City, this summer, has 
completed arrangements for conducting 
a nationwide essay contest on the fol- 
lowing subjects: “The Best Way to Ed- 
ucate the Public on Radio;” “Why 
Radio Should Be in Every Home, and 
How It Can Be Done;” “Who Shall 
Carry on and Pay for Future Broad- 
casting;” “The Complete Radio Set As 
the Logical Installation.” 

The following men prominently iden- 
tified with the radio industry have been 
invited to be represented on the board 
of judges for awarding prizes to win- 
Dr. De Forest of De 
Forest Company of Newark, N. J.: 
Paul Godley, Adams-Morgan Company, 
Upper Montclair, N. J.; A. H. Grebe, 
The Grebe Company, Jamaica, L. L; 
Gen. J. G. Harvord, David Sarnoff and 
P. Boucheron of the Radio Corporation 
of America; M. P. Rice, General Elec- 
tric Company; Dr. W. H. Easton, West- 
inghouse Electric Company; Paul Find- 
ley, Western Electric Company; Major 
Gen. Squier, chief signal officer, U. S. 
A.; Dr. A. N. Goldsmith, director of 
research, City College of New York; H. 
Gernsback, editor, Radio News; Major 
J. Andrew White, editor, Wireless Age; 
Kendall Banning, editor,Popular Radio; 
Boland Park Hennesy, editor, Radio 
World; Henry M. Shaw, president, Ra- 
dio Trade Association; Lawrence A. 
Nixon, editor, Radio Dealer, secretary 


ning contestants: 


Radio Trade Association; and Jack 
Binns. Vew York Tribune Radio Sec- 
tion. 

Those who compose the board of 


judges also have been appointed as the 
radio committee for the radio exhibit, 
an important section of the American 
Home and City Beautiful Association 
Exposition. 

The exposition management will also 
conduct an essay contest and award 
prizes to winners in a contest in which 
only radio fans or those who listen to 
broadcasting are eligible to submit es- 
says on the subject: “What We Want to 
Hear Over Radio.” The radio fan con- 
test promises to be extremely interest- 
ing from many viewpoints 

The exposition management is taking 
the utmost precaution to obviate ob- 
stacles which noticeable in 
other exhibits for radio demonstration. 
with radio re- 


have been 


interference 


to prevent 
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ception, to have sufficient areas erected 
over the exposition structure, and make 
all necessary provision for successful 
operation of radio sets and in avoiding 
annoyances of having several loud 
speaking sets in operation simultaneous- 
ly by allotting periods for each exhibi- 
tor, and providing sound proof booths. 

The leading manufacturers will be 
given opportunity to exhibit and all 
rules insuring most satisfactory results 
to exhibitors will be subject to their 
recommendation and approval. Price 
cutting will not be tolerated and only 
concerns of high standing in the indus- 
try will be invited to participate. 

Orders may be taken by exhibitors for 
sales to individuals or to dealers and 
wholesalers in any part of the country. 
No over the counter retail deliveries will 
be permitted; however, provision being 
made for delivery service in any part 
of Atlantic City and to guests stopping 
at the hotels which will make counter 
deliveries unnecessary. 

A specially constructed dance floor in 
a beautiful hall in connection with the 
exposition will be devoted to dancing 
by radio. This is sure to be an un- 
usually interesting feature of the ex- 
position. 

Exposition management will maintain 
free radio information service to visit- 
ors at the exposition regarding radio 
publications, literature, and special in- 
formation which radio manufacturers 
may wish disseminated. Many new 
features not seen at other radio exhibi- 
tions will be offered to make the show 
highly interesting to the public. 

There will be pictures showing de- 
velopment of tubes, the smallest and 
most unique radio sets in the world, 
etc., to attract attention. 


N. R. C. C. Data Analyzed 


This Body Received An Interesting Re- 
sponse to a Questionnaire 


Fewer broadcasting stations consti- 
tute the chief radio reform demanded 
by the American people, according to 
the results of a nationwide inquiry con- 
ducted by the National Radio Chamber 
of Commerce in an effort to wipe out the 
evils existing in the radio industry. 
The investigation also revealed an in- 
sistent public desire for better programs, 
federal regulatory legislation to end 
confusion and to thwart selfish inter- 
ests, and separation of public broad- 
casting stations from the experimental 
stations operated by amateurs. 

The Chamber sent a questionnaire to 
persons representing all phases of the 








art from manufacturer to listener. The 
replies are analyzed in a statement made 
public by Ralph C. Watrous, former 
lieutenant governor of Rhode Island 
and a member of the Chamber’s special 
committee appointed to make a study 
of the broadcasting situation. 

The Chamber warns that a serious 
economic question exists and asserts its 
purpose to keep broadcasting within the 
hands of the public, to whom this means 
of new communication belongs. 

The one outstanding problem is that 
of broadcasting, says the statement. 
The response to the questionnaire was 
very gratifying and pointed the way in 
several directions very clearly. Most 
prominent of all was the idea of fewer 
broadcasting stations with better pro- 
grams. No exact number of 
was generally recommended; and this 
could not well be as the range of sta- 
tions is so rapidly changing, both as 
to their efficiency and also as to the 
steadily increasing receiving range of 
more efficient receiving sets. But that 
progress would be more rapid when 
we realize the necessity for fewer sta- 
tions seems a perfectly safe deduction 
from the answers to the questionnaire. 

The matter of better programs seems 
to be very naturally related in the minds 
of those answering to the expense of 
furnishing really good programs, but it 
does not, seem to matter who pays for 
it or how. The more people who can 
be served by a single station the less 
of course the expense per listener. This 
economic question is a very serious one 
and in the interests of the general radio 
public must be dealt with very care- 
fully. However of course the people as 
a whole interested in radio must finally 
in some way pay the bill. 

Another matter clearly brought out 
by the questionnaire was that proper 
legislation should be enacted in Con- 
gress that would not only safeguard our 
federal departments but give to Secre- 
tary Hoover’s department the power to 
so regulate radio, and broadcasting in 
particular, that the greatest service shall 
be realized by the greatest number. 

It would seem that the questionnaire 
also clearly indicates a line separation 
between public broadcasting — stations 
from the stations operated largely in 
experimental work by 
who served such a useful purpose dur- 
ing the war and who have done much 
constructive work. They must have a 
place, but their power and range must 
not be allowed to interfere with the 
public’s use of this new means of com- 
munication to an unreasonable extent. 


stations 


our amateurs 




















G-E Flexible Varnished Tubing 
Used in the Better Radio Sets 


The flexible varnished tubing (or “‘spaghetti’’) used as insulation 
in the better grade of professionally built radio receiving sets 
is now available for the use of those who are building their own 
sets or are engaged in any electrical experimentation or work 
requiring insulation of this character. Dealers can now handle 
a high grade tubing at a popular price. 


G-E flexible varnished tubing is of high mechanical and 
dielectric strength and is so flexible that it will not crack on 
the shortest turns and, furthermore, retains this flexibility 
indefinitely. This is an important feature to dealers as they 
can carry adequate stocks without fear of deterioration. 


The General Electric Company offers for the use of electrical 
manufacturers, repair shops and the general public the same 
high quality insulating materials that are used in the manu- 
facture of its own electrical apparatus of every kind. 


Ask any G-E Distributor for further information 
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Specifications of G-E 
Flexible Varnished 


Tubing 
Covers 

Inside B & S Gauge 
Diameter Bare) Wire 
1/32” #40 to 21 incl. 
1/16” 20 to 15 incl. 
3 /32” 14 to 11 incl. 
1/8” 10 and 9 

5 /32” 8 and 7 
3/16” 6 and 5 
7/32” 4 

1/4” 3 


Furnished in 2-ft.lengths 
4 Colors: Red, Green, 
Biack, Yellow. Remains 
soft and flexible indefi- 
nitely. 





General Electric Company 
Merchandise Dept., Bridgeport, Conn. 
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Use them when you build-demand them for repairs 
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New Cutler-Hammer Potentiometer 

The range of most receiving units can be increased con- 
siderably through the use of a potentiometer shunted across 
the A battery. The vernier rheostat gives just the precise 
control necessary for the correct electron flow from the fila- 
ment of the tube, but to obtain maximum efficiency all three 
circuits of the triode must be adjusted with accuracy. 

The plate circuit is actuated by the B battery, which is 


usually of the dry cell type—18 to 24 volts. When properly 


of ] 


9 





connected the A battery serves as supplementary voltage in 
this circuit, and through the medium of a potentiometer 
the A battery potential can either be added to or sub- 
tracted from that of the B cells. 
shunts the storage cell it must be of high resistance, and 
because of this high resistance the control is extremely fine. 


Since this potentiometer 





The Cutler-Hammer Mfg. Company. Milwaukee, Wis., has 
just brought out a potentiometer for this work which 
matches exactly their radio rheostats. It—like the rheo- 
stats—is of the revolving drum type and finished in dull 
satin nickel and ebony black. A polished nickel indicator 
and cone shaped knob of Thermoplax appear on the front 
of the panel. 

This potentiometer has a broad, flat contact on the tightly 
clamped resistance unit so that the wire will not be damaged 
or displaced under constant usage. The instrument is de- 
signed for panel mounting and is provided with binding 
posts to facilitate wiring. 


Dubilier Micadon Types 

Dubilier Micadons have been placed upon the market by 
the Dubilier Condenser & Radio Corporation, 48 West 
Fourth Street, New York City, with the object of providing 
a cheap but durable condenser, bearing all the electrical 
features of the more elaborate Dubilier types. The dielec- 
tric used is India mica and the condenser element is clamped 
between two Bakelite sheets. 


LECTRAGIST 


The capacity of the Micadon js invariable, and this js 
claimed to obviate circuit noises. 

In a way it is possible to use the type 601 Micadons like 
building blocks. By placing a number of them together 
and passing a machine screw through them, it is possible 





Type 601 Type 601T 


to build up a condenser of practically any capacity within 
a very wide range. Supplied in capacities ranging from 
0001 to .0025 mfd. Price, 35 and 40 cents. 

The Micadon Type 601-T is the same as Type 601 with 
the exception that it is provided with adjustable clips which 
add greatly to its convenience in cases where it is desired to 
attach it to radio frequency transformers as a by-pass con- 


denser. Price, 45 and 50 cents. 
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Type 601G 


Type 601-G is provided with grid leak clips designed to 
fit standard grid leaks. Price 45 and 50 cents. 

Type 601-D is provided with tabs to facilitate soldering. 
Price 45 and 50 cents. 


New Battery Charging Equipment 

Hundreds of thousands of 6 to 12 volt storage batteries 
are in the hands of the public and thousands are being sold 
daily to operate radio sets. 

In many cases ample provision for automatic recharg- 
ing is provided but where this is not true, as with all radio 
batteries, the problem of recharging must be considered, 
as it is usually inconvenient to carry heavy batteries to a 
charging station and even where this is possible it is ex- 
pensive. 

To meet this condition a type of charger has been devel- 
oped by the Ohio Electric & Controller Company of Cleve- 
land which it is claimed is comparatively silent, has ample 
capacity to charge at any desired rate, one to twenty am- 
peres, will run with little attention, has practically no parts 
subject to breakage or deterioration, and will last a life 
time. 





The motor and connected by flexible 


coupling. 


generator are \ 
There is an ammeter and rheostat to regulate 


the charging rate. The motor has ten feet of cord with 
attachment plug and the generator has six foot leads with 
convenient spring terminal clips. 
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QUEENS JPorio Coupler 


QUEENS Verio Meter 


TO YOUR CUSTOMER 


But we need a place where he can secure them quickly. 


Let us tell you how we do it. 


Write for our proposition 


QUEENS RADIO COMPANY, Inc. 


12 FOREST STREET 


WINFIELD, L. I. 























JIFFY CLIPS 





When it comes to the question of saving 
time, money and labor, we recommend the 


JIFFY CLIP. 


To securely hold in place, Cable, Conduit 
or Pipe, it is only necessary to use one screw 
or bolt with each clip. Where space is limited, 
the Jiffy Clip is invaluable. 


Your Jobber Has Them 
MINERALLAC FLECTRIC COMPANY 





1045 Washington Blvd., Chicago. 





SWITCH BOARDS 
PANEL BOARDS 
FUSE REDUCERS 


MADE BY MEN WHO KNOW YOUR 
CONSTRUCTION PROBLEMS 


SEND US YOUR INQUIRIES 


THE Fire [tecrmet, Ropucts CQ. 


PLAINVILLE, CONN. 


























JOS. M. ZAMOISKI COMPANY 
The Electrifiers 


Radio Building, 
—DISTRIBUTORS— 


Radio Corp. oi America 
Colin B. Kennedy Co. 
Wm. J. Murdock Co. 
Acme Apparatus Co. 
Atwater Kent Mfg. Co. 
Nathaniel Baldwin, Inc. 
C. Brandes, Inc. 


Baltimore, Md. 


Clapp-Eastham Co. 

DeForest Radio T. & T. Co. 
Chelsea Radio Co. 

Burgess Battery Co. 

Remler Radio Mfg. Co. 
Adams-Morgan Co. “Paragon” 
Dayton Fan & Motor Co. 


PROMPT DELIVERIES 
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Tune in to results 
with this new and 
better device—the 


Mareo Tuner 
TYPE 330-A 





Body Capacity Practically Eliminated 


As a Single or Double Circuit Tuner, this instrument 
is most useful, particularly for tuning simple, 
efficient regenerative sets. 


As a Radio Frequency Transformer, it is the most 
generally satisfactory piece of apparatus on the 
market today, providing in itself an aerial tuning 
inductance and an intertube coupling impedance 
which is variable, compensating for changes in 
wave length or differences in inter-electrode tube 
capacities, allowing successful operation with any 
of the new low amperage tubes. 


In the Flewelling Circuit, all the interesting phenomena 
of super-regeneration may be observed through 
the use of this device. 


In Any Combination Requiring Small Inductances, 
this arrangement of coils will provide the neces 
sary value for broadcasting reception, and will 
work well, with a pleasing lack of body capacity 
effect in adjustment. 


Martin-Copeland Company 


Providence, R. I. 

















Why Use Storage Batteries ? 


WHEN YOU CAN OBTAIN THE 
SAME GOOD RESULTS WITH A 


1, VOLT DRY CELL 


The Ideal Socket 
A The BRU No. 5—Mould- 
ed Bakelite Socket is de- 
\ signed to accommodate 
the WD-11 tube and it 
is unaffected by heat, 
weather and is unbreak- 


able. 


| 
Springs are of Phoaphor 
Bronze, and the special 
“cupped” design insures a 
firm contact so essential in 
Radio Work. 


BRU No. 5—Pat. Pend. 


BRU NO. 5 SOCKET, 75 Cents 
Write for good dealers discounts 


BRUNO RADIO CORPORATION 


152 W. 14TH STREET, 


NEW YORK 














Battery Charging Attachment 
A device for charging “B” batteries, to be used as an at. 
tachment to the Tungar Battery Charger, has been de 
veloped by the General Electric Company and recentl; 
placed on the market. The Tungar was devised for charg. 
ing A batteries. 


’ 





It consists of a small porcelain spool wound with resist. 
ance wire and enclosed in a small sheet metal box, which 
can be hung on the side of the Tungar. Two connection 
leads come from the resistance, one going to the Tungar and 
the other (the longer) to the positive pole of the B battery. 
It can be attached in a few seconds, and without the slightest 
dificulty. It will charge a 20-24-cell storage B battery at 
approximately .1 ampere, or 10-12 cells at approximately 
.2 ampere. It can be removed easily and quickly for charg- 
ing the A battery. 


Betts Visible Detector-Amplifier 
A detector and two stage amplifier known as Type D2A 
has been developed by the Betts & Betts Corporation, New 
York City. It is built very compactly and is entirely visible. 





The size is 5 x 10 inches and all conductors are extremely 
short to avoid capacity effects. The base is a solid block 
of Bakelite. There are separate controls for each tube and 
an improved potentiometer for fine tuning. It is complete 
and fully wired to connect into any circuit and embodies 
every essential to detection and two stage audio frequency 
amplification. It has a cutoff switch for the A battery. 
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Best Value on the Market 


A line of “Cirele T”’ externally operated 
switches. 


FEATURES: 


30-200 Amperes inclusive 





Heaviest. most caretully aligned and ad- pamen 
justed pune ‘hed clip swite ‘hes to be found. » ae tee ee 
Placed in regular ° ‘Circle T ” highly fin- 


ished Armeo Ingot Iron boxes. ry same 
boxes as are used for our Type “A” line. 


LIST PRICES ARE LOW 


Discounts the same as on our regular 





safety switches. aaa 


250 V., Prag = : ~~ 
2, 3, 4-Pole, Single row 
The Best Buy on the Market Today aa ca mind hen Sat ok ae. te Type 'e 
series 1 — ents our addition to the Type A 


eries 
line \ ft rth r evidence of the completeness 


The new Type “C” has been going big ui Circle T serviee 
ever since we first announced it. It Ww ill 
pay you to go along with us. Write today 
for full information. 


The Trumbull Electric Mfg. Co. 


PLAINVILLE, CONN. 





NEW YORK CHICAGO SAN FRANCISCO 
114 Liberty St. 40 So. Clinton St. 595 Mission St. 
BOSTON PHILADELPHIA 








Pass & Seymour Sockets with Brown Keys have enjoyed the approval of 
conservative fixture studios for more than five years. 


The charm of the brown key is its neutral tone and pleasing harmony with the majority of 
regular and special finishes. 


The brown key sockets, while less expensive perhaps than those with the push button or 
chain pull movements, may also be employed on ceiling fixtures where certain lamps are 
used infrequently and the full illumination is required only for special functions. 


A sample of the Brown Key Socket will convince you. 


“Dass & Seymour, Inc. Solvay, N. U. 
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